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ONLY V&B MAKES ALL 3 


tubular --ll steel -- hickory 
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NEW TUBULAR STEEL patent pending. Here's the 
TUBULAR STEEL HAMMER that’s built to take it. 
and swings like hickory. V & B’s time-tested standard 
head with tubular handie shaped just like wood. Inner 
hickory plug adds strength and resilience. Plus non-slip, 
natural rubber shock-absorbing grip. 
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ALL STEEL —For the roughest, hardest hitting work 
a hammer will ever have to do. Solid-steel spring- 
tempered handle. Available with genuine leather grip, 
or shock absorbing natural rubber grip. 
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a 
VANADIUM HICKORY HANDLED — Built for sales. For 
10 years the accepted standard. The handle is of selected 
second-growth white hickory . . . straight grained, well 
seasoned, of proper weight and balance. 








A CLAW HAMMER FOR EVERY MAN'S NEED... al! with V & B's famous 
built-in balance to lessen fatigue. Stock '‘all 3" and watch your hammer sales 
zoom! All 3” are built by master craftsmen to the rigid V & B standard. Sell 
the V & B standard of excellence recognized by all trades. Sell the standard of | 
pertormance set by V & B for over 88 years. | 


AUGHAN & BUSHNELL 


ANUFACTURING COMPANY 
135 South LaSalle Street ss 
CHICAGO 3. ILLINOIS - Everyone agrees ‘it always pays to buy a good tool” .. . like these Vaughan 
hammers. 
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*50°° SCREENING SALES CAN BE YOURS 


as all America moves outdoors— 







Building 


do-it-yourself 
porches 
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CH ICOPEE SCREENING 


easiest to sell because its easiest to work with! 





CHICOPEE MILLS, INC. 
Lumite Division, 47 Worth Street, New York, New York 







®T.M.O.C.F. Corp. 





DESIGN, 
FROM THE INSIDE OUT, KEEPS 





FIRST IN SALES 


What skyrocketed LAwN-Boy to first place in 
power-mower sales? Many engineering fea- 
tures, that all add up to a smooth, level-cut 
lawn. Even though the imitators are building 
mowers to look like LAWN-Boy, they just can’t 
build one to cut like LAWN-BoY — and you 
know it’s the cut that counts on your cus- 
tomers’ lawns. 
TELL YOUR CUSTOMERS the sensational story 
of LAWN-BoY “‘know-why”’ design to illustrate 
the smooth, level cut of LAWN-Boy lawns. 
Show them the simple, efficient 2-cycle LAWN- 
BOY engine that delivers 3200 rpm for fast, 
easy grass-cutting; show them the Activated 
Pilot Wheel on the new LAWN-BOoy Auto- 
mower and Deluxe models, that brings them 
an even smoother cut than ever before. snap 
Lawn 
Your LAWN-Boy distributor-salesman can puror 
supply you with all the facts about the 
“know-why” engineering that makes LAWN- 
Boy cut best. He'll show you too how you can 
keep LAWN-Boys selling around the calendar. 


Call now and order enough — early enough! The WHY of LAWN-BOY engine superiority 


- 4 Designed by LAWN-BoY only for LAWN-Boy, this is one of the “know-why” 
engineering features of LAWN-Boy that can’t be copied. Every piston stroke 


delivers power to cut grass better and faster. Simple, dependable, the LAWN-Boy 

LAWN-BOY, Lamar, Mo. e Division of Outboard engine was conceived with a minimum of moving parts. The rugged carburetor 

Marine Corporation, makers of Johnson and and hot-spark magneto also help make the LAWN-Boy engine the easiest-starting 

Evinrude Outboard Motors. in all mowerdom. No lubrication problems, either—and no checking of oil. 

In Canada: LAWN-BOY, Peterborough, Ontario No doubt about it—the LAWN-Boy 2-cycle engine can’t be beat on the lawn or 
on the showroom floor! 
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The NEW IDEAS are LAWN-BOY IDEAS 
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Mickey Mantle packs ’em in the Stadium... 


Yi Now he’ll pack ’em in 
your store! 


... With this Big League 
Traffic Builder! 


NaS OS ree dt ee, res 
© Each time you order this “~ 
‘‘Mickey Mantle Pack’’ of 


6 UNIVERSAL 


Four Endy, 


Pint Vacuum Bottles 
you get 36 coupons. 
Each coupon and $1.00 
gets customers a 
O0<thkig Dante 
AUTOGRAPHED BASEBALL 
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Buy this special “Mickey Mantle Pack” with six “Pour-Easy” 
pint vacuum bottles. (No. 9980) No premium cost. 

(retail list $12.90.) Get the colorful display free. Display 
contains 36 coupons you can use to build traffic in a big way. 
Each coupon and $1.00 gets your customers a Mickey 


RETAIL Mantle Autographed Official League Baseball. 
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Mail | Mantle Six-Pack(s). l 
. this | NAME a sierra | 
never rips coupon | COMPANY AS RIE Eo. aR Ne | 
right =| CITY eo Mae 8 od: l 
a dro | away! | pistripuToR Se 
a ] | 
I 
= —_—_ —_——— on 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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acco Check List of 
loererg) __ Popular AMERICAN Chains for 


Your ‘Do-It-Yourself’ Customers... 


e The “Do-It-Yourself” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 

AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless ‘‘Do-It- Yourself’? uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. 


For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 





































() Garage doors C) Furnace regulating 
(] Pipe hanging (] Fire escapes 

C) Porch swings [] Ornamental uses 
(] Playground equipment _[[] Furniture braces 
C) Lawn borders [] ...also snaps— 


swivels— 


C) Gymnasium equipment nents 


[] Deg runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 
your shelves and counters for your 
**Do-It-Yourself’’ customers’ con- 
venience. 






American Chain Division 


AMERICAN CHAIN & CABLE /Mi:t3irs, 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Va | ve 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 





< Order from your nearby 
AMERICAN CHAIN wholesaler 
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by W. A. Phair 


Opportunity knocks once... 


The facts are simple: 


We are facing a crisis in the servicing of power equipment and elec- 
trical appliances. Sales of this merchandise are exceeding the growth 
of servicing facilities. Repair work is backing up. Customers are com- 
plaining, and new sales are being lost. Drastic steps must be taken, 
and quickly. 


Manufacturers, especially power lawn mower makers, are worried 
about the lack of servicing facilities. They know that the shortage of 
service will hurt sales. They are tackling this problem with vigor and 
intend to increase the number of service outlets. 


How will manufacturers solve this problem? What type of. business 
will take over this servicing work? The answers to these questions are 
not yet clear. But it is obvious that how these problems are solved 
is going to be very, very important to hardware stores. 


Why? Simply because it is a fact that sales go where service goes. 


Don’t kid yourself about this. Whoever goes into servicing is also 
going into sales. It is a logical and profitable procedure. Look at the 
automobile business. How often have you seen a salesroom without 
service facilities? How do the new car sales outlets advertise? Nine 
out of 10 shout, “Sales and Service.” There is good reason for this. 
It applies also to small power equipment such as the hardware trade 
has been selling. 


We are not whistling in the dark when we tell you this is a critical 
situation. We can already see the growth of operations that specialize 
in lawn mower servicing and sales. Most of these shops started as 
little service operations, but added sales as a logical step. It didn’t 
take them long to learn that they had a great selling tool in the slogan, 
“‘we service what we sell.” 


These specialty outlets will continue to grow and drain sales away 
from hardware stores, unless hardware stores can also offer service. 


Have you taken time this spring to check up on the lawn mower re- 
pair situation? You should, for you would be amazed at the backlog 
of work that exists. 


I checked a number of stores and service shops in the Philadelphia 
suburban area recently and was told that it would take two weeks to 
a month for a sharpening job. One dealer told me quite frankly that 
he was so swamped with work that he would only take in mowers that 
he had sold. How can a dealer without service compete against that 
situation? Sears had about 150 mowers awaiting servicing and said 
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Editorial 


a sharpening and tune-up job would take about 10 days, but I think they 
were too optimistic. 


There are many misconceptions about servicing. The most common one 
is that it isn’t profitable. That is not true. If a service department keeps 
track of its costs and puts a reasonable profit into their charges, they can 
make money. 


In these days, the average homeowner doesn’t argue about whether the 
service charge should be $4 or $5, or whether it should cost $10 or $12. His 
interest is to get the thing repaired and operating again. 


Remember the old days, and not so long ago, when a TV service call 
charge was $2? Now the minimum charge is up to $5 in many areas and 
service men are still kept busy. 


The next tew years... 


The jam-up in service that we see this spring is only the beginning. Power 
mower sales continue to increase. Mowers are becoming larger as well as 
more numerous. New devices, such as self-starters are being added, which 
increase service requirements. 


Add to this the growth in power chain saw sales, in home power sprayers 
and garden tractors and countless other power driven equipment. Then also 
add the other services that can contribute to keeping a service department 
busy .. . sharpening saws, repairing locks, door closers, cutting keys, re- 
pairing electrical appliances, power tools, etc. There is plenty of work to 
keep a service department busy. 


Here is a field in which a local dealer can hold his own with the chains 
and price cutting retailers. Here is a chance to use a real selling tool... 
telling the customer that you give precedence in servicing to machines 
bought from you. 


Here is an opportunity to build a really worthwhile department that will 
not only return a profit, but will also build the valuable traffic that hardware 
stores need so badly. 


The next few years will determine who is going to get the power mower 
business. If the hardware dealer will provide service facilities, the business 
will stay with him. Most manufactures prefer to see it there. 


But if mower manufacturers have to turn elsewhere to get the service 
facilities, you can bet your last dollar that sales will go wherever the service 
goes. 


Opportunity has a habit of knocking but once. If the hardware trade 
lets other outlets take over servicing, they will be giving away the mower 
business and much of the rest of the lawn and garden business. 


How can you get started? First, read the article on servicing in this 
issue on page 51. Then write the distributor or manufacturer of the mowers 
you sell and tell him you want to get into the servicing business. He will 
tell you exactly how to go about it. 
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LUCKY KEY CONTEST 
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VALUABLE FREE pRize 5 ~ 
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21 PA ASSORTMENT 


Colorful display board. 
Hangs on wall or cabinet. 


a 26 PA ASSORTMENT 


‘ 1 Padlock — 2 Pass Keys 1,000 Bogus Keys — 1 Chest Attractive Counter Display 
Includes 12 best sellers. “NS with 4 popular padlocks 


IMMEDIATE SHIPMENT Keyed alike, or regular — *Can be furnished master-keyed promptly 
oa. 





INDEPENDENT LOCK Co. 


Fitchburg, Mass. 
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WASHINGTON 


NEWS 





BY WASHINGTON 


Drop In Housing Prods Congress 
To Ease Tight Money Situation 


If Congress passes a bill (already approved by the 
House) to boost construction of new homes, sales of 
builders’ hardware and appliances should pick up in 
about a year. 

The House-passed bill would lower down payments 
on new houses financed with government-insured 
loans, and increase the mortgage purchasing authority 
of the Federal Mortgage Association by $1.2 billion. 
This increase would provide lenders the funds to make 
mortgage loans. 

As passed, the bill generally goes further than 
either political party, or the administration, had 
originally proposed. This indicates the concern felt 
in Congress over the present slump in home-building, 
and improves chances that the bill will pass. 


outlook 


If Congress passes a housing bill this year, look for 
a slight pickup in home building in the fall and a 
return to a million-plus annual home building pace 
next spring. Use the time until the big pickup starts 
to expand your stocks and prepare your promotion to 
builders and future home owners. 


Theres More Competition Coming 
If Air Force Credit Plan Works 


Military post exchanges are going to experiment 
with interest-free credit for servicemen. 

Air Force post exchange officials have received per- 
mission to offer credit at March Field in California 
and Wright-Patterson Field near Dayton, Ohio. Both 
fields are near large business areas. 

Servicemen will be able, when the year-long test 
begins July 1, to open either a 30-day charge account 
or a six-month deferred payment account. They will 
receive a credit authorization, depending on rank and 
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HARDWARE 


pay, up to $300. A minimum purchase of $35 and 
minimum repayments of $25 a month will be required. 

There will be no interest charged on either type of 
credit account at the test exchanges. 


outlook 


If you are within a trading area in which a military 
exchange operates, you can expect further diversion 
of business if the test is successful and credit is 
authorized for all exchanges. If you oppose credit at 
exchanges, write to the House Armed Services Com- 
mittee, Washington 25, D. C. 


Higher Postage Looms As New 


Rates Clear First Committee 


Higher postal rates appear to be a pretty good bet 
sometime this year. 

The administration’s bid for a postal rate hike of 
about $600 million a year cleared the first hurdle 
when the House Post Office Committee approved a l1¢ 
increase in first class mail and an increase averaging 
almost 50 percent in third class rates (mostly adver- 
tising and some small packages). 

The Post Office Department is also asking the Inter- 
state Commerce Commission for a hike in parcel post 
rates. 

Showdown on postal rate increases will come in the 
Senate, which blocked a similar proposal last year. 
The current economy drive will remove some objec- 
tions to higher rates, and help the bill’s chances of 
approval. 


outlook 


If the postal rate increase is approved by Congress 
this year, figure on spending at least one-third more 
for postage. Consider other methods of getting your 
sales message to customers if mail becomes too expen- 
sive. 

(Continued on page 94) 
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_——___—  \ EASY-TO-SELL EXCLUSIVE FEATURES! 


; ’ Za 
* 


. =——- MODEL 


% PATENTED TRAP-LOCK CUTTER TEETH 
clean cuts every time because they trap the 
material to be cut 


oS 7 NEW TRIPLE-DUTY HANDLE 
| ; side handle attaches on either side of 
trimmer or attaches on rear 


% NEW “ye | HANDLE 

attaches on back; makes hard-to-reach 

cooout spots easy to reach (optional at extra cost) SUGGESTED RETAIL 
cour 


swansnen sve se STREAMLINED NEW DESIGN, NEW COLORS only $2995 



































POWER 


S, 









Troo.s 


un aes has a sparkling silver lustre, bright red handles 
«ge Peeaseet CO and cord; streamlined like a new jet plane 


| NOWHERE ELSE SUCH SELF-SELLING VALUE! 
POWERFUL 


POWE!A 


Shonmate 


roots 


6%," SAW 


Up to 15 times longer life with 

exclusive automatic safety clutch! 

® Automatic safety clutch virtually stops 
motor burnout, major cause saw damage 

© Powerful 1-1/5 h.p., 4700 RPM motor 

® Cuts a 2 x 4 at 45° in one cut 

© Equipped with rip guide, adjustable shce 
for angle cuts, automatic telescoping 
safety blade guard 





| SIZZLING HOT 
) = SPECIALS 






POWER 
magazines like the power- OSCILLATING 
ful Saturday. Evening Post %y A he 2 La 9 


f Powerful universal ac/de motor — 115 
: rm o volts, makes 3500 orbits per minute 
will touch off a sto Knurled rollers lock sanding sheet 
easily, positively 

V4"' sponge rubber sanding pad — oil 
and grease resistant 


Big space advertising - in 





sales for these volume-sell- 


SUGGESTED RETAIL 
: ' Specially designed cast aluminum Ss 
in g Sho pm ate speci a Is housing — permits perfect ‘‘feather- only 95 


g this edging’ and corner sanding 
oO 
Take advantage 


mail to: George Weatherby, Sales Manager HA 5/23 
PORTABLE ELECTRIC TOOLS, INC. 

320 W. 83RD STREET 

CHICAGO 20, ILLINOIS 


Please send me complete information on “Sizzling Spring 
Specials’ by Shopmate, immediately! 


I 

. : 
| NAME 
| POSITION 
| | 
3 


powerful promotion. We'll 


send complete details if 


you just ‘é ee 








MAIL COUPON TODAY: 








FIRM 
ADDRESS 








CITY | 
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varieties go 


self-service 
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picking up... 
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OUT 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 





Lack of adequate servicing facilities for appliances, power mowers, etc., 
is heading for a real crisis. Manufacturers agree this roadblock must be 
broken or sales will suffer. How problem is solved will be vitally impor- 
tant to hardware dealers. It could mean a shift to specialty dealers who 
service and sell. HA Recommendation: Servicing is becoming big busi- 
ness—and it can be very profitable. Hardware store owners should give 
serious consideration to setting up a real servicing shop or run the risk 
of losing much business to specialty shops. This could affect sales of 
mowers, power tools, appliances, etc. See page 51 of this issue. 





Self-service is now the trend in variety store operation too. Officials of 
McCrory Stores Corp. and McClellan Stores Co., two big variety chains, 
say they will convert 30 percent of their stores to self-service this year. 
Reasons: lower selling costs and more display area in the same space. 
HA Recommendation: Self-service is still no cure-all. But it can definitely 
help, when properly used, to cut selling cost and increase sales check size. 
Any store with three or more employees should give careful study to 
advantages of self-service. Check all self-service articles in HARDWARE 
AGE for possible use in your store. 





Pessimistic outlook for building is changing. Volume of new home build- 
ing is expected to pick up. Builders and money lenders say the tight mort- 
gage situation, blamed for the decline in home building, is easing. They 
expect construction figures to climb. FHA reports applications for mort- 
gage insurance are starting to pick up. Population surge will, in years 
to come, lead to housing shortage unless building is stepped up, experts 
say. HA Recommendation: Don’t sell the building market short. Keep 
your builders’ hardware stock up-to-date. Keep close check on building 
permits issued locally. These are ideal leads for sales. And remember, 
you can’t sell from an empty wagon. 





It may be time to re-appraise your advertising plans if daily newspapers 
in your area have raised their prices. Advertising experts think rising 
newspaper prices will reduce circulations . . . lower the effectiveness of 
advertising. Now is the time, they say, to take another look at other 
advertising media. HA Recommendation: If your daily papers have raised 
their prices, consider using radio, television, or more consumer catalogs, 
broadsides, ete. Test each method by featuring different specials in each 
one. See which draws the greatest response, then concentrate your activi- 
ties in that medium, but use the other media as a back-up. 





... turn to p. 1380 for more news on how's the hardware business 
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Complete glue department in 4% sq. ft. 


That’s all the floor space you need to stock and 
display the four fastest selling types of adhesives. 
No wasted counter space! No wasted shelf space! 
Yet you have a complete, balanced stock of every 
type of glue you get calls for. So complete, you 
need no others. 








“Self Service” Glue Selector Chart 
saves your salesmen’s time! 
Your customers select,at a glance, the right glue, 
for the right purpose, in the right size. It answers 


all their questions about application, properties, 
even price. Virtually eliminates salesmen’s time. 











“slow movers.” 


Carry less inventory! Sell more glue! 


Because of the carefully balanced assortment, 
you're never overstocked in any one type. You're 
never stuck with 
a sale because you always have the right glue, in 
the right size. This merchandiser, made of birch 
plywood, with recessed lighting, turns your store 
into “glue it yourself” headquarters. 


You never lose 


eum Here’s what you get by mailing coupon today: 




















Retail Retail 
Size Price Quantity Size Price Quantity 
%0z. .29 24 %oz. 19 24 
Weldwood 1%0z. 40 24 Weldwood l%oz. .29 24 
Contact 3 oz. 70 12 Presto-Set® 342072. 49 12 
Cement Pint 1.45 8 Glue 9%, oz. .99 6 
Quart 2.45 6 Pint 1.79 6 
Weldwood 3% oz. 35 12 TOTAL RETAIL VALUE 143.44 
Plastic Resin 8 oz. 65 12 Your eas 
Glue lib. 95 6 (at regular discount) 89.94 
Weldwood %pint 1.00 12 Special price on dis- 
Waterproof 1pint 3.10 5 play unit(value: $40) 9.95 99.89 
Resorcinol Glue 1 quart 4.90 2 Your profit $43.55 
HARDWARE AGE, MAY 23, 1957 
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Sell more glues in 
much less — 


New Weldwood Adhesives Center 
holds a glue for every purpose 









Weld wood Adhesives Cen 


Nationally Advertised —- Famous 
Weldwood Wizard quickly iden- 
tifies Weldwood Glues, nationally 
advertised in Saturday Evening 
Post, Better Homes & Gardens, 
American Home, Living, Sunset, 
Hobby Books, etc. 


UNITED STATES PLYWOOD CORPORATION 


Dept. HA5-23, 55 West 44th Street, New York 36, N. 


Rush my Weldwood Adhesives Center, complete a assortment 
described on this page, at special price of $99.89, delivered. 
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HERE 1S THE LATEST INFORMATION ON NEW MERCHANDISE 





Closer for heavier doors 


The heavy-duty door closer has 
a new leaf spring combined with 





air spring action to improve open- 
ing and closing features on heavy 
and standard storm and screen 
doors. The closer has an internal 
oil cartridge for a minimum of 10 
vear’s lubrication. J/deal Brass 
Works. 


For more data circle No. 1 on postcard, p. 101 


Insulated bags, picnic kits 


Pienickers will be customers for 
this line of insulated bags and pic- 





nic kits. Color is a big selling point 
in the redesigned Thermo Bags 
(shown) and Pik-Nik Kits. Bright 
shades of pink, blue, tan, red plus 
plaids, patterns and 2-tones add 
appeal to themselves and displays. 
Bags available with or without bot- 
tles. Waltco Products. 


For more data circle No. 2 on postcard, p. 161 


Solvent and softening agent 


Here is a general purpose solvent 
and softening agent that eliminates 
the need for sanding a surface be- 
fore refinishing. No Sand solvent 
action cuts wax and greasy film 





while its softening action produces 
surface tackiness to aid in refiinsh- 
ing. Also useful as a cleaner on 
linoleum, wood and tile floors. 
Comes in quarts, pints, and gallons. 
Klean Strip Co., Ine. 


For more data circle No. 3 on postcard, p. 101 


Automatic electric starters 


Reo power lawn mower owners 
will be customers for these auto- 


matic 3-way electric starters. They 








are for use with 1955 or later mod- 
els of Reo. One starter is for clock- 
wise rotation engines and the other 
is for counter clockwise engines 
and operate on 115-volt house cur- 
rent. The 3-way units can be oper- 
ated by electricity, automatic re- 
winding cord, or hand-wound rope. 
List for $34.95. Appliance Div., 
Motor Wheel Corp. 


For more data circle No. 4 on postcard, p. 101 


Propane paint burning kit 

Here is a handy paint burning 
kit for removing old paint and 
varnish. The kit consists of a regu- 
lar all-brass Turner propane torch, 
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Want more information on these 
products? Then use free post 
card on page 101. 


in hardware merchandise... 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





a standard size fuel tank, and a 
flame spreader attachment. The 
tank is interchangeable with all 
standard disposable fuel tanks. The 
torch regularly sells for $6.95 and 
the flame spreader for $1. The kit 
is being offered for $5.95. Turner 
Brass Works. 


For more data circle No. 5 on postcard, p. 101 


Do-it-yourself putty tool 
Homeowners will be customers 

for this specially designed putty 

tool. Glaput tool helps an amateur 





do a quick, neat job. It is made of 
two steel members, and smooths, 
forms angles and miters corners in 
one operation. Adjustable for wood 
or metal. Glazer points can also 
be set with the Glaput tool. Comes 
assembled on a display card at 49¢ 
each. Blaco Mfg. Co. 


For more data circle No. 6 on postcard, p. 101 


Window brush and squeegee 
The Miraclean 2-in-l1 combina- 
tion is a brush and squeegee for 
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use by the non-professional window 
cleaner. The single unit has a light- 
weight 2%, in. Grey Tampico win- 
dow brush and a replaceable rub- 
ber squeegee which is easily slipped 
into the 8 in. hardwood block. The 
rustproof metal handle is tapered 
to fit standard window poles to pro- 
vide a long reach. Silver Brush 
Works, Ine. 


For more data circle No. 7 on postcard, p. 161 


Floor polisher attachment 
Housewives will be customers for 

this floor polisher attachment for 

the Power Unit from the Dyno- 














Mite Power Workshop. It is the 
newest addition to the wide line of 
attachments for the unit. Comes 
packed in a self selling carton. A 
20 ft extension cord with in-line 
switch is being offered free with 
each polisher for a limited time. 
Sells for $29.95. Millers Falls Co. 


For more data circle No. 8 on postcard, p. 19! 


Handle mounted sponge wedge 


Most customers will have a use 
for this versatile wedge mounted 
on a wooden handle. Wonder Wedge 
is made of Dura-Soft material 





which stays soft, wet or dry, and 
features long wearing properties. 
Comes in four pastel colors. The 
39¢ item is packed separately in 
plastic bags, 1 doz to a display car- 
ton. Plastics Div., Curtiss-Wright 
Corp. 


For more data circle No. 9 on postcard, p. 1061 


Croquet sets in boxes 


This new line of Croquet sets is 
packaged in bright red and yellow 


(Continued on page 98) 
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NEW DISPLAYS 


AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 


card on page 101. 


HELP YOU SELL MORE 





Sprayer display piece 
This merchandiser can be used 
as a floor or counter display piece 
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showing the Mighty-Mite sprayer 


plus illustrations of the unit in 
action. Display will fit in an 11 x 
33 in. space. An assortment of 


4-color literature comes with the 
unit and fits into the literature 
rack. F. F. Myers & Bro. Co. 


For more data circle Ne. 10 on postcard, p. 1061 


Demonstrating chime display 
Sound-in-action is the principle 
behind this chime display. The 
merchandiser provides a demon- 
stration of six extra applications 





for a Bolero [II chime. Customers 
ean test the fire alarm by holding 
a match to the detector. Booklets 
are housed in a handy compart- 
ment. The display is supplied at no 
extra cost in a special profit pack- 
age containing two Bolero III 
chimes plus the mounted unit, one 
transformer and one fire detector. 
Kdwards Co., Ine. 


For more date circle No. 11 on postcard, p. 101 


Marine grade rope in hanks 


King Cotton marine grade ma- 
nila rope is now packaged in 35 
ft hanks. The Handi-Hanks are 


connected in a continuous length to 





permit the sale of any length from 
35 to several hundred feet of rope. 
Hanks are also labeled for self 
service selling. Available in ¥, 
32, or Y% in. diameter sizes. Packed 
in 2-color display carton. John H. 
Graham. 


Fer more data circle No. 12 on postcard, p. 16! 


Traverse rod packaging 

The new “6500” series of ad- 
justable traverse rods by Stanley- 
Judd are packed complete with all 





accessories in a cardboard cylinder 
which, in turn, is contained in a 
yellow and black carton. The end 
tab gives all information on the 
rod packed. All rods in the series 
come in white and House & Garden 
forecast colors. Stanley-Judd Dviv., 
Stanley Works. 


For more data circle No. 13 on postcard, p. 101 


Lever jaw wrench display 

Extra impulse sales of lever jaw 
wrenches will be stimulated by this 
colorful display carton. The 11 x 
6 x 3 in. carton has a die cut top 
that illustrates the construction of 


the wrench. Uses of the tool are 





(Continued on page 116) 
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Libbey continues as Number 1 





One of the Fairchild Publications 


Ret ailin Daily. 


THE E FURNISHING NEWSPAPER 
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in 1956 
230 LEADING RETAIL STORES REPORT Bey SG 
LIBBEY GLASSWARE TOP SELLER IN 


RETAILING DAILY’S 1956 SURVEY 


The 230-store survey was conducted by the Marketing 
Research Department of Fairchild Publications, Inc., 
among department, jewelry, and specialty stores. In every 
group, Libbey Glassware was the leader in sales. 
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Here’ S wits 1957 wil rane Libbey on TOP! 
Libbey’s 1957 advertising program . . . is reaching No wonder the survey puts Libbey first! For details 
American housewives through full-color pages in on how you can profit from this “sellingest” line, see 
BetTER Homes & GARDENS, SATURDAY EVENING your Libbey distributor or write Libbey Glass, Divi- 
Post, Lire, Livinc For Younc HoMEMAKERs, House sion of Owens-Illinois, Toledo 1, Ohio. 
BEAUTIFUL, House & GARDEN, and THE New YORKER. 
Libbey's New Dimensions for 1957 offers “A Gift has 
That’s Always Appreciated—Libbey every-day G\ _ 
crystal’. . . a theme that lends itself to merchandis- eLIN iN page! 
ing and builds store traffic. More than 50 top stores —House arden sa 
already have built windows featuring Libbey New 






Attractive gift 
boxes and in-store 
displays create 
impulse sales. 
Seasonal dis- 
plays are avail- 
able, too. 


Dimensions patterns, using material supplied by 
Libbey. And ad mats and other customer-attracting 
material are readily available to help you profit with 
the Libbey line. 

Consumers know that Libbey’s reputation of 139 
years is backed by the confidence-building guaran- 


tee: “A new glass if the rim of a Libbey ‘Safedge’ 
glass ever chips.” 


National advertising 


in these leadin 
Retailers know that attractively gift-boxed Libbey ret ron ates 
Safedge glassware is easy to handle, gives full m: urk- Libbey Glassware 


up and good profit . . . that orders are filled promptly top market coverage. 
to keep proper inv entories of this fast-moving line 

. that the brand name Libbey means the finest in 
customer satisfaction. 


LIBBEY SAFEDGE GLASSWARE OQwens-ILLINOIS 


AN (I) PRODUCT 





GENERAL OFFICES +» TOLEDO 1, OHIO 
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Perfect for Picnics 
Practical for the Kitchen 


PEORIA'S FAST-SELLING, ALL-PURPOSE 
FOOD CARRIER 


Sales will soar when the picnic crowd sees 

this beautiful Peoria Food Carrier. Makes carrying 
food ... without spilling a single drop or crumb 
... easy as can be. Between picnics, it has a 
thousand and one uses in the kitchen. Two large 
compartments provide ample storage room for 

pies, cakes, sandwiches, hot dishes or cookies 

.. . large base doubles as a beautiful serving tray. 
Keeps pastries fresh and tasty for days. 


Beautifully designed, avail- 
Carry hot or cold dishes, store food, use it as a able in en) yelew, pink, 
vi ray... the all-purpose Food Carrier turquoise, red or white .. . 
serving tray Penile 0 adds beauty to 


will be the handiest item in the home, fastest- any kitchen. 


selling item in your store. — 
RETAL SaWQO* | 


Order From Your 


Jobber Today. 


PEORIA METAL SPECIALTY COMPANY 
renenwene BY 2501 $. Washington St. @ Peoria, Wines 


Since 1921 
*Slightly higher West of the Rockies 
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New! Clarity—Low-priced kitchen beauty. Dial slants 
down for easy reading. Chrome-color frame. White dial 
with red, turquoise or white case $4.98* 


a 
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New! Radial—Fully luminous alarm. Radiating lines 
on navy blue dial. Brass sweep second hand. Beige 
case $6.98*. Non-luminous in ivory-color case $5.98* 


; as 


ion new General Electric-Telechron clocks are 
loaded with the features that sell—style. price and 
performance. We know they'll sell briskly because 
we ve pre-tested them all. Now were going to 
make sure that the world knows about them. 

G-E Telechron clocks will be featured in the 
SUNDAY SUPPLEMENTS from coast to coast. 

Call your distributor salesman and cash in on 
fast, high-profit electric clock sales! 


FAST SELLING FOURSOME 


of General Electric-Telechron clocks 
styled to sell and promoted to the halt! 













Newly styled! Kitchen-Mate— Wal! clock with smart 
3D effect. Chrome-color numerals and dial on white 
case, copper-color numerals on turquoise case $5.98* 


+. ng 


New! Galaxy—Trim feminine styling. Fully luminous 
alarm. Unique effect with stars on crystal reflecting on 
mirrored background. Gray case $7.98* 


GENERAL @@ ELECTRIC 


Selechion 


*Manufacturer’s recommended retail or Fair Trade price, plus applicable 
taxes. Clock and Timer Dept., General Electric Co., Ashland, Mass. 
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Everything from Gongs to Tongs 
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The leading line of 
OUTDOOR COOKING EQUIPMENT 


Androck Line variety spells GREATER PROFITS. And for 1957, 
you can add to those profits witli 20 NEW items. Our best grade 
of tools are made of STAINLESS STEEL — rustproof, heatproof, 
long lasting and easy to clean, the pride of the Outdoor Chef. 





Plan your Outdoor Cooking Department right now. Display 
the full line of Androck Tools. They're fast sellers — every one. 


Ask your wholesaler or write for Catalog No. 257 
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Androck offers the largest selection of displays, gift sets, counter boxes, and carded items. 


The Washburn Company, Worcester, Mass., and Rockford, Ill. 
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the tops in Tynex 


featuring longer than ever length 





NEW FLAG 


out bristles to assure faster production, more uniform coverage, 





‘NTRODUCES 


and because they hold more paint, considerably 
less dippings are required. 


yet 
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Dozen to Box ....... 4 Y% M% 
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LEATHER BOUND | ‘ anit | qe 
STUCCO BRUSH J. : 
100% Pure Tynex Nylon | FLAT WALL | FLATTING BRUSH 
watts : = (4”) : seme 1 100% Pure Tynex Nylon | 
CD Cet once Ge ° 
ee te ae gee WOR coserree 0" / 
P Width 4” 4y° 5" | ength Ovt ........... 4% 
| Length Oe 4" 4%" 4" | Thickness .................. 4" 
| Thickness ............... 1%” 4" 1%” | Dozen te Box ... % 
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aaa: | It sure has been gratifying year after year to see more and more 

Linzer Brushes in the hands of men who know brushes best...the 
professional. Now, after 65 years and three generations of 
Linzers, we’ve acquired a heap of friends... yes, millions of good 
folks who depend on Linzer brushes for every paint covering 
job there is. You say you don’t carry the Linzer line, friend? 
Anniversary You'll do yourself a good turn if you do. Drop us a line. Glad to 

: show you how. Salesmen in 48 States. 
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DAVID LINZER & SONS, INC. sew vork 3, nv 
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Proved the Favorite 
FORTY MILLION TIMES 


Here is the forty millionth can of Archer Pol-mer-ik Linseed Oil. 
LM coh Muilolilthiclaitig-te Mist Mey olalilep 
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vigorous merchandising heip for dealers. Archer Pol-mer-ik is famous 
Zolmm eMail irii-tsl multe lamelelel lis mmelile Malle liMaell-Mel mia] ol lol Mall ifelul ies 


alolgebiallitiale Mul-iaeuleluleitiinle Mt ¢-1-) oS MiMi el Pulte) Malet -Meaeltifeliliby 
in buyers minds. . 
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It will also work for you. Write us for full details. =< 
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700 INVESTORS BUILDING 
LINSEED OIL 


MINNEAPOLIS, MINNESOTA 
Bo 
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WRITE—NOW! Get facts about “Colors on 
Porade”.... proved the industry's top-profit- 

* producing merchandising plan that’s tailored right 
to your store. Dealers report sales up as much as 
40%. Unique and exclusive way to sell BPS. Adds 
real sales wallop. 


Dave Garroway 


sells 
PAINTS 
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BP has “Full Line” protection that means ‘Full Line” 

sales! “Full Line’ profits! It’s Patterson-Sargent’s 
greatest star-studded paint line in history — the industry's 
most distinguished family proved by customer acceptance 


... everywhere. 


The PATTERSON-SARGENT Co. 


1325 East 38th St. 420 Lexington Ave. 
Cleveland 14, Ohio New York 17, N. Y. 
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The case of the crafty clerk 


(He sells nonflammable paint remover containing Dow Methylene Chloride) 


This guy doesn’t miss a trick. He knows that selling the 
customer on the best product for the job pays off in bigger 
profits and more repeat sales. 


Take nonflammable paint removers, for example—the kind 
made with Dow Methylene Chloride. He tells customers 
they re much safer because they just can’t burn. He demon- 
strates how they actually lift paint by raising blisters that 
peel right off . . . require no hard scraping or rough sanding. 


And he’s found that a little extra selling effort is really worth 
it. He makes more profit with every paint remover sale and 
builds lasting customer confidence —the confidence that 
keeps them coming back for many other items besides paint 
removers. 


THE DOW CHEMICAL COMPANY, Midland, Michigan, Depart- 
ment SO1022L. 


YOU CAN DEPEND ON 
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A new best-seller from 
General Electric! 











LE 
_ApjuSTA® 
Apsrness > § 


NIGHT LIGHT 


... the first and only night light that is adjust- 
able from “dim” to “bright”. Just a twist of the 
knob produces the right light to suit everybody 
... sell everybody! 

General Electric’s new adjustable night light 
solves, once and for all, the old problem of just 
how bright a night light should be .. . provid- 
ing soft illumination that’s controllable from 
“dim” to “bright’’. 

Just “dial” the amount of light wanted — it’s 
as simple as that! The control knob on top is 
connected to a shutter that revolves inside the 
white plastic, globe-shaped face ... allowing 
more or less light to show through from the 
3,000 hour 7-watt bulb inside. 


























BRIGHT MEDIUM 
for halls, stairs, for for bedrooms, 
bathrooms. baby’s room. sickrooms. 


DIM 


Attractive, easy-to-use and safer — easily when it’s time to change the bulb. 
General Electric’s adjustable night light Each light is its own display ina colorful 
is available in pastel blue and pink. It blue and yellow G-E self-selling package. 
plugs directly into any outlet, and the Additional counter display and merchan- 
prongs can be swiveled 90° so that the dising material is available. Retails for 
lamp can be positioned as desired. Case about $1.29. Wiring Device Department, 
is constructed of sturdy plastic, with a General Electric Company, Providence 
| metal back plate that can be swung aside 7, Rhode Island. 


| Progress /s Our Most Important Product 


: GENERAL @QBELECTRIC 
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“When you handle a product like AMERICAN FENCE, 


it pretty well 
sells itself,” 


says ALFRED G. WAGNER, 


President 


George P. Wagner Co., | 
Jasper, Ind. 


“‘We’ve been selling American Fence 
for around sixty years,” states Mr. 
Wagner. “When a product consist- 
ently moves well for that long a time, 
you know it must be good.”’ 

The George P. Wagner Company 
is one of the most modern farm 
equipment stores in Dubois County, 
Indiana. It was started as a black- 
smith shop in 1886 by George P. 
Wagner, now deceased, who was the 
first mayor of Jasper, Indiana, and 
one of the great business and indus- 
trial pioneers of that area. 

Mr. Alfred Wagner, a nephew of 
the late George P. Wagner, is now 
president of the firm. Speaking of 
fence sales, he continues, “Through 
the years we have sold ‘many, many 
carloads of American Fence and 
Posts, and other American products 
for the farm. American Fence has 
built up such a fine reputation 
around Jasper over the years, that 
our customers never ask for any- 


28 


4 | 


thing else. These farmers want good, 
strong fence that they know will give 
years of service, so they rely on 
American Fence. They know that 
when they stretch American Fence, 
it’s going to remain taut and not rust 
away in a couple of years.” 

Mr. Wagner concluded, “We take 
pride in selling top-brand merchan- 
dise, and we are certainly proud of 


Mr. Alfred G. Wagner, President (left), and Mr. W. A. Krodel, 
Vice-President, of the George P. Wagner Company. 
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Mr. R. A. Bachman of the George P. Wagner Company, taking 
inventory of American Fence and Posts. 


our long association with American 
Fence. Because it’s a top brand, 
American Fence has always been 
consistent in quality and the top buy 
for the farmer.” 

How is your stock of American 
Fence Products? If low, see your 
supplier. And make sure your 
“American” sign is right out front 
where it can be seen. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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57-A—Boxed for easy display 


Low price Flat Varnish Brushes 
displayed for quick sales. 5 doz. 
assorted 2” to 3”. 





57-E—3-in-1 Package 


Your choice of three assortments 


— Pure 


Bristle, 


Pittsburgh Syn- 


thetic or Nylon. Contains 3-9/12 
doz. assorted 12” to 3” Flat Var- 


nish, 4” Wall and 1%” Angular 


Sash Brushes. Sturdy wire rack 
display that’s easy to see. 





Bondex” — Always popular 


Perfect applicator for Bondex. 1 
doz. fast-selling coating brushes. 


HARDWARE AGE, MAY 23, 1957 





Step up sales with these 
COLORFUL, 
SELF-SERVICE DISPLAYS 


hey te FREE 
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doz. 


through 3” 


57-C—complete with 10% doz. 


wide Varnish 
Brushes. 1 doz. 2” Sash Brushes, 


4” Wall Brushes. 


Mail 


coupon for price information. 
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BRUSHES 


PAINTS 


GLASS 
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@ These colorful, attention-com- 
pelling displays will attract cus- 
tomers and increase sales. Order 
the brush assortments that sell 
best for you. These self-service 
displays come free as a business 
builder. Use them in your store 
windows, on your sales counters 
or in your paint department. 


Gold Stripe 
hes. 


are back again! 
Made with Finest Pure Bristles 


@ Pittsburgh’s famous Gold Stripe 
line is available once more in quantity. 
Experienced painters recognize these 
to be the finest paint brushes made. 
Each brush is carefully filled by hand 
—by expert brush makers using per- 
fect, pure bristles. They’re made to 
stand up under long years of steady, 
professional use. 








@ Here’s a simple, compact display 
of these high-quality brushes your 
customers Cannot miss. 


PITTSBURGH 
BRUSHES 


Gold Stripe Kd Stripe 


FIBER GLASS 








« CHEMICALS «+ PLASTICS «+ 


PITTSBURGH PLATE GLASS COMPANY 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


MAIL THIS COUPON FOR COMPLETE DETAILS 


PITTSBURGH PLATE 


GLASS COMPANY | 57-A 
Brush Div., Dept. HA-57 

3221 Frederick Avenue 57-C 
Baltimore 29, Maryland 

Gentlemen: at meen rush 57-E 
me more intormation 

about FREE brush diss BONDEX 


plays I have checked. 
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iCELESS 
SUITCASE TYPE 
PORTABLE COOLERS 


The newest, most amazing cooler on the market . . . FRIGI-NETTE. Opens, 
carries and stores just like a suitcase. Sells on sight because it’s the handiest, 
easiest-packing picnic cooler ever designed. Made with one piece seamless deep 
drawn steel—matchless durability— AND, full 1” thick Fibreglass insulation that 
. holds cold for hours and hours! Each unit comes complete with four compact cans of 
dry-refrigerant! Permanent...safe...sealed and odorless—freezes colder than ice. 


OPENS LIKE A SUITCASE 
SELLS ON SIGHT! 






















Comfort-formed 


luggage type 
ohio 


SPACE A-PLENTY The FRIGI-NETTE portable 
suitcase cooler, actually holds two complete meals 

for a family of 4! Whatever the temperature outside—foods 
and beverages stay fresh and perfect. Everything packs 

and unpacks in a flash... stays put while traveling. 


AN AMAZINGLY 
LOW $ 2195 
Suggested Retail 


Genuine Fibreglas insulation 
1” thick, throughout 










Tight-gripping 
double clasps 
maintain tight seal— 
open quickly, close 
quickly 


Thick rubber gasket for 
air-tight seal—keeps cold 
in—keeps food fresh 





Heavy gauge 
steel walls—one-piece, 
structurally reinforced 





“THE MOST COMPACT 


AND EFFICIENT YOURS FREE! The attractive, sturdy, 


“‘sell-on-sight’’ display stand is yours without 


PORTABLE C00 ER charge with an initial purchase of 12 NATCCO 
- FRIGI-NETTES! Stand folds into compact 
MADE carton for shipping and storage... 


can be set up in seconds. 
WRITE TODAY! 


Four compact dry-refrigerant cans are provided with each 
FRIGI-NETTE cooler! Just freeze in refrigerator, place them 
in the FRIGI-NETTE, and you have effective, clean, dry cool. 
ing. Use over and over—no replacement needed. Absolutely 
safe and odorless. Freezes colder than ice. 








MANUFACTURED BY 


NATIONAL STEEL CABINET COMPANY 
2415 North Pulaski Road + Chicago 39, Illinois 
HARDWARE AGE, MAY 23, 1957 















M-88 Merchandiser Unit 
only $10.00 complete 
with Free Display Panel 


IRWIN SPEEDBOR “88”’ 
ood bits for all electric drills 
© Complete unit consists of 20 Speedbor 88" 
wood bits for all electric drills in new self-selling 
Sellopak dress- “up jackets with free display panel. 
Two each of sizes 4, %, 4, %, %, % and 1”. 
One each of sizes 5, %s, %, “%s, "Me and 'X ‘oh 


® Buy complete unit for only $1 0.00. Sell bits for 
$15.00. Make $5.00 gross profit. 

® Display complete unit in only 14%" of space on 
walls, door, peg board, end of island tables. 

® Displays complete stock on strong permanent 
hooks. 

@ Panel is of sturdy all-metal construction with 3- 
color baked enamel finish. 


@ Complete unit individually packed in shipping 
container. 
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Shipping Weight: 3 Ibs. 


Remember: The Irwin Speedbor *'88"' bores up to 5 
times faster with less power. 
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Get one or both Irwin Merchandisers Free 


You pay only for small display stock 
of Irwin bits in self-selling Sellopak 


Easy to mount on walls, doors, peg board, end of where they can be seen and sold. Stocks stay fresh 
island tables. The first truly modern auger bit dis- and clean for fastest turnover, bigger dollar volume 
play for the first truly modern auger bit package— for you. You will want to put both of these Irwin 
the new and exclusive Irwin Sellopak. A combina- Merchandisers to work in your store —so order 
tion that lets you put hand and power bits on display today. Remember: The display panels are free. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Co., at Wilmington, Ohio, USA, since 1885 


seve yours Canon 
M-62T Merchandiser Unit _| genuine IRWIN bits 


only $10.37 complete bow oo tec ert 7 stg 
with Free Display Panel | quality steel... heat treated full length 





® Complete unit consists of 13 fastest cutting 62T | 
hand brace bits in new self-selling Sellopak dress- 
up jackets with free display panel. One each of 
sizes 4, Ho, %, Ke, “2, Xe, %, Ke. %, He, Zar ‘He 
and 1”, 

® Buy complete unit for only $10.37. Sell bits for 
$15.56. Make $5.19 gross profit. 


®@ Display complete unit in only 14%” of space on 
wall, door, peg board, end of island tables. 


@ All metal construction with 3-color baked enamel 
finish—will last for years. 


® Displays stock on strong permanent hooks. 


® Complete unit individually packed in shipping 
container, 


[> wa 


| 


< 
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Shipping Weight: 4 Ibs. 


Remember: Irwin 62T auger bits are made with a 
balanced cutting head for fastest boring action. 
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Ask your jobber about the spe- 
cial dating terms on Ames leaf 
rakes andAmes handy planters. 
Order early so you don’t lose 
any sales on these fast-sellers. 






















BULB PLANTER 


Retails About $1.00 


© Ideal for planting bulbs, 
corms and small plants 


©. AMES CO. e Marking on sides indicates 


PARKERSBURG, W. VA. 


depths 
© Serrated for easy 
penetration 








~ 
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SHERMAN OFFERS THE MOST 
COMPLETE LINE oe); 
QUALITY BRASS GOODS 


NOZZLES 





ib 


RE-USABLE COUPLINGS 
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CLINCH 
ERS RE-USABLE MENDERS 
4 an 
ee *\ TRAVELER 
( SPRINKLERS 
WAVE SPRINKLERS 
Meese 
SPRINKLERS 


) ROTATING 
SPRINKLERS 








_& SPRINKLERS 





HAND _— 





SPIKE 
SPRINKLERS 


—) 


gilt 


CONNECTIONS 




















STRAINERS 7) HOSE 
-y FILTERS > 
WASHERS car 
GOOSENECKS 
NIPPLES G CLAMPS rs 
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W SPRINKLER WALKS 
AS IT WATERS... 


Winds Hose Automatically! 


Sherman TRAVELER TURNS A JOB INTO A JOY! 





Here’s something really new in sprinklers! You can offer your 
customers the latest thing in lawn automation and make high 
ticket profit for yourself. 

The Sherman Traveler is propelled by the water it sprinkles. 
It creeps along the hose at the rate of 20 feet per hour, neatly 
reeling the hose as it moves. The Traveler gently soaks the lawn 
with an equivalent of 1” of rain in a path 50 feet wide and up 
to 200 feet long. When used with a special accessory valve, it 
automatically shuts itself off, with hose reeled, ready to store 
away. The Traveler by Sherman does the work of expensive 
built-in systems at a fraction of the cost. 

Learn the profit-facts about the Traveler and other fine Sherman 
lawn products from your jobber today! 


NEW SHERMAN 


PRODUCTS FOR 


’ 
ID 





~ 





MODEL 2S LEVER-LOCK 
WAVE SPRINKLER 


JET SPRAY 
SPRAY NOZZLE NOZZLE 


KNOWN FOR QUALITY 
SINCE 1895 


SHERMAN MANUFACTURING CO. 
BATTLE CREEK, MICHIGAN 


MODEL 
WAVE SPRINKLER 




















33 








YOU'LL GET MORE SALES WITH 








SHOWING PATENTED 
ROPE-IN-HEM 
CONSTRUCTION 


. 


The Eagle Tarp Assortment consists of: Retail 

Dealer Selling 

Commercial Cost Price 

Designation** Each Each 

One No. | Eagle Farm Tarp— 6x 8 $ 5.10 $ 7.60 

cceeneke- Las? (bee One No. 2 Eagle Farm Tarp— 8x10 8.50 12.80 

One No. 3 Eagle Farm Tarp—10x!12 12.60 18.90 

* Sa <i One No. 4 Eagle Farm Tarp—1!I0x!14 14.65 21.95 
Disp ay Rac | ee One No. 2 Eagle Truck Tarp— 8x10 10.55 15.80 


ONE METAL DISPLAY RACK ($10.00 VALUE) FREE 


WITH THE BT A. “i ; a SS" $5}40 $9565 


* The Eagle Tarp Assortment with the sci aii sill your regular cost your regular full 


9 8a for these tarps margin of profit 
free display rack is a complete tarpaulin D4 | Order your Eagle Tarp Assortment today . . . unit 
x 4 comes to you completely assembled, tarps already 
department ... ready to display... ‘ : in place. 
ready for sales! When your customers ee i item No. ETA—$51.40 Dealer Cost. Ship. Wt. 65 Ibs. 
see the new Aluminum Treated Eagle | | 
lj ' **Trade or cut size. All merchandise tagged in ac- 
Tarpaulins they buy! cordance with F.T.C. Rules 4/18/51 as to cut size, 
finished size, possibility of shrinkage, weight and 
type of material, and other required information. 


IMMEDIATE DELIVERY FROM YOUR WHOLESALER 
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WINCHESTER Soles Qida 


INFORMATION TO HELP YOU ANSWER QUESTIONS CUSTOMERS ASK ABOUT 
WINCHESTER-WESTERN PRODUCTS 


" Sengtanee sox See ee a ae ee : 
ANE a Ree SoS eae oan Re RS aR 


CASH IN ON CROWS|!... 





The varmint hunting season is in full swing — and 
that means a fine chance for you to make additional 
sales. Shooting crows, ’chucks, gophers and other 
pests keeps the old shooting eye sharpened up 
month after month. Just remind customers that 
their Model 70 rifle in many standard calibers 
makes a great varmint rifle—your ammunition sales 
will go up for sure. Another favorite is the new 
Model 70 varmint rifle, chambered for the sensa- 
tional 243 cartridge. Or get them to try a Model 70, 
chambered for the Winchester-developed 220 
Swift. For short range work, a 22 Long Rifle out 
of a new Model 77, mounted with an inexpensive 
scope, can deliver a solid, accurate wallop at up 
to 100 yards. Shotgun shooters are just as lucky. 














MODEL 77 


MODEL 70 


WINCHESTER ) 
FIREARMS 

\ Time | 
PAYMENT 
PLAN, 











With no limit attached, the ever-present crows give 
a man plenty of chance to get that swing ready for 
the day the pheasants and ducks turn legal again. 














A new choice among shotgunners is the Model 50 
automatic. Its flawless balance helps give a smooth, 
effortless swing. With its non - recoiling barrel, 
there’s no clattering double shuffle. And, of course, 
the Model 12 is the all-time favorite—the choice 
of smart shooters for generations. Suggest either 
model, plus a couple of boxes of Winchester Super- 
X or Winchester Super Speed number 6 shot shells. 
It'll mean a fine day in the field for your customers 
—another sale for you. 













MODEL 50 


MODEL 12 


Push the Winchester Firearms Time Payment 
Plan with all you’ve got. Every firearm sold on the 
plan is a sale you may not have otherwise made. 


WINCHESTER-WESTERN DIVISION * OLIN MATHIESON CHEMICAL CORPORATION * NEW HAVEN 4, CONNECTICUT 
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lap-Lite 






.. hottest light switch news of 1956 





Now Tap-Lite gives your customers even 
more for their money. It’s smarter looking 
with the new satin ivory button. More in- 
serts, too. Six different inserts . . . new colors, 
new clown face for kids’ rooms, new floral 
pattern and new modern geometric pattern. 
Real attention getters, they give your cus- 
tomers new ideas for using Tap-Lite. Push 
button lighting brings you new sales. 


Now Tap-Lite gives you bigger advertising 
support. Hard-hitting, full-color national 
magazine ads in the Saturday Evening Post 
and House Beautiful help presell your cus- 
tomers for you. 


Now Tap-Lite gives you a new self-selling 
Select-O-Switch display—and a bigger, more 
profitable deal. See full details about display 
and deal in panel below. 


Tap-Lite by Ho 









NOW 3 WAYS HOTTE 


Color inserts in package dramatize decorator features 








% 
at eet 
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neywell 


First in Controls 








Special Promotion on 


Select-O-Switch Display 


(order from your wholesaler) 


This new display includes the self-selling, colorful counter 
merchandiser shown here (11 inches deep by 14 inches wide). 
Comes stocked with 18 single pole switches and 
one-gang plates; 2 three-way switches and one- 
gang plates; 2 two-gang plates each with 2 single pole switches. 


NS 0 vas a ccnas sone a $48.00 
Your cost including free display $30.00 
er 
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... the greatest names in housewares 


runr sramess © 





YELLOW 
TURQUOISE 


PINK 





BLACK 





Flint Harmony Colors 
paint a pretty profit picture 


NEW Colored Handle Kitchen Tools. It’s a color spectacular! 
Flint 1900 Kitchen Tools (and best-selling 676 Beater) have blos- 
somed out in yellow, turquoise and pink—in addition to black. 
NEW Colored Handle Cutlery. Ekco sets famous Flint hollow 
ground blades in four Harmony Color handles to create the new 
1900 Cutlery. All Harmony Color handles are Pakkalac, the tough 
new material that defies automatic dishwashers. 

NEW Lower Prices. An added attraction! New 1900 Kitchen 
Tools sell at reduced prices. And 1900 Cutlery is famous Flint hollow 
ground quality at lower prices! 








ELIinT 





1900 Line 





EKCO PRODUCTS COMPANY 1949 N. Cicero Avenue, Chicago 39, Illinois. Also available from Ekco Products Company (Canada), Ltd., Toronto 
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Are You Eating Your Way 


to a Heart Attack! 
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Nationally Advertised 
To 61 Million Readers 


For more than 17 years Gum Turpentine has been advertised in 
the great national consumer magazines, including The Saturday 
Evening Post, Life, Better Homes & Gardens and Good House- 
keeping with a combined circulation of 18,563,000 and a total of 
61 million readers per issue. Gum Turpentine is preferred by 
professional painters everywhere and by millions of do-it-your- 
selfers. Gum Turpentine is the original paint thinner and the 
world’s best paint thinner for oil base paints and enamels and for 
varnishes. Order a good stock of Gum Turpentine today. The AF- 
FA Seal is your assurance of genuine spirits of Gum Turpentine. 


WHA! DRUGS DO FAR MENTS 
'WO ACTUAL CASES IN P 
GANDIDATES VIEW OF CAMPAIGN 

THE ORDEAL AND THE AURA 











caret O8 , Qtfump Oo 
O” Guaranteed by » 

Housekeeping 
2 45 aovransee WES 










re 
Gum 
Turpen 






AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: Valdosta, Ga. 
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Like a Golf Club 


mlsigs—- Un; Wn 20lalelsig@i0lmmela-t-\- mag laalealiale 
\fole) Fur ale miami a -lelelealaal-iale(>\emnie) ame le) ii 
Oractice because it’s built like a 
golf club. Genuine True Temper 
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or counter, only 10% x11'A”" 


Ask your True Temper Wholesaler 
ole, Uh an aall-mml > dethdlale mn dele] am) lon a> 
True Temper, 1623 Euclid Avenue, 
@il= i -iF- lale mm hem @lalle 


$4.95 
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YOU CAN LOOK TO | Fr FOR LEADERSH/P 
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you can fill a wide variety 
of customer 2 wilh i, 


CFal HARDWARE CLOTH 


a called “‘the product with a 1001 

” CFel Hardware Cloth is ideal for 
rat- rat-proofin, protecting glass from breakage, 

ng farm products and smail parts as 
— as for animal cages, floral pieces, 
locker room partitions, etc. This relatively 
stiff, very strong, galvanized fabric is 
supplied with mesh openings up to 34” and 
in widths from 24” through 48’. Sold. 
under the brand names ‘“‘Clinton’”’ in the 
east and “‘Calwico”’ in the west. 


& ~N +, 
CFil. NETTINGS 


ses: + iy. \ 4 . CFelI produces a wide variety of nettings. 


This means your customers will find them ideal for 
such uses as baseball backstops, tennis courts, 
plaster reinforcement, fish and crab traps, poultry 
yards and cages for small animals. Available in 
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my mesh sizes from °4” to 2”, CF&l Nettings come in 
x all standard heights from 12” through 72”; 


a 
é 


| conventional or reverse-twist construction; 
galvanized either before or after weaving; and in 


wire sizes from 14 through 20 gauge. 


CFil. CLINTON GENERAL 
PURPOSE WELDED WIRE FABRIC 


—— stronger and more rigid than the 
= oducts above, CF&I General Purpose Welded At 
ire Fabric is often used for poultry floors, lawn : Masel ) 
fencing, window guards, corn cribs, animal pens, etc. [ages 
Each stay wire is firmly welded to each line wire, Minneeeeeant 
then cut flush with the edge wires to eliminate EL 
all sharp ends and projections. Supplied in a wide Sy aaepa eee 
range of wire sizes and in spacings from 


1” x 1” through 2” x 4’. 








Stock up on all three of these versatile CFal products today—they are avail- 
able in CFal-Wickwire warehouses in the following eighteen key locations: 


ATLANTA - BUFFALO - CHICAGO - CLINTON, MASS. - DENVER - HOUSTON - LOS 
ANGELES - MT. WOLF, PA. NEW ORLEANS- NEW YORK CITY - OAKLAND: PHILADELPHIA 
PHOENIX - PORTLAND, ORE. - PUEBLO, COLO. - SALT LAKE CITY - SEATTLE - WICHITA 


CFcli-WICKWIRE 
HARDWARE PRODUCTS 


THE COLORADO FUEL AND IRON CORPORATION 4231 


THE COLORADO FUEL AND IRON CORPORATION: Albuquerque « Amarillo « Billings * Boise * Butte * Casper * Denver « El Paso * Ft. Worth « Houston 
Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City * Phoenix « Portland « Pueblo * Salt Lake City * San Francisco * Seattle * Spokane * Wichita 
WICKWIRE SPENCER STEEL DIVISION: Atlanta « Boston * Buffalo * Chicago * Detroit * New Orleans * New York « Philadelphia 
CFal OFFICES IN CANADA: Toronto « Montreal 
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rae New 


PEERLESS 


ONVERTIBLE 


The Industry's Most Modern WATER SYSTEM 


Strata 


JET PUMP 


...A Truly Beautiful 
Water System 





DURABLE - RUGGED-Peer- 
less’ know-how and produc- 
tion line methods mean 
quality through and 
through. An example: Peer- 
less ejectors and impellers 
are ALL BRONZE. 


MECHANICAL SEAL 
EQUIPPED — New ceramic— 
plastic shaft seal means less 
friction between faces, more 
resistance to abrasion. No 
messy leakage around shaft. 






YOU CAN SEE FOR YOURSELF — 
THIS WILL REALLY SELL! 


It has eye appeal—your customers will 
like its years-ahead, good looking design. 
It has flexibility—your customers will 
like its provision for future water 
requirements. 

It has simplicity—your customers can 
easily understand it, inspect it and 
maintain it. 

It provides a wide selection of tanks— 

all of your customers’ installation 
requirements can be met from many types 
of tank mounting and pump piping 
arrangements. 

It has “‘sell”—your customers know the 
Peerless name stands for pumping 
satisfaction without any “pioneering” on 
your part. 

New, modern Peerless convertible jets 
are just one type from America’s most 
complete and most competitive pump lines. 
So, stock with PEERLESS economy 

and sell with PEERLESS satisfaction. 








FOR SHALLOW WELL-— 
Unit is self priming. ¥, 1%, 
34 hp motors available. 
Pumps to 875 GPH. Shallow 
well built-in ejector easily 
added or received, without 
special tools or skills. 





Shallow well unit 
with 4-gallon tank 








PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, Calif., and Indianapolis, Indiana. 
Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; 
Phoenix; San Francisco; Fresno; Los Angeles; 

Plainview and Lubbock, Texas; Albuquerque, New Mexico. 
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Shallow well unit 


with 12-gallon tank 


FOR DEEP WELLS— Adapt to 
single or double pipe sys- 
tems. 143, 4%, *4 hp motors 
available. For over well or 
offset application. Most 
complete selection of tank 
sizes, 4 to 42 gal. or more. 











MAIL COUPON FOR CATALOG 


PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 


2005 Northwestern Avenue, Indianapolis 8, Indiana 
OR 301 West Avenue 26, Los Angeles 31, California 


Please send Dealer Line Catalog (Bulletin No. B2500) and Price List. 


Nome 


Deep well unit 
with 42-gallon tank 





Cc 





wv 


Address 





City State 











Look...a sweep second hand! ¥ 


a pocket watch 
that’s fast-moving, 
profitable to sell 


INGRAHAM, sco: 


® Accurate, dependable 

® Shock-resistant movement 

® Durable chrome case 

@ Unbreakable crystal 

© At $3.95, a perfect watch 
for men and boys 
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This sales-proved deal really moves 'em! 


DISPLAY DEAL NO. 160 


"4 ? x* ; 3 ss : 
i esis 25\w" aa * a 
~~ U7 Babisisheslus we - - “ ; a % mes ‘a ‘ 
— . —— —— | - You SELL 6 watches @ $3.95 ea. .. . $23.70 
You BUY 6 watches @ $2.76 ea. ... $16.56 


S. 4 
Your PROFIT $ 7.14 


DISPLAY DEAL NO. 114 os RIED Baw DISPLAY DEAL NO. 570 

Six “Click” pocket watches with (meee Wr be me Six “Click” pocket watches (4 plain dial, 2 

plain dial factory-mounted on ° pms ey ge luminous dial) factory-mounted on free coun- 
ter card. Retail: $3.50 plain; $3.95 luminous. 


free counter card. Retail: $3.50 we | : : 
ae Pe A You SELL 4 watches @ $3.50 ea. $14.00 
2 watches @ $3.95 ea. $ 7.90 
$21.90 


$ 9.80 
$ 5.52 


$15.32 


You SELL 
6 watches @ $3.50ea. $21.00 


You BUY 
6 watches @ $2.45ea. $14.70 You BUY 4 watches @ $2.45 ea. 
| 2 watches @ $2.76 ea. 


Your PROFIT $ 6.30 See : P, 
fw owns Torthekins foraSooe oraGitt Your PROFIT $ 6.58 


Call your Ingraham distributor today and order one 
or more of these profitable, fast-selling deals. 
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attention- 


We're telling and selling your customers in 
getting, hard- 


Good Housekeeping 


page color ad in 









Juneissue— fae OOS > A see dF hich-lichting j 
hey. Ss | , for extra Wer gay ign-lignting its 
sag ; ~~ ie aaa reason for long 


service! 


telling 
your 
ie sees | lla al customers it’s 
big display ee hg UY Cay: clean... it’s 
of fast-selling ‘ie le plow’) 4 durable! 
TITE-ROPE! LG ee nyph CE 


whole story: 
Satisfaction, 
economy, wear, 
cleanliness! 
a reminder 
for your 
customers about 
SPOT-CORD — 
nr 
ecactony the Good 
Housekeeping Seal 
that Mrs. America 
believes in and 
looks for on 
your shelves! 


remember 
this! 


Sameon 
miclecun delelan@lacl-lam » L@d’,4. CORDAGE WORKS 


BOSTON 10, MASSACHUSETTS 
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EMPIRE 
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FIRST IN QUALITY 
FIRST IN SERVICE 
FIRST IN PACKAGING 


The only complete line of household and personal 


brushes with the Good Housekeeping Seal of Approval. 


"Guaranteed by > 
Good Housekeeping 
ya Wop .y 


4S avvenristd WEE 
All your brushes from one dependable source 
EMPIRE BRUSHES, INC. Port Chester, New York 
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NEW RO ~HUNIVERSAL PLATE 





FLIP- 








--- makes any 
duplex receptacle 


Here’s the secure and quick way to \ 
guard any standard duplex receptacle against 
the weather . . . Royal’s NEW “FLIP-TITE” uni- 
versal wall plate. On patios and porches. . . 
in breezeways and at barbecues. . . and in other 
damp locations “FLIP-TITE” wall plates provide 
spring-tight, rubber-tight protection. They’‘re 
easy to install, built for enduring service, and 
correctly designed to guard each outlet indi- 


vidually. 














—— = 


Non-corroding plates, covers, and springs °* 


Attractive aluminum finish * Complete, ready to No. 412 individually packaged in 
install — for new installations or to replace old polyethylene bags. Shipping carton: 
plates * Seal-tight construction 50 . . . Weight: 21 Ibs. 


ORDER FROM YOUR WHOLESALER 


The .. ae "FUP-TITE Line of 





No. 407 ‘FLIP-TITE”’ cover 
3-WIRE FLUSH RECEPTACLE 
Polarized 
U-Ground-Parallel slots 
15 Amp — 125 Volt 


No. 409 
“PLIP-TITE” covers 
2-WIRE DUPLEX 

ae | RECEPTACLE 
15 Amp — 125 Volt 














No. 414 





Ne. 413 
No. 408 No. 410 No. 411 oe . 2 os “~ 
“PLIP-TITE” cover “BLIP-TITE” cover “BLIP-TITE” cover S-WIRE DUPLEX” S-WIRE DUPLEX” 
2-WIRE FLUSH SINGLE E POLE Sw! SWITCH — wag th RECEPTACLE RECEPTACLE 
Amp — 250 V mp — ded ded 
grounde rounde 

15 Amp — 125 Volt 10 om — 25 Vv ‘'T" 10 Amp — 125 V “T" U-Ground-Parallel slots eC mw slots 

15 Amp — 125 Volt 15 Amp — 250 Volt 


Also new line of deluxe chrome wall plates in 
3-color printed cellophane bags 


He 


No.310 No.311 No.312 No. 320 
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he buys his builders’ tools from you... 


me 


This builder is checking the alignment of a foun- 
dation wall with a Berger Service Transit Level 
—one of the countless uses for this versatile 
instrument. Features internal focusing; complete 
with tripod, carrying case, plumb bob and in- 
struction manual: $89.75* retail. 


now you can sell him 
his leveling instruments, too! 


Are you letting your regular customers buy their leveling instru- 
ments elsewhere, after buying their tools and building supplies 
from you? If you are, you're losing easy sales and good 
profits. Which customers do we mean? Builders, carpenters, 
caretakers, farmers, maintenance men, do-it-yourselfers. 
They need Berger Instruments for aligning foundations, 
walls and fences, laying out driveways, parking lots and 
playing fields, leveling floors and sidewalks. You should 
have this business, too. Now you can get it! 


And we mean real business! Dealers who never handled a 
Berger Instrument before are now selling them hand over 
fist. In many cases, volume is running into thousands of 
dollars a year. The Berger models shown here are designed 
specifically for your customers. (Some dealers have even 
taken orders from customers on our $849 Engineers’ Transit! 
That’s what happens when word gets around.) 

Berger Instruments offer the advantages of a big ticket item 
with a good profit margin. They help sell related builders’ 
and hardware items, too. And don’t forget that Berger 
Instruments carry the prestige of a world famous name— 
since 1871. 

Get your share of this big, new building market. Many dealers 
start with a trial run of a few instruments, then invariably 
order more soon after, as these are quickly sold. Don’t lose 
another sale—write today! 


C. L. BERGER & SONS, INC., 55 Williams St., Boston 19 


THE BEST IN IS 


BERGER 


Engineering and Surveying Instruments... Since 1871 








LOW COST DUPLEX TILTING LEVEL 
only $59.50* retail 


Has a 95 degree tilting action 

for vertical alignment in addition 
to its use as a level. Nothing 

like it on the market at 

anywhere near the price. 
Complete with stiff-leg white 

ash tripod, plumb bob, hardwood 
carrying case and instruction book. 


NEW—LOW COST SERVICE DUMPY LEVEL 


only $49.95* retail 


Answers the need for a 
good quality instrument at 
a rock-bottom price. 
10-power telescope; rack and 
pinion focus; fully protected 
level vial; many other 
selling features. Complete 
with stiff-leg white ash 
», tripod, plumb bob, field case 
p§ and instruction book. 


Also sold in combination with 8 ft., 2-section rod (no target) 
white face; black and red numerals $57.45* retail. 


*FOB Boston 
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Gently press the colored button... 


blade returns smoothly ... you control the speed. 
Release the button... blade stops instantly. 


Here it is... a completely new principle in steel measur- 
ing tapes—Controlled-Speed Blade Return—The greatest 
single mechanical improvement in steel tape history. 
No more pushing blade back into case, no blade “creep,” 
no lost measurements. 

And new “Power-Tape” has all the other best-selling 
Evans quality features, too. Heavily chrome-plated 
case, new giant sliding end hook for 100% accurate 
inside-outside measuring, white Bonderized steel blade 
... precision-marked in both inches and feet-and-inches. 
Unconditionally guaranteed, of course. 


EVANS VOTED AMERICA’S BEST PACKAGED, 
BEST MERCHANDISED TAPE LINE! 


That’s right! In a recent nationwide survey of retailers, 
Evans led the field...topping nearest competition by 
over 31%. 

And no wonder! In the last 6 years, Evans steel tape 
“FIRSTS” have made packaging, pricing and merchan- 
dising history...and have multiplied steel tape sales 
for every dealer in both the U.S.A. and Canada. 
Now — with new “Power-Tape”...EVANS DOES IT 
AGAIN ...by introducing the first and only tape with 


BACKED BY EVANS QUALITY... PACKED FOR PROMOTION! 


@ Each tape in its own clear Tenite “Peg Board Box’ — with magni- 


fying lens in lid — hangs up for attractive store display, for handy 
workbench convenience. 


Controlled-Speed Blade Return... by marketing this 
remarkable tape at down-to-earth prices...and by 
backing you with the best merchandising program and 
promotion in the industry. 





e LO-INVENTORY assortment — 
in 4-color counter display box—lets 
you stock a full range of sizes in a 
single dozen tapes! Self -demon- 
strating . . . one tape chained to 
“Try It” display . . . your custom- 
ers can fest its sales-compelling 
push-button action. 


Priced only pennies more than ordinary push-pull tapes! 
PT 6W — 6 ft. PT8W-—8ft. PT10OW—10ft. PT 12W—12 ft. 
List $1.19 List $1.39 List $1.69 List $1.98 


These retail prices provide full mark-up for dealers. 


“Power-Tape” prices reflect a business philosophy that has won 
the respect of America’s dealers and distributors. Evans policy is 
to introduce finer products at mass-market prices. This has been 
done consistently over the years from the day that the first Evans 
Tape was manufactured. Every Evans Product carries a factory 
guarantee — with complete satisfaction for the customer. 


e Also available packed in '/2-doz. 
display boxes of 6 ft., 8 ft., 10 ft., 
or 12 ft. 


Where can you find a better source of worry-free inventory and 
stable, consistent high-volume sales? 





i cae cote Seti Gen a 


World’s Largest Manufacturer 
of Steel Measuring Tapes 





RULE CO. Elizabeth, N.J. * Montreal, Que. 
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No. 888 DYNO Mire 


POWER TOOL «. 


PLUS No. 8811 $6390 
SAW ATTACHMENT 


No. 10888 


Special till July 11957 *$3% 


FREE MERCHANDISING AIDS 


To help you tie in with this sensational sale and attract 
more customers to your store, a big, 36” x 15” green, red 
and black display banner and a colorful counter card are 
being included in each combination package containing 
the No. 888 Power Unit and No. 8811 Saw Attachment. In 


addition, Millers Falls is offering free folders for direct mail 
and counter pickup as well as newspaper mats. All are 
designed to increase your summer sales and profits. 


FULL TRADE DISCOUNTS APPLY 





These other inexpensive ‘“‘Dyno-Mite” attachments for a Complete Power Workshop 
will bring customers back again and again for repeat sales — repeat profits. 


Bench Saw Hedge Trimmer Jig Saw Speed Reducer Bench Sander Bench Grinder Orbital Sander Power Plane Drill Press Stand Floor Polisher 


HARDWARE AGE, MAY 23, 1957 











Hew 


7 ws 


NAIL SEIS 


Mi rai Letting 
KEYHOLE 
SAW 


TUF FLEX 


BLADE 


iN 8 POSITIONS 


PPRLAERS Fails 
’ 


O16 

















MILLERS FALLS 
TOOLS 





SINCE 


i868 


Ask your jobber today about this 
sales-making, profits-making Millers Falls 
promotion or send coupon to 


MILLERS FALLS COMPANY 
Greenfield, Mass. 
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MILLERS FALLS “TEN-OFF’’ PROMOTIONS ORDER 


MILLERS FALLS COMPANY, Dept. HH-12 
Greenfield, Mass., U.S.A. 
This offer expires July 1, 1957 
Enter our order as follows subject to regular terms: 
Quantity Item Special Dealer Price 


No. 10888 ‘’‘Sawbuck Sale’’ Combination 
consisting of No. 888 ‘‘Dyno-Mite’’ Power 
Unit and No. 8811 Saw Attachmen $35.93 


No. 5256 Keyhole Saw Display 9.00 
No. 8001 Power Saw Display 18.00 
No. 7108 Countersink Display 8.75 
No. 1006 Automatic Drill Display 20.65 
No. 825 Nail Set Display 8.65 


Signed 
Address 
City State 


My regular jobber is 
PLEASE PRINT LEGIBLY 
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THIS PROVED 
MERCHANDISER SELLS 
HIGH PROFIT HAND TOOLS 
AUTOMATICALLY! 


You'll sell more quality hand tools—automatically—when you put the PC Jet 350 to work in your 
store. This hard working merchandiser carries a complete inventory of 350 popular hand tools for 


faster turnover, easy stock control, more profits to you. No other means of merchandising hand 


tools can match the PwC Jet 350. 


13,000 RETAILERS PROVE SALES SUCCESS 
Retailers just like you have proved the profit story of the PaC Jet 350 in stores from coast to coast. 


Find out now how easily you can build turnover and profits with the tested PaC Jet 350. GET 


THE FACTS! Write for complete information today. 


e Highest profit per square foot 
e Display proved by over 13,000 dealers 
e Carries complete quality tool line 


e Every tool priced, shadow marked 
and numbered 


e Quality tools backed by national advertis- 
ing and guarantee 


e Fast turnover for 350 best sellers 


® 
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Portland, Oregon and Schiller Park, Ill. 
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Lawn mower 
servicing ... 


for a future with a profit 





Sales of mowers are booming ... but service 
facilities are not keeping pace. Here, then, 
is a real opportunity to build worthwhile 
profits in a tremendously expanding field... 
a field that is ideally suited to hardware stores. 
Read this article carefully. Or you may miss 
a real sales opportunity. 


by The Service Committee 
Lawn Mower Institute 
Washington, D. C. 


Are you looking for a chance to make some 
extra profits? Would you like to increase your 
store traffic at the same time? 

If your answer is yes, then what you need is 
an active, well-organized power lawn mover ser- 
vice department. 

Before you start explaining why you can’t get 
into servicing, read the facts in this article. They 
will help you better understand... 

(1) Why every hardware dealer that sells 

mowers should be in servicing. 

(2) How you can get started with very little 

investment. 

(3) What the prospects are for the future 

in service and retailing mower. 
We are not talking here just about sharpening 


es 
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Lawn mower servicing 





(Continued ) 


and repairing and selling discounted parts. We 
are talking about the real profit to be made from 
the sale of repair parts and from the real servic- 
ing of mowers and their engines. 


How do we know there are profits in servicing? 
One reason is that we know, personally, hundreds 
of servicing retail dealers who are, right now, 
finding extra profits in servicing. 

We also know that the demand for service is 
expanding at a terrific pace, and there are not 
nearly enough dealers to take care of the demand. 

Right now there are about 10,000,000 power 
mowers in use. Another 3.5 to 4 million new ma- 
chines will be sold this year. (See Fig. 1 for 
breakdown for years.) These mowers all need 
servicing, and there are nowhere near enough 
dealers operating. 

Servicing and sales go hand in hand. And no 
one is in a better position to take advantage of 
the rising sales demand for mowers than the 
dealer who has a service department. 

Keep this important fact in mind: Dealers who 
have a service department get the best exposure 
to potential customers. But they also have an- 
other advantage: Other dealers have to send 
their customers to them when service is needed. 


How big is the servicing market? 


How big is the market for power mower ser- 
vicing? At a very conservative estimate, at 
least $83,500,000 will be spent this year by con- 
sumers for servicing power mowers. There are 
about 10,000,000 mowers, more or less, in use. 
This means that each power mower owner in 
your area is going to spend approximately $8.35 
on his mower this year. (See Fig. 2 for repair 
costs’ breakdown. ) 

How many mowers are in your area? 300, 500, 
1000? At least half the homes with lawns will 
have them. So sit down for a moment and do 
some figuring. You’ll be amazed at how much 
business there is in servicing. And each year 
it gets bigger. 

The information in Fig. 3 gives you an idea 
of the amount of money that will be spent on 
mowers this year, based on the age of the mower. 
These are conservative figures, based on in- 
formation from lawn mower manufacturers and 
from various other market studies. 

If you look back at history, you will see that 
service has never been able to keep up with sales. 
Yet, service is an important and integral part 
of a sale. 

Manufacturers and parts distributors are 
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Fig. 1—How many mowers are there? 
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There are about 10 million power mowers in use, with the 
great majority three years old or less. 1957 sales are ex- 
pected to climb 31/5 or 4 million. And even higher in- 
creases are seen from 1957 through 1960. 


Fig. 2—What will the repairs average? 
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The older the mower, the bigger the repair tab. The 
average repair bill for all power mowers a year old or 
more comes to $8.35. From blade sharpening to major 
overhaul, there's a big profit for servicing dealers. 


Fig. 3—What’s the dollar market by age? 
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Mowers that are three years old account for more poten- 
tial repair dollars than any other vintage. Four and five 
year-old mowers trail closely. Mowers three, four and five 
years old combined account for more than 74 percent of 
total repair potential for 1957. 
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aware of the need for more servicing dealers. 
They are anxious to help good dealers get set-up 
for servicing. There is still a real need for good 
repair shops, and a real profit potential for the 
dealers who take advantage of this opportunity. 


What does it take to get into 
servicing? 


What does it cost to set-up a service depart- 
ment? What equipment is needed? 


Actually it takes very little in space, tools 
and equipment. Working space, plus bench and 
parts storage space is all you need. The floor 
space requirements, to get started, could be as 
little as 100 sq ft or less. A sample working 
floor plan is sketched in Fig. 4. 

The equipment you need, in addition to sharp- 
ening machines, etc., depends on how far you 
want to go. The service department of any mem- 
ber of the Lawn Mower Institute will be glad to 
consult with you on the types of machines best 
suited for your set-up. 

An experienced mechanic is a good asset for 
a service shop, but it is not positively necessary. 
The two and four cycle engines used on mowers 
are of simple design and can be overhauled or 
repaired with a small amount of training. The 
chassis and the propelling machinery is also 
simple to service. 

Manufacturers of lawn mowers usually run 
schools where a dealer, or some one from his 
store, can obtain a good training course in mower 
maintenance and repair. There are also a num- 
ber of colleges and high schools that offer courses 
in covering small engines. 

Manufacturers also make available complete 
and detailed service manuals that explain and 
illustrate each step in the repair of mowers and 
engines. 

These manuals not only tell you how to repair 
a mower, but they also give you easy-to-under- 
stand instructions on locating troubles. 

There are a number of other types of assist- 
ance that manufacturers supply to servicing 
dealers to help them do a better and more profit- 
able job. These aids are being constantly passed 
along to dealers through the parts distributors 
and the manufacturers’ own salesmen. A letter 
to the manufacturer will bring you complete de- 
tails on how to set up a service operation. 


Is it a growing market? 


How big will the power mower market be in, 
for example, 1960? It will be big; very big. Look 
at these figures: Estimated mower production 
for 1957 will be 314 million; for 1958, 4 million; 
for 1959, 4% million, and for 1960, 5 million. 
These are conservative estimates. 


Picture the amount of warranty service and 
regular repair and maintenance repair work that 
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A short course on 
how to lose customers 


Does this happen in your store? 


A customer wheels a power mower into your 
store. He bought it from you two years ago. 
Lately the engine has been acting up and it 
needs attention. 

The customer bought the mower from you, 
so he figures you can handle his problem for 
him. He needs help. 

But you tell him, with your best selling 
smile, ““‘We don’t service mowers. But Smith 
Hardware across town does. Why don’t you 
take it to him?” 

So your customer, who owns a home and 
has been buying most of his hardware needs 
from you for years, wearily pushes his mower 
out the door. He struggles to lift it back into 
his station wagon and drives over to Smith 
Hardware, as you suggested. 

Smith is happy to service the mower. While 
your customer is in Smith’s store, he buys 
several hardware items he had planned to buy 
in your store. Next week when he returns to 
pick up the mower, he buys some more mer- 
chandise at Smith’s, merchandise he normally 
would have bought from you. 

When this customer needs a new mower, 
where do you think he will buy it? Certainly 
not from you, especially since Smith Hard- 
ware has already been able to talk to him 
about a trade-in deal. So you lose the mower 
business, you lose a portion of his other busi- 
ness, and you lose valuable traffic. 

And don’t forget, you are the one that sent 
the customer to Smiths, because you didn’t 
service what you sold. 

The tragedy of this story is that this is 
happening every day. Does it happen in your 
store? 








will be needed to keep all these machines operat- 
ing. Who is going to handle this work? Who 
is going to make the profit on this work? 

Who is going to have the edge on the sales of 
these new mowers? The answer is the dealer 
with a service shop. 

A number of the central parts distributors are 
starting an effort to interest more engine service 
dealers in mower repair work. However, even 
this will not begin to provide the repair facilities 
that will be needed by 1960. 


Will trade-ins hurt you? 


The question of how to best handle “trade- 
ins” is becoming a rather serious problem for 
(Continued on page 55) 















How to figure your 
<<iiiags «2S MOWer repair market 
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The service market is big, right now. By 1960, it will 
be nearly three times as big. Check yourself. See if 
you know how to gage the swelling tide of repairs that 
is bursting present service facilities at the seams 








Sree I IS i, cg cc cw wwe about 10,000,000 
metimated retail repair bill, 1057...........6...0.e00s about $83,500,000 
I I I iin oi. Be i eA ee 6 RRR CC i $8.35 


What's your share of this service market? 


a a NI UI cla ia ghana arcdke aid 27,000,000 


mower ) 
Average homes per (2) Number of power mowers 5 years old, or less, in use........ 10,000,000 


& (3) Number of homes per mower in use... 2.0.0... 0 ccc cece cc ccc cee: 2.7* 


*This is a broad average. In areas where all homes have medium to 
large sized yards, the average jumps to about 50 percent, or one mower 
for every other house. 


(4) Figure the number of homes in your trading area: 
A—By estimate of your loca] realty board. 
B—By estimate of you local committeeman or ward leader. 
C—By counting home owners on your mailing list. 
D—By taking your own survey. 


What's your share? (5) After you get an estimate of private homes, figure how many of them 
are serviced by competitors. If you, for example, are in a community of 
é 7000 homes, and are in competition with two smaller dealers whose combined 
total volume equals half-again your own volume (or 60 percent of total 
market), you can count on servicing the mowers in about 2800 homes. And 
remember, some of your competitors won’t bother servicing mowers. 


(6) Using the figure of 2800 homes as those you will service exclusively, you 
can quickly estimate your local power mower repair potential: 

(a) Our figures show one mower per 2.7 homes, or slightly more than 

37 percent. 

(b) 37 percent of 2800 homes is 1036 homes with power mowers. 

(c) Average repair for power mower is $8.35. 
Multiply 1036 homes by $8.35. This gives you: 1036 x $8.35 = $8,650.60 
potential power mower repair volume for this year. 


Use this formula (7) Figure your share of power mower service by using above formula: 
© How many private homes do you figure you serve alone ........... 
é ® What is 37 percent of this amount ....... 2.2... eee eee eee eee eee 
® Multiply last figure by $8.85 ......... 2 ccc cece eee tenner ence 
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(Continued from page 53) 


all lawn mower dealers. It is going to become 
more a larger factor in the years to come. 

How will you handle the trade-in angle? How 
you handle this will have a big influence on how 
successful you are in building mower sales vol- 
ume. 

There are several ways of handling the 
trade-in angle. 

One way is to take a chance and guess at the 
value, without having a mechanic around who 
can make an accurate estimate of the condition 
and value of the machine. If you make a bad 
guess, you can lose the margin of profit on the 
sale of the new mower. 

Then after you get the trade-in. What are 
you going to do with it? Sell it for junk? There’s 
no profit there. Will you turn it over to some 
other repair shop and then pay them a profit, 
too, on their work? That doesn’t make much 
sense. Or you can sell them “as-is.” But, as 
you know from your experience from the used 
car market, there aren’t many people interested 
in that kind of a deal. 

The other way to handle it is to have your 
mower repair man from your service shop look 
the machine over and give you an intelligent 
estimate of its condition. Then, having your 
own service and repair facilities, you tune up 
and sharpen the trade-in and sell it at profit. 


Try selling a service policy 

Repair service for a mower during its first 
year averages about $3.00. This is strictly an 
average. Many machines need no repairs. But 
some machines get misused and require sub- 
stantial repairs. It all averages out’ to about 
$3.00. 

An excellent practice used by many combina- 





tion sales and service dealers is to offer their 
customers a 90-day policy for $5.00 or $10.00. 

This policy, good on both cash and time pur- 
chases, covers non-warranty damage. It pro- 
tects a dealer when a time payment customer 
damages a machine. It also allows a dealer to 
make adjustments on repairs for good, steady 
customers who expect special consideration even 
though he knows that the damage was due to 
his own carelessness. 

It’s a good sales device for dealers and yuards 
the eustomer against unusually heavy ~epair 
bills. 

A service policy of $5.00 to $10.00 will average 
out well for a dealer, as soon as you get enough 
machines covered to get the averages to work 
for you. 

If you handle your own service, here is an- 
other source of profit, and another potent sell- 
ing tool to build satisfied, repeated sales. 


How to keep busy in the winter 


A well run service shop doesn’t have to close 
down in the winter months. Local advertising, 
plus personal and phone solicitations, can result 
in customers having their mowers serviced in 
the winter. They will be delivered early spring, 
ready for use. 

Some dealers handle hundreds of machines this 
way. It’s a perfect opening for profitable re- 
placement sales—an opportunity the non-servic- 
ing dealer never gets. 

And remember, when you have customers 
coming in for service, you are building extra 
traffic for other merchandise in your store. 

In the years to come, the profitable lawn 
mower business will go to the dealer who pro- 
vides service. 

These servicing dealers will find new profits 
from lawn mowers—and they will be bringing 
new traffic and sales to their store. 

Will it be you? ®End 


Fig. 4—See what 102 sq ft can do 
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BED KNIFE GRINDER q 
@ wORk BENCH SHELVES UNDER 


TRASH CAN 


| About 100 sq ft is all you need for basic 
repair machinery and work space fo 
handle all types of power mower repairs. 
A small shop like this will give you many 
thousands of dollars extra volume every 
year. 
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3 TIER SHELVES OVER FULL LENGTH 
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Customers’ basic stock list 


boosts hand tool sales 


Customer selecis tool from display built around a structural column. 
os | 





How a Texas hardware dealer set up his hand tool 
stock to fill his customers’ needs 





Here’s an idea to help you sell 
more higher quality hand tools to 
more farmer-customers: 

Ask 10 farmers in your trading 
area for a list of the hand tools 
they use in a year. 

Check your stocks against this 
list. 

Stagg Supply Co. in Beaumont, 
Tex., used this plan to better serve 
its farmer-customers. These cus- 
tomers build the store’s basic stock 
list on hand tools. 

After the survey, the firm mailed 
a bulletin to farm and ranch cus- 
tomers. This list showed types and 
brands of hand tools in its stocks. 

Lamar Stagg says, “We stock 
the very best tools in town. Our 
tool department caters to farmers, 
ranchers, carpenters and mechan- 
ics. 

“Fully one-half of our hand tool 
sales are made to farmers and 
ranchers. These customers do most 
of the repair jobs on their own 
farm machinery. They are always 
in the market for hand tools to re- 
place lost or broken items.” 

This firm displays larger hand 
tools in the middle of the store 
near the wrapping table and cash 
register. Two large structural col- 
umns are fitted with plywood 
panels to display tools. 

Although displays feature the 
better-quality tools, the: firm stocks 
competitively-priced items. 

Mr. Stagg uses part of the firm’s 
newspaper ads to feature quality 
hand tools about four times a year. 

He says, “Our complete lines of 
tools attract town and ranch trade. 
Farm and mechanic customers rec- 
ommend us to their friends.” End 
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From doughnuts to dollars 


With Sears across the street to help build traffic, 
and a busy major appliance department bursting at the seams, 
this dealer bought the next door doughnut shop to 
bridge the gap to more volume and profit 


“There is some talk that Sears (right across 
the street) may move out to where there is more 
parking space. Sure hope it’s not true,” Dick 
Currie said. 

Here is another dealer who likes being close 
to Sears. 

The many important advantages of being 
next to, or close to, a big chain outlet were 
cited in HARDWARE AGE in the Nov. 8, 1956, 
issue (page 69). 

Seven big benefits were listed by Cartwright 
Hardware Co., Santa Fe, N. M. 

Curries Hardware, Mason City, lowa, has 
also felt the traffic impact and numerous other 
gains of being close to Sears. Co-owner and 
manager R. L. Currie (his father, Frank R., is 
no longer active in the business) has good 
reason for hoping that his big competitor and 
traffic maker stays right where it is. 

Curries, founded in 1892, moved across from 
Sears 18 years ago following a fire in the old 
store. It has enjoyed heavy traffic ever since. 

In fact, recent years’ volume led manager 
Currie to believe he could give Sears a run for 
its money in major appliances with more dis- 





play space to back up his already noted service 
methods. His opportunity came early last year. 

A 1300 sq ft doughnut store next to Curries’ 
3 double store, and fronting its service shop for 
y major appliances, was up for sale. It was 
"e bought. And now Sears has more than a hard- 
f ware rival. Curries’ new appliance showroom “Mason City's Downtown Shoppers Lane” is the 
., runs the gamut from apartment-size washers to title given Curries expanded store and other mer- 
é built-in kitchens. chants who helped in extending this bright weather 
d With the showroom remodeling came many canopy. | 
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Doughnuts to dollars 
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other renovations that helped turn 
Curries into a bright, functional 
hardware-department store. Prin- 
cipal improvements are: 

1. Air conditioning. Much 
heavier summer traffic has already 
proved its value. 

2. Rewiring. Heavy-load wiring 
allows more working appliance 
demonstrations. 

3. Picture windows. All-glass 
front is a traffic maker. It frames 
tools and power equipment, gift- 
ware, and sporting goods and bi- 
cycles as lead departments to draw 

































































Curries scatters traffic sections 
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men, women, and children into the 
store. 

4. Weather canopy. Curries’ aid 
to traffic was extended by other 
cooperating merchants to weather- 
protect the entire block. Its uni- 
form good looks have earned this 
city block the title of “Mason 
City’s Downtown Shoppers’ Lane.” 
(See page 57.) 

5. Larger power tool section. 
Extra basement display space 
freed when appliances moved into 
new showroom is being put to 
profitable use with a new and 
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2. New lighting, gondolas, 
and pertorated paneling 
combine with pastel color- 
ing to make this hardware 
department store as pretty 
as any department store. 








Doughnuts to dollars 





(Continued ) 


Men weren't forgotten in the re- 
vamping of Curries. Front of main 
store is do-it-yourselfer's haven. 
Hand and power tools, with elbow 
room for testing keep a_ steady 
stream of males browsing and buying. 


> 











larger power tool and contract builders’ hardware 
section. 

6. Better use of more space. Even though enlarg- 
ing the store gave all departments more space, the 
future was planned for. Many new gondolas designed 
by the Iowa Retail Hardware Assn. are now in use. 
These units make more display area by giving more 
sales per square foot from the area already in use. 

7. Wall display area. To back up more efficient use 
of floor display space, Curries installed yards of 
perforated paneling to put idle wall areas to use. 
The combination of space saving gondolas and panel- 
ing has resulted in big, bright, sales-getting display 
with room to spare. As volume increases in the 
future, wider stock selections and displays will be no 
problem. 

Behind the major appliance showroom is Curries’ 
large service shop. Mr. Currie values the importance 
of a reputation for fast, reliable service when a 
dealer competes with Sears, Ward’s, or any other big 
chain. He nas such a reputation, and he intends to 
keep it and trade on it. 

Credit is important in Curries’ competitive setup. 
Time-pay and charge accounts are heavy contribu- 
tors to volume when you buck a chain in sales. This 
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This wide archway was 
broken through to connect 
one womens department, 
housewares and gifts, to an- 
other, major appliances. The 
combined effect? More 
women shoppers and more 
family shopping. 





firm carries its own credit paper for accounts up to 
one year. Balances for more than a year are sold to 
a bank. 

Curries traffic is heavy enough to keep a staff of 
28 hopping. Of these, 16 are salespeople. 

What is the expanded Curries’. future next to 
Sears? At least four advantages are obvious: 

A. More overall traffic, generally, and much more 
in appliances, in particular. 

B. More builders’ hardware and heavy power tool 
sales in the larger basement department. 

C. More sales per foot with new, efficient display 
units. 

D. More summer volume and traffic due to air 
conditioning. 

There will be more family shopping trips at 
Curries now. For it is the women who decide on 
major appliance purchases, and the new section is 
traffic magic for getting women in the store. 

Curries has converted the so-called liability of 
being next to Sears into an asset of certain plus 
dollar profit and volume. The lesson here for every 
dealer is that bigness of competition is not to be 
feared or held in awe. It brings many advantages the 
small dealer alone could never muster. © End 
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Try the hammer test 


“Use this cup like a hammer!” 
the sign says. 

Beneath the sign is a plank of 
inch-thick soft, clear pine about 
18 in. long and 8 in. wide. It is 
screwed to the counter. 

The store manager lightly taps 
rows of 2 in. box nails into this 
strip of pine each day. When it 
gets too shoddy looking, he replaces 
it with a new piece. He has worn 
out a lot of pieces of pine. 

Each day the manager sets sev- 
eral melamine-plastic coffee cups 
around the display. Each day he 
sets up the same rows of nails and 
the same six assorted coffee cups. 

Then the fun begins. Each day 
dozens of men and women shoppers 
take turns pounding in the nails 
with the fragile looking cups. 

Customers laugh. First they tap 
the nails gently. Then the pounding 
gets harder. After the nail has 
sunk a full inch, they generally 
express amazement at the strength 
of the plastic. 

Sure, one of the cups breaks 
occasionally. And the manager 
embarrassedly explains that, “Well, 
they aren’t made of steel.” When 
one does break, it means 40-65¢ 
cost out of the dealer’s pocket if 
he can’t get permission to return 
it to the factory for replacement 
(and he usually can). 

But for every broken or chipped 
cup the dealer gets, he sells $50, 


HARDWARE AGE, MAY 23, 1957 


... to sell dinnerware 


Customers like action, and they like to 
test items before they buy. Here’s a 
cost-free way to build dinnerware sales 























$80, $100 worth of dinnerware in 
open stock or sets. 

The clincher for the sale is the 
mauling hammer test. 

When a customer can use a 
coffee cup like a hammer in your 
store, she figures that such a test 
represents more than the worst 
treatment that the item will ever 
get at home. This is a sales maker 
that no amount of sales talk or 
guarantee-showing can duplicate. 

This hammer test has also been 
successfully used with certain types 
of molded glass dinnerware for a 
long time. The electric sales effect 
has been the same with both types 
of dinnerware. 

When you claim your dinnerware 
is guaranteed to be “unbreakable,” 
you are doing no more than any 
other dealer does. 


But. when you set up your own 
hammer test, you give customers 
a chance to prove it to themselves 
in dramatic fashion. Make a sign, 
and set up a piece of soft pine full 
of box nails. Watch this simple 
idea stir up more traffic and sales 
in your dinnerware section than 
ever before. 

Write to the 
whose line you sell. Ask him to 
supply some “seconds” of cups for 
your display. Tell him what you 
have in mind. You’ll find manufac- 
turers listed in the 1956 HARDWARE 
AGE DIRECTORY under the heading 
“Ware, glass and molded plastic,” 
page 988. 

Many dealers who have used this 
idea as a temporary gimmick dur- 
ing a sale have found it draws so 
well they leave it up indefinitely. 


manufacturer 


? 
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Eisenwaren 
Chincaglia 
Quincallerie 
Bathar cruaidh 


You just 


cannot get away 





by John N. Meclntire 
McIntire Hardware, Inc. 


Chevy Chase, Md. 


There are plenty of hardware stores in Europe. In 
fact, if you were to look for a new location you would 
find most of the good stands already taken. 

Of course, they have had about 1500 years longer 
to get established than we have had in the United 
States. 

In Lucerne, Switzerland, there is an “Eisenwaren” 
selling “Alles fur den Haushalt’” on the corner of a 
well-established business block dating back to the 10th 
century. This store is surprisingly modern and well- 
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stocked, and from its appearance today it will still 
be operating five centuries hence. 

In Schwyz, the site of the Swiss confederation in 
the 13th century, we saw a fine big store run by a 
Mr. Webber. He puts out a nice front every day, hav- 
ing had a seasonal display of hay rakes and canning 
supplies when we went by in early August. 

There seems to be extensive specialization in the 
hardware field in Europe. 

In Wiesbaden, Germany, there are many stores spe- 
cializing in housewares and homeowners’ supplies, and 
others that handle only very heavy equipment. 

The L. D. Jung Co. in Wiesbaden is a store with 
tremendous stock, as big as any I have ever seen. 
They told me they belong to an association of some 


Left, the W. Kaurisch hardware store in Trier, oldest towa 
in Germany, built on Roman Empire ruins. 
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from hardware 





600 stores in Western Germany and do most of their 
buying through one jobber in Frankfurt. Here no 
attempt was made at self-service, but the cashier was 
located near the front door. 

I found the poorest merchandisers in the hardware 
field in France. The old outdoor market or bazaar is 
still important in Europe, and in the little town of 
Voirons, in southern France, we found one morning 
three or four city blocks covered with merchandise of 
every description, displayed in tents or on umbrella- 
shaded tables. 

Sure enough, in a good spot near the curb, there 
was the hardware man! 

He had a large van-type truck to carry his wares 
from town to town. His merchandise was of good 


Hardware store in Switzerland; window signs advertise locks and housewares. 









quality—a little heavy for our trade, but his prices 
were generally lower. 

I don’t know what percentage of business these 
traveling stores account for, but I saw enough of them 
to judge that they would be stiff competition for the 
established store. 

The French word for hardware is “Quincallerie.” 
In general, the Paris quincallerie had an old-fashioned 
aspect, as if they had failed to keep up-to-date. 

London is a chain-store town. Its large metropoli- 
tan area with hundreds of shopping districts makes it 
the chain operator’s ideal. 

I was told that there are several chains of over 50 
stores each. The ones I inspected were all small by 
U. S. standards, about 20 x 40 ft, well-stocked and 
generally with displays outside as well as in. 

Quite a few of these small ironmonger shops are 
owned by a company which also owns a chain of dairy 
and grocery shops. 

Prices seemed very reasonable —- somewhat lower 
than ours. 

I got a kick out of their best power mower—14-in. 
cut. 

One clerk thought it “capital” when I innocently 
asked him the purpose of a cricket bat. He laughed so 
loud I almost used it for another purpose! 

The English are moving along the modern merchan- 
dising road as we know it. However, life is different 
there and so, therefore, is selling. Many people even 
in the most comfortable circumstances don’t own auto- 
mobiles, and the suburban shopping center and large 
trading area sites are just not suitable. An English- 
man rides the “bike,” “bus,” or “tube” to the store. 
His purchases and pocket-book are smaller than ours. 

We saw several good stores in Dublin, but again on 
the antique side. 


(Continued on page 78) 


lronmonger intownnear London. 
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A traffic pattern that 
makes sales... 


..» here’s how this new store moves 


traffic to key display areas 


and makes shopping easier 
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Does your store have a traffic pattern? 

It should. 

A good traffic pattern moves customers through 
your store, exposes them to more merchandise, and 
increase your sales. 

Customers come back because they feel your store 
is easy to shop. 

The switch to self service is easier if you have a 
good traffic pattern. 

One way to build a good traffic pattern is to put 
your biggest traffic-pulling department in the rear of 
your store. This draws customers through your store, 
exposing them to your other goods. 

Another way is to divide your store into areas for 


Above: Sporting goods lines get good dis- 
play on slanted wall shelving. 


Left: Wide, unobstructed aisles get traffic 
moving towards rear of store. 


Below: Merchandise gets specially eftec- 
tive display at end of islands. 
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Opposite page: Here is a display island in 
housewares department that can be 
shopped from all four sides. 








A traffic pattern that makes sales .. . 


(continued ) 





men and women lines. You place your big traffic 
items in the center of these sections so that you 
again have extra exposure of merchandise. 

This is the layout Weed & Co. used in its new store 
in Rochester, N. Y. 

The company divided its store into sections for 
men and women lines. 

The men’s section, the left half of the store, fea- 
tures sporting goods, hand tools and power tools. 

The women’s section, on the right, features 
housewares, kitchen aids, giftwares and fireplace 
equipment. 

The paint department, the leading traffic puller, is 
in the rear. Paint customers walk through the store 
and are exposed to other merchandise. Paint sun- 
dries and related items are displayed on islands 
around the department. 

Basement departments are hardware, garden sup- 
plies, cleaning supplies, and wheel goods. 

The cutlery department is next to the store en- 
trance on the right. This location was chosen be- 
cause cutlery items appeal to both men and women. 
The entrance location exposes all customers to the 
department and makes cutlery a leading gift 
department. 

Individual colors set off each department. Rose 





and burgundy are used in the women’s departments, 
green for sporting goods, and blue for tools. The 
paint department color is yellow. Fixtures are fin- 
ished in maple. The ceiling is white. The floor is 
natural wood. 

Automatic cornice lighting and a battery of fluo- 
rescent lights accentuate the colors. 

Perforated paneling, a quarter-inch thick, is used 
throughout the store to give flexibility to displays. 

Perforated paneling is used on the ends of island 
display units to add display area. Low platforms 
have been added to some islands to display spotlight 
merchandise. 

There is lots of space for customers. Main aisles 
are 4 ft wide. Cross aisles are a minimum 3% ft wide. 
That leaves plenty of room for customers to stop and 
examine merchandise without blocking the aisles for 
customers walking through. 

There is more than 10 ft of open space in the front 
of the store. Customers can come in, look around and 
decide what aisle to take without blocking the way 
for others coming into the store. This space was used 
for display of a boat during the opening weeks. 

Pilferage is virtually eliminated. Open displays 
within sight of nearly all salespeople discourage 
thefts. Cutlery, machinist’s tools, and revolvers are 
in locked glass cases where they are visible but 
protected. 

The stock area extends around the display float. 
It is 5-ft wide. Overstock is kept near stock on dis- 
play. Salesmen walk but a short distance to get mer- 
chandise from storage. Additional stock is kept on 
the upper two floors of the building and in the com- 
pany’s warehouse. 

The fixtures are by Streater Industries, Inc. © End 


Expensive, easily pilferage merchandise is kept locked, but on open display in this fixture. Glass front extends out 


from top shelf and slants inwards towards lower shelf. 
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Boats dramatized 


pull store 


Motorists attracted by windows enter 
store to inquire about $500 boats 


Motorists will think of boating 
and fishing if you use the right 
kind of window. 

Here’s a dramatized boat win- 
dow which atopped pedestrians 
and motorists and brought them 
into a hardware store. 


This traffic - stopping window 


A fully-equipped outboard motorboat rides the waves as do large letters 


selling the easy payment plan. 
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cost $4.87 for materials at H. H. 
McCann Hardware at 16th and 
Washington Sts. in Alexandria, 
La. 


The boat, with outboard motor 
and other accessories, was shown 
on simulated waves in front of a 
manufacturers’ advertising back- 








trattie 


ground of several larger boats. 

McCann’s made the foreground 
waves with scrap wood braces, 
poultry netting, and papier-maché. 
Blue crepe was attached with 
wallpaper glue. White lacquer 
mixed with the glue added sparkle 
to look like sunshine striking the 
waves. 

Spotlights on the boat, motor, 
waves and background helped to 
draw attention to the window. 

This firm stocks boats and mo- 
tors in all seasons of the year. 
Boats are priced from $175 to 
$500. 

When a boat is sold on a time- 
payment plan, a local bank takes 
the paper. A one-third down pay- 
ment is required, with the balance 
due in a maximum of 24 months. 

The firm’s own service shop 
repairs and_ services outboard 
motors. The same shop also re- 
pairs rods, reels and other sports 
equipment. 

Mr. McCann says. “We feature 
sporting goods, boats and other 
outdoor lines at all times. 

“Men spend more for sports and 
outdoor living items than they did 
in previous years. We find that a 
well-stocked sports department 
builds traffic and sales for us.” 

® End 
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Canopied visual-front of the hardware store with 
trailer, boat and motor from the dealer's stocks. 


Don't take traffic for granted 


Just being well located to draw traffic 


is no excuse for complacency. 


You have to work for traffic if you want to grow 


“Never be satisfied with the traffic you’ve 
got, just because you happen to be located in 
a shopping center or in some other good loca- 
tion,” says Lyle Monroe. 

Mr. Monroe, owner of the Marshall-Wells 
store at Great Falls (Mont.) West Side Shop- 
ping Center (HARDWARE AGE, Mar. 1, 1956, page 
14), is adamant about such short-sighted com- 
placency. 

“Sure,” he says, “a dealer can sit on his 
haunches in a good location and do business. 
He’s bound to, if he does nothing more than 
keep a reasonable amount of stock on hand. But 
we’re in business to thrive and to grow. If we 


are to gain on our potential in these competitive 
days, we have to promote hard, and steadily, 
even in the best traffic locations.” 

Daily store traffic is the life blood of the 
retail hardware field. How do you get it? 

Well, some dealers locate where traffic is 
bound to be good. Then they sit back and wait 
for it to flow to them. A certain amount will, 
but a great amount never will. 

Here is the program Mr. Monroe uses to build 
store traffic: 

1. Promote through newspapers, radio, and 
wholesaler selling aids. 

2. Put promotion on a regular basis so custo- 
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Today’s adventures in science 
will create tomorrow’s America 





ol —— 





The Gilbert line for 1957 has brought dynamic 
merchandising to the toy industry. om 


- GILBERT Wee 
PROFESSIONA 


Here are traffic-stopping features in tune with pe Asrr 
fe MAG IETs © Anke 


the times, when all the world is more interested in 
Science than ever. before — exciting adventures in 
Scientific Crime Detection, Space Exploration, Atomic Energy 
and Electronics and many other fields — presented to 
appeal to both child and parent. 


Here is self-selling packaging never seen before 
in the toy trade — brilliant Day-Glo and full-color 
printing superbly combined for maximum impact 
at the point of sale. Gilbert Chemistry, Microscope, Erector, 


: . and Fun with Electricity Sets and Tool Chests 
Here is value the eye can appreciate, correctly can all be big profit-makers in your sales 


price-pointed for quick sales and easy trade-up. picture. Send for new full-color catalog to 
Advertising Department B-7. 


THE A. C. GILBERT COMPANY 


NEW HAVEN 6, CONN. 
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Don’t take traffic for granted 








mers will get in the habit of looking and listen- 
ing for it. 

3. Appeal to women by emphasizing women’s 
items and sections. 

4. Appeal to everyone through bold price- 
marking, easy-to-get-at stock binning, wide 
assortments of items that will sell best in a 
local area, and self or clerk-service, as the custo- 
mer desires it. 

5. Use signs and banners all over the store 
to feature sale and cut-price items. 

6. Keep back-up stocks near samples for self- 
serve shoppers. 

7. Forget that you are well located, and are 
bound to have traffic anyway. 

Mr. Monroe knew that waiting for the over- 
flow would never provide his business with 
growth potential. He began to fire away with 
newspaper, radio, and direct-mail advertising at 
the beginning. He incorporated many features 
in his store that build traffic through word of 
mouth advertising. 





“ 





Miss Rose Stanich, cashier bookkeeper, in the 
stores demonstration kitchen section. 


Realizing that he is in a big farm and ranch 
country, Mr. Monroe set up a tool rental service. 
Monroe Marshall-Wells has a time payment plan. 
Keys are made. Pipe is threaded. Parking is 
free. The list of services is long. Customers can 
serve themselves or signal for help. 

To be sure of getting maximum traffic from 
the supermarket and drug stores which flank 


either side of his store, Mr. Monroe has side 


doorways connecting his store with the others. 


This naturally means the flow of traffic is 


(Continued ) 


heavier than in a row store with only a main 
entrance. 


Mr. Monroe advertises at least once a week, 


on a regular schedule, in the Great Falls Tribune. 
Advertisments may range from a quarter to full- 
page size. But Great Falls newspaper readers are 
now conditioned to look for a Marshall-Wells ad 
every Wednesday. And the ads produce plus 
traffic and volume in proportion to their cost. 


Radio advertising is very important in this 





John Rice, a salesman, left, with a customer and 
Rudy Mose, right, talk fishing at one end of the 
sporting goods section. 


area where there are many remote farms, 
ranches, and small communites. Monroe Mar- 
shall-Wells has three 15-minute morning pro- 
grams a week on one station plus 21 spot an- 
nouncements on another station to improve 
coverage and guarantee more traffic. Western 
singers, entertainment that is popular here, in- 
sure a high listener rating. 

Marshall-Wells catalogs and broadsides are 
used, with excellent results, as a further assur- 
ance of a higher rate of traffic. In an area that 
is the hub of a large rural community, catalogs 
and broadsides are kept around the ranch or 
farm indefinitely. They are referred to constant- 
ly. And they are the source of traffic for long 
periods of time. 

To be certain to get and keep a study flow of 
women shoppers, Mr. Monroe has installed a 
large built-in kitchen and appliance section. He 
also features heavy assortments of housewares 
and gifts. 

(Continued on page 86) 
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You can count on 


-—for unlimited fastener variety 
—-for unlimited sales potential 





HOLTITE 
Phillips and 
Slotted Head 


As a Continental Dealer, you can supply a complete 
line of fasteners, from one dependable source, 
and offer delivery without delay. 


TAPPING SCREWS 
Thread Forming 
and Thread Cutting 


WOOD SCREWS 
MACHINE SCREWS 
STOVE BOLTS 

NUTS * WING NUTS 


The Continental line is unlimited, both in variety and 

volume of ready stocks. In “standards” alone, Continental 
production is measured in millions of styles and sizes. 

In addition, Continental’s specialized sales engineering 

and steady promotion steers more buyers to you — 

buyers who know the “HOLTITE” name on the fastener 
package means highest quality. 

More and more dealers are finding it pays to feature the 
complete line of Continental HOLTITE standard fasteners 
with full shelf stocks. It’s the “live” line that boosts volume and 
makes fastener sales pay worthwhile profits. Why not get details? 
Continental Screw Co., New Bedford, Mass. 










ALL STANDARD 
FASTENERS 
available in the 
CONTINENTAL 
yj = a" 4 =e -1 OD 4 


— saves handling costs 
— simplifies inventory 
— improves appearance 
of shelf stocks 











MEMBER - 
SCREW RESEARCH 
ASSOCIATION 


CONTINENTAL 


HOLTITE FASTENERS 


HOLTITE PHILLIPS AND SLOTTED HEAD 
WOOD * MACHINE * TAPPING * THREAD CUTTING * SEMS * NYLOK 
HY-PRO PHILLIPS INSERT BITS AND HOLDERS 
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How to overcome today’s 





store management problems 


This is the third and final article in a Store Owner’s Management Gui- 
dance Series. This article deals with problems confronting store owners 
and managers. The previous articles discussed sales problems. The first 
was published in the April 11 issue, page 99, and the second in the April 


25 wsue, page 111. 


Part 3 
by Irving Sherman 


Question: 
What are some of the major obstacles facing dealers 
today? 


Answer: 

The three primary threats to hardware retail oper- 
ations are discount houses, unethical bargain houses, 
and chain stores, including super markets. 

A scarcity of trained help and excessive rentals, 
especially in large cities, are other major problems 
confronting hardware dealers. 


Question: 
If a dealer is constantly concerned about being a 


success, what can be done? 


Answer: 


Men have had fears since the beginning of time. 


Successful men have learned to overcome them. 
A fearful dealer should ask himself this question: 
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“What is the worst that could happen if I fail?” 

The answer: he will lose his business. 

But, is it so bad to lose something that terrifies 
him? 

As long as fear is present even a measure of suc- 
cess won’t effect a cure. Periodic slumps or profit 
problems will start the obsessed dealer worrying 
again. This is too high a price to pay for being in 
business. 

The practical thing, then, is try to overcome these 
fears. 

Realize that if your worst fears come true, it is 
probably for the best. This will help relax you. And 
yet, why should the worst happen? 

Hardware stores had the lowest rate of failure 
among American retail businesses. For example: 


1955 1954 
Sporting goods stores . 99 per 10,000 104 per 10,000 


Dry goods and general 


merchandise ..... 3 ” ” 9g ” 
Hardware stores ..... — ” 91” ” 


All-time hardware failures low was 14 out of 10,000 
in 1953. Hardware retailer failures are almost always 
(Continued on page 90) 
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Outboard Marine announces dealerships 














Big-ticket, high-margin Pioneer will 


Be among the first to sell PIONEER Chain 
JOHNSON and EVINRUDE Outboard 


CHAIN SAWS ARE LOGICAL FOR OUTBOARD MARINE 


Chain saws fit easily into Outboard Marine’s group of qual- 
ity, engine-driven products for America. Our experience and 
leadership in engineering, merchandising, and advertising 
famous products give us an unbeatable combination for gain- 
ing and keeping the lead in the chain saw field. 


But chain saws are big business, too! This graph tells 
the story. In 1950 between 40,000 and 50,000 chain saws were 
sold in this country. By 1954 more than 200,000 were being 
bought annually. This year the market is expected to exceed 
300,000 units. Yet it’s only the beginning! And Outboard 
Marine intends to mass produce and mass merchandise chain 
saws to keep pace with this expanding market! 
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1954 1957 


To meet the challenges of this mushrooming market 
Outboard Marine presents the woods-tested Pioneer! Thou- 
sands of Pioneer chain saws have been sold in the United 
States and Canada... they have rendered excellent service 
and many are still in use. Before Outboard Marine under- 
took to market it, Pioneer had to pass the roughest tests we 
could devise ... yet it sat up and begged for more. It’s built 
to take it for years... every detail ... for any cutting job, 
big or small! In quality and performance Pioneer doesn’t 
have to take a back seat to any chain saw. 


1950 


That’s why Pioneer in the United States will be sold by a 
new, full-fledged, autonomous division of Outboard Marine 
on an equal plane with Johnson, Evinrude, Lawn-Boy! 


WE'RE SELLING DIRECT FACTORY-TO-DEALER 


Every product of Outboard Marine is distributed in the most 
efficient manner possible. In the case of Pioneer, direct 
factory-to-dealer distribution answers the problems. Due to 
the natural efficiency of this type of distribution, great sav- 
ings are possible within a competitive price structure... 
savings that allow greater dealer margin (which we believe 
essential to his, and our, success) and at the same time leave 
a greater amount of funds for promotional activities. 


We offer more margin to dealers... plus full-scale pro- 
motion and merchandising support But there’s more 
profit in a chain saw sale than the initial purchase! Field 
studies show that each original purchase of a saw leads to 
sales of 2% replacement and auxiliary chains and 1% bars. 
Service and replacement parts are also an inherent part of 
the business. Imaginative dealers will take advantage of this 
to profit from the high-margin and fast turnover offered. 
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Profits from an average operation can be very rewarding due 
to Pioneer’s high margin and ease of sale . . . because pros- 
pective Pioneer customers are everywhere. 


Anyone who builds, or maintains buildings, anyone who 
owns land with trees on it, people who own farms... 
campers, people who “rough it” want and need chain 
saws. And these are in addition to the regular, big market 
of timber cutters. 


And the growth thus far in chain saws is only the introduc- 
tory phase ... for the general public through association 
and advertising has become acutely aware of the advantages 
offered to the casual user. 


SERVICING IS A SIMPLE, HIGH-PROFIT 
PART OF CHAIN SAW BUSINESS 


A successful chain saw dealer can expect to increase his 
sales gross 142 times through servicing the chain saws he 
sells. From the incidental chain saw repair work his facili- 
ties attract he may increase this figure substantially. 


While service volume initially may not support a depart- 
ment, the profit awaiting the chain saw repair station should 
spur the dealer to prepare the groundwork for his own 
service station. 


And this is easily done. Resourceful dealers have made 
simple service arrangements with qualified local people. 
Any lawn mower, outboard motor, and most automobile or 
implement service dealers can service the Pioneer saw. Part- 
time mechanics find routine chain saw service a profitable 
sideline. 


Parts are available from Outboard Marine Corporation’s 
new parts depot through local parts distributors all over the 
country. Qualified service centers can order direct and will 
receive prompt delivery. The factory will assist service sta- 
tions in planning and stocking a Pioneer service operation. 
Service manuals are complete and easy to follow. 


90-DAY WARRANTY ON ALL PARTS, OF COURSE! Like 
all our other products Pioneer will be backed to the hilt by 
the factory and the company. All products and parts will be 
warranted for material and workmanship, and defective 
parts will be replaced without charge. 


CHAIN SAW BUSINESS !IS EASY BUSINESS 


Unlike major appliances, big-ticket Pioneer chain saws re- 
quire no change in your method of operation, store layout, or 
service set-up. They take little space even though they’!] be 
one of your highest profit items. 


And there’s nothing mysterious or complicated about the 
chain saw business. There’s a big demand. You’ll get com- 
plete and detailed information on every phase of the business 
from us (INCLUDING “TEN DAY” SALES PLAN THAT WILL BRING 
CASH-READY CUSTOMERS INTO YOUR STORE.) You’ll get pin- 
point merchandising help and you’ll be shown exactly what 
to do to get the largest possible profits from your Pioneer 
dealership. Outboard Marine is in the chain saw business to 
be the leader in the field. 
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available for new PIONEER chain saws! 








be given full merchandising backing 


Saws, the New Companion to World-Famous 
Motors and LAWN-BOY Power Mowers 








THE CASE OF THE DISAPPEARING MARGIN! 


The squeeze is on... and that’s you, in the middle! 
Margins have not gone up... but sales costs have .. . 
and they've sky-rocketed. In some cases items you've 
been selling for years are no longer worthwhile even 
stocking because the return for your time, your store 
space, and the sales work needed is not there! Some 
experts quote the dealer's cost of handling and selling 
as high as 18%! Take 18% from average margin and 
there's very little left for your pocket. The answer is more 











high ticket, high volume items. 


Pioneer will answer this problem. Pioneer saws give 
high margins on strong prices. Everything you have to 
know (and it’s not a lot) will be provided. The inventory 
you stock will return the highest profit for your investment 
AND A LONG LINE IS NOT NEEDED .. . Pioneer's two 
models cover the needs of the field ! 


For your space, your work, and your investment, your 
best return overall will be with Pioneer ! 




















OUTBOARD MARINE'S 
FORMULA FOR SUCCESS! 


The same formula that has made Johnson, 
Evinrude, and Lawn-Boy the leading products in 
their fields is being used to assure the success of 
Pioneer. That formula is: 


® The most efficient distribution system for 
the product... 


® Powerfully effective pin-point merchan- 
dising... 


® The right National Advertising that gets to 
the people who buy... 


® Local Dealers Complete the Chain... 


®But most important of all in dealers’ 
success is this: OUTBOARD MARINE 
CORPORATION'S REPUTATION FOR FAIR 
DEALING WITH ITS DEALERS! 
Anyone who buys, uses or sells a product of 
Outboard Marine can depend on the complete 
backing and support of one of America’s most 
dynamic, forward-looking companies. 
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THE PIONEER LINE...MADE TO SELL! 


work-tested, vaiue proved, sales leader ! 








NEW PIONEER RA... 
toughest, best-engineered 
lightweight chain saw. Direct 


drive . . cuts faster and 
smoother. Built to last longer, 
work harder. Precisely bal- 


anced and operator-designed. 


BIG PIONEER JB... 
built for fast, heavy work 
under tough production con- 
ditions. Plenty of power, light 
in weight, neatly balanced. rs 
Simple to operate, quick to ce < 
start, built to handle easily. 











NOW IT’S UP TO YOU! ff you've read this policy statement carefully 
you know the basic problems and answers of the chain saw business. You know how Outboard 
Marine intends to make Pioneer the leading chain saw of the country. NOW! Write to Pioneer Saws, 
Dept. 511, Waukegan, Ill. Detailed information will be sent you immediately. 





IONEER @ 


Pioneer Saws, a Division of Outboard Marine Corporation 












UNITED STATES SECRET SERVICE 
TREASURY DEPARTMENT SERIES 1950A 
NEW COUNTERFEIT $S FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF CHICAGO, ILLINOIS 








 enionag LETTER ANO 
FACE PLATE NUMBER: N183 





BACK PLATE NUMBER: 2240 














This note is printed on one sheet of good grade bond paper. No 
attempt was made to simulate the red and blue fibers. The face of 
the note is printed in a lighter shade of black than on genuine cur- 
rency. The serial numbers and Treasury Seal are printed in a very 
light shade of blue-green. The back of the note is printed in a green 


that favors yellow. The serial numbers have the wrong prefix letter Appeeres: 9-14-56 


Des Plaines, Illinois 


*L” instead of “G" for the Federal Reserve District of Chicago. SS No. 1562 
This note should not deceive persons familiar with United States (Card No. 344) 
currency. 


Counterfeit Money . . . . Watch for it 















Here is the latest information 


on new counterfeit bills as re- 
ported by the U. S. Secret Ser- 
vice. Train yourself and your 
sales people to study off bills so 
they know where to look for the 
identification listed below. After 
a little practice you will be able 
to check bills quickly and un- 
obtrusively without effending 
the customer. These pages can 
be filed for frequent review of 


counterfeit bills. 





UNITED STATES SECRET SERVICE 


NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF SAN FRANCISCO, CALIFORNIA 


~/ 









A 





THE UNITED ST OF AMERICA 
00000000 











This note is printed on one sheet of paper that is noticeably too 
thick. No attempt was made to simulate the red and blue fibers. 
The entire note has a coarse appearance. The portrait is gray with 
excessive amounts of solid black in the areas surrounding the eyes. 
The outlines of the serial numbers are irregular. This note should 
not deceive anyone familiar with United States currency. 





TREASURY OLPARTMENT SERIES 1950A 


{ CHECK LETTER ANO 
—~~ » + De ae. eer eee ee Ore FD Own ~~ FACE PLATE NUMBER: E249 


BACK PLATE NUMBER: 1303 


Appecred: 7-2-56 
Hong Kong 

SS No. 1559 
(Card No. 342) 





























UNIT? STATES SECRET SERVICE 


DEPARTMENT SERIES 1950A 


TRE ASURY 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF CHICAGO, ILLINOIS 














CHECK LETTER AND 
FACE PLATE NUMBER: 


BACK PLATE NUMBER: 














This note is printed on one sheet of paper. No attempt was made 


to simulate the red and blue fibers. The serial number represents a Appeored: 12-7-56 
star note. Most of Jackson's hair to the observer's left is white and Chicago, III. 

void of any detail lines. The back of the note is flat and chalky in SS No. 1573 
Gppearance. Notes of this type should not deceive anyone familiar (Card No. 349) 


with United States currency. 


























HARDWARE AGE, MAY 23, 1957 











* Easy to change * Constant tension 
blades. on blades. 


* Wing nut adjustment that can mean more sales! 


Gensco Bushman Bow Saws 


Ever hear of a wing nut that could increase sales? 

Well, Gensco has one and it’s the latest addition to their top quality, long line of 
Gensco Bushman Bow Saws. Real profit maker for you, too! Customers will go for 
the split-second blade changing, the simplicity of blade tension adjustment. 


If you’re interested in greater bow saw sales ask your jobber about Gensco Bushman 
Bow Saws... they’re the finest. 


GENSCO has the most complete line of BOW SAWS and BLADES! 


ote ee Ne 


21” All-purpose saw 24” Camper's saw 30” and 36” saw 








42” and 48” Adjustable saw 30” and 36” Miner's saw 
Extended handles in 30”-36”-42” and 48” 


Seven different top quality BLADES to sell and feature. 
Ask your jobber today about the BIG Gensco Bushman Bow Saw line. 


: a division of 


GENSCO TOOLS 3 GENERAL STEEL WAREHOUSE CO., Inc. 


; 1802 North Kostner Avenue 
® - Chicago 39, Illinois 
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MAKE THESE SIMPLE 
MISTAKES IN MERCHANDISING? 


A recent Hardware Stores survey revealed why 
some stores make more money than others. What 
did they find? Well, here are a few profit-wasting 
errors some overlook. Check your own store habits 

agoinst these and see how you rate. r 
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Notice that these merchandising plusses 
COST NOTHING TO INSTALL—just a 
slight change will help increase sales. 


Eagle's Merchandising Counselors are always at your service. 
They'll be glad to aid you in tapping your hidden sources of 
profit. Phone your local Eagle wholesaler now—or write to us for 
name of the nearest one. There is no obligation, of course, for 


this FREE service. 











) =. SOLD THROUGH 
. = WHOLESALERS 
bo. ec Pee See ate ON LY 
EAGLE ELECTRIC MANUFACTURING CO., INC. 
LONG ISLAND CITY 1 * NEW YORK 
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You just can’t get away 
from hardware stores 





(Continued from page 63) 


These observations are the result 
of our trip to Europe. Naturally, 
after so hurried a trip in the role 
of tourist only, I don’t qualify as 
an expert on European affairs. 
Throughout our sightseeing, how- 
ever, I made a special effort to 
pick up some information on the 
hardware business and economic 
conditions in general. 

Last summer, my wife and I 
spent six wonderful weeks in 
Europe, traveling by car through 
Germany, Switzerland, Italy, 
France, Luxembourg, Belgium, En- 
gland, and Ireland. We _ were 
thrilled by matchless scenery and 
hair-raising mountain roads, awed 
by the beauty of architecture and 
stupendous collections of art trea- 
sures, and everywhere impressed 
by the contrasts between the Old 
Countries and our own. 


Big trucks and small cars 


With some exceptions, Europe is 
a fine place to live and a lively, 
busy place. 

In most places great strides have 
been made in rebuilding what was 
destroyed by bombs, and, to the 
casual tourist eye, the Europeans 
seem to be doing very well. 

There are thousands of cars 
(pint size), trucks (king size), and 
scooters and bicycles in numbers 
beyond belief. 

The whole family rides the 
scooter. It is not at all an uncom- 
mon sight to see a vacationing 
family, Papa and Mama and two 
bambinos, plus camping gear, mak- 
ing good time on the Alpine roads. 

An Italian in Rome told me that 
Lambretti, the scooter manufac- 
turer, is one of the richest men in 
Europe. 

I found that the average police- 
man, clerk, etc., makes around $100 
to $130 a month. This seems low, 
but would probably support a: 
standard of living costing twice 
that much here. 

Food seems to be plentiful every- 
where, and compared to our prices, 
cheap. 

in a poor section of Paris we 
saw a delicatessen with a display of 
fruits, meats, fish, fowl, and the 
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With ‘ ‘Sheffield Serv-a- bolt Department You 
Dispense Bolts Without Moving The Carton 


These trim, sturdy dispenser-end cartons “serve” bolts without 
fuss or fumble. They open and close with finger flick ease. They’re 
particularly handy in stocking the larger bolts because you take 
out the bolts without moving the heavy cartons or disturbing 
their orderly array on your shelf. 


It’s the modern, trouble-free way to inventory, merchandise and 
sell bolts and nuts. 


The Sheffield Line Is A Full Bolt Line 


From one source, you can stock a wide enough range of Sheffield 
bolts and nuts to meet all of your customer’s needs. The Sheffield 
Line is complete and fully dependable... because Sheffield con- 


SHEFFIELD trols quality from steelmaking to finished product...and you 


get fast service from strategic locations. 








Camco. 
We Make Your store “The bolt headquarters” that has the right 


bolts when your customers need them. Next time order from 


Bolt Products “The Full Sheffield Line.” 





SHEFFIELD DIVISION ARMCO STEEL CORPORATION  sHEFFIELD PLANTS: HOUSTON ® KANSAS CITY ® TULSA 









MAKERS OF QUALITY 
BOLT PRODUCTS 
SINCE 1888 
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ONE GREAT LINE 


HAS EVERYTHING 
IT TAKES 


to speed up scale sales, 


to step up scale profits! 


only one nationally-advertised bath scale 
offers high styling and guaranteed performance 
with economy pricing 


... It’s Counselor’s Value Leader— 
just $6.95 


there’s only one bath scale with a 
lighted dial 
. . It’s Counselor’s Star-Lite— 
just $9.95 


only one scale has utility handle, modern 
styling, plus price appeal 
... It’s Counselor’s Coronet Deluxe— 4 
just $8.95 “| 
only one bath scale line has trim slim 
silhouette in all models 


... It’s Counselor, only 15%” high { 








only one manufacturer offers a national 
consumer promotion this spring 


... It’s Counselor 


Any consumer buying any model 
Counselor bath scale is entitled 
to save $3.00 on regular $5.95 
Dixie Craft bath mat and cover. 





FOR EVERTHING YOU NEED 
IN BATH SCALES, IT’S 


CouNsELOoR 


SEE YOUR JOBBER OR WRITE 
The Brearley Company, Rockord, Ill. 
World's Largest Producer of Bath Scales 


ever-present cheese that would do 
credit to our finest grocery stores. 

In Geneva we had a four-course 
filet mignon dinner, with wine, 
served in Waldorf-Astoria style. 
Total tab for four was $9.80, in- 
cluding tip. 

In the 20 hotels we stopped at on 
our journey we found excellent ac- 
commodations with the average 
price about $7 or $8 per night 
double, sometimes including a con- 
tinental breakfast of coffee and 
rolls. 

In only two instances were our 
rooms not quite up to par, and in 
about six thousand miles of driv- 
ing through seven countries, we 
were taken only on two or three 
occasions. I think this is a better 
record than I could boast of on a 
similar trip through the good old 
U.S.A. 


One vote for the siesta 


A hardware man can have a 
wonderful time in Europe and 
learn a lot about the business. I 
think an intercontinental hardware 
association as we already have with 
Canada would be a fine instrument 
for enlightenment and peace! 

One of the finest business prac- 
tices I have seen is the European 
observance of siesta time. 

This rest period is not confined 
to southern [Italy or France, but 
Germany and even England ob- 
serve the practice. 

All merchants, big and little, 
close up for lunch and an hour or 
so of rest. 

I continually wondered how they 
keep the eager beavers from stay- 
ing open and stealing the other 
fellow’s business. 

I am going back for another 
visit as soon as my good old U.S.A. 
hardware business can afford to 
send me, and when I do I will cer- 
tainly get the formula for a 3-hour 
siesta for all of us. © End 


Population 
explosion 


The population growth of the 
U. SS. is shattering all records. 
How does this affect hardware 


| dealers? What will it do to future 


sales volume? 

Read the article, “The Amazing 
Toy Boom,” in the next issue of 
HARDWARE AGE. 
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Seen in magazines Seen on point-of-sale displays 

200,000,000 times a year When your customers see this trade-mark on 
Year after vear after vear. this trade-mark the displays, banners, decalcomanias and other 
appears in magazine advertisements—as many sales aids* in your store, they know you are sell- 
as 200,000,000 impressions annually. ing them the best. 


... and it’s the easiest glass to cut 


9 out of 10 dealers who tested the cutting quali- 
ties of some brands of sheet glass found L’O-F 
Glass easiest to cut. Make your next order L:O-F 
for easier selling and easier cutting. Libbey’ 
Owens’Ford Glass Company, 608 Madison 
Ave., Toledo 3, Ohio. 

Seen on the product *Ask your L’O:F Distributor (listed under 
So, when the customer asks for glass and gets ‘Glass’ in the Yellow Pages) to show you the 
glass with the L:O-F label on it, he has proof you printed merchandising aids available to help 


sold him the best. you sell more glass. 





LIBBEY-OWENS: FORD ... a Great Name in Glaso 
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Sign sells fertilizers 





One of the fertilizer sign boards used 
last year in the Ballard district store 
of Ernst Hardware Co. in Seattle. 


Odds and ends store sale 
can put cash in register 


When an eastern dealer found 
a large quantity of obsolete items 
in al! departments, he held an 
odds and ends sale. 

He advertised the event in a 
local newspaper, and offered items 
which had been written off stock 
lists, but which were still in the 
store. 

Part of the ad said, “It’s almost 
unbelievable—but it’s true 
you can buy at your own price. 
Select any article listed below— 
tell us what you want to pay for it 
and the article is yours.” 

Five columns of items were 
listed. One showed items valued 
up to $5. Another listed house- 
wares originally priced up _ to 
$1.50. A column of items for the 
farm, values up to $10 showed 
iong discontinued lines. 

There was also a column of odd 
items valued up to $2. 

An old coal range was offered 
for use in a summer home. 

In addition to the name your 
own price items, there were some 
specials at specified prices. 

The store attracted heavy traf- 
fic during this promotion, includ- 
ing many first-time customers. It 
benefitted by much word-of-mouth 
advertising. 

A woman who visited the store 
to look at a bargain priced alumi- 
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Operator No. 4715 


More Getty operators are sold 


For WOOD CASEMENTS or METAL CASEMENTS 


Operator No. 4706-H =| 


' 
' 
i 
i" 


than all other makes combined 


Getty No. 4715 is an inexpensive angle-drive 
worm and gear operator for residential wood 
casements. It is precision built—handsome 
in design—lubricated for a lifetime of tough 
duty—quick and easy to install (each oper- 
ator comes packaged with complete “‘do-it- 


yourself” instructions.) 












Contains 3 right- and 3 left-hand No. 4715 
Operators. Top, with selling message, 
folds back as illustrated. Ties right in 
with Operation Home Improvement. 
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Ask Your Wholesaler for These Getty Numbers or Write Us Direct Now! 


The Getty No. 4706-H Replacement Operator 
fits 95% of all metal casements made. It’s 
easy working, long wearing, available in a 
choice of bronze or aluminum lacquer fin- 
ishes—the perfect low-cost operator for light 
metal casement windows. Also packaged 
with easy-to-follow installation instructions. 


lace 

Metal » WOrn ut 
wi — 

INdow 9 ors 









Contains 3 right- and 3 left-hand No. 
4706-H Operators. These cartons remind 
your customers they can replace wornout 
operators themselves. 


& CO., INC., 3348 NORTH 10th STREET « PHILADELPHIA 40, PA. * Canadian representatives: A. N. Ormsby Co., 23 Scott St., Toronto 
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LIFE 


Clinton has a big schedule of 
advertising in the leading construction, 
transportation and maintenance 
publications. Big space advertising 

iS aimed directly at local businessmen 
in your area who buy and use 
gasoline ponnens Sqnpmeat. 
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367 Million Messages Sell 
CLINTON ENGINES To Your 


Customers During The 
Next 4 Months 


SHOULDN’T YOU BE FEATURING 
THE GASOLINE POWERED 
EQUIPMENT WITH THE ENGINE 
FOLKS ARE MORE FAMILIAR WITH 


MILLIONS WILL SEE THE 
CLINTON NAME IN AMERICA’S 
LARGEST FAMILY WEEKLIES 


Every major magazine with a million circulation or 
more will carry Clinton advertising. Prospects for 
gasoline powered equipment will read about and 
be sold on Clinton Engines. You can tie in with 
this history-making effort. Send the coupon below 
and find out how. 


36% CITIES WILL CARRY 
CLINTON ADVERTISING 
LOCALLY TO MORE MILLIONS 
This is advertising right in your local newspaper— 


right in your own neighborhood. Clinton is using 
both national and local impact to sell the gasoline 


es) powered equipment you feature. 


Clinton Machine Company 
Engine Division, Dept. B.4 
Maquoketa, lowa 


Send me complete facts about the Clinton Engine promo. 
tion and what Clinton is going to do in my area to promote 


the sale of gasoline powered equipment. 





Firm Name 





Address 





City 








| 
| 
| 
| 
7 Name 
| 


The Biggest Promotion in Gasoline Engine History 


num item bought $16 worth of 
higher grade aluminum goods. 
Slow moving enamel and paint 


'shades which the firm wanted to 
discontinue were cleaned out at 
'special prices during the odds and 
ends sale. 





White carnations were given 
each woman customer as she left 


the store. Green-dyed flowers 
were given out on St. Patrick’s 
Day. Although many women 


visited the store to get the carna- 
tions, most of them made pur- 
chases. Some big-ticket item or- 
ders were taken during the odds 
and ends sale. 


Special service helps 
build milker volume 


A year’s service, free of charge, 


‘is offered farmers by a mid-west- 


'ern hardware 
/machines 


| farmer-customer’s 


i 
} 








store on all milking 
it sells. 

The dealer sends a man to each 
place to check 
on milking machines several times 
a year. The only charges made for 
these check-ups is for new parts 
which must be installed. 

Satisfied customers tell the firm 
about friends who may be in the 
market for milking machines and 
other merchandise. 

These customer suggestions help 
the company increase its sales for 
small items as well as for big- 
ticket merchandise. 


Outside map saves time 


for staff and visitors 


A large colorful map on the 
outside of a rural area corner 
hardware store helps advertise its 


| location and directs tourists who 


|would otherwise just crowd the 


store to ask guidance to resort 
sections. 
Before the map was painted out- 


'side the store many tourists were 
_confused as to where to turn to 





get to other towns and resorts. 

A large arrow on the sign, 
which is lighted at night, shows 
the exact location of the store. 
Directions and route numbers to 
the various surrounding places 
are given on the map. 
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A rich-lookin 
Never rusts, 


1 











FITS-ALL No.5 


Grilles No. 5, 9 and S6 individually 
packed in colorful cartons. 
































FITS-ALL No. 2 


9, brilliant finish. 
tarnishes OF 








verlasting finish. 
tarnishes OF dulls. 


A bright, ¢ 


dulls. Never rusts, 


—$— 


rT | 








FITS-ALL No.9 FITS-ALL No. $6 
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i 
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Packed 
6 to Carton 


FITS-ALL NO. 1. Instantly adjustable to all 
screen doors. Accordion-like action permits ex- 
pansion from 16” to 30%,” in width between 
stiles and from 40%” to 30%,” high. Squared 
up size is 30%,” x 30%’. 12 to carton. 


FITS-ALL NO. 3. For lower section of door 
with cross-bar. Fully adjustable from 14” wide 
and 321%,” high between stiles to 25’’ wide and 
25”’ high between stiles. 12 to carton. 


FITS-ALL NO. 4. For upper section of doors. 
Adjusts from 1912”’ wide and 34” high between 
stiles to 33%’’ wide and 20%” high between 
stiles. 12 to carton. 


FITS-ALL NO. 7. Adjusts from 14” wide and 
33%"" high between stiles to 26’ wide and 26’ 


i high. Squares up at 26’ x 26’, 12 to carton. 











= 
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NU-WAY GRILLE 




















M-D MESH GRILLE 


P.O. BOX 1197 ° 








FITS-ALL No. FS 


Now Available in ... 


“a gh beautiful soft, silvery _ 
finish. Will not rust, tarnis 
or dull. 


FITS-ALL NO. 8 


Here's a graceful new grille 
that is selling like hotcakes. 
Patented style 
holder makes it easy to in- 


“flower - pot” 


stall and adjust this grille on 
nearly any standard size screen 


door. Individually packed in 


colorful carton. 


SURFACE CLAMPS 


These clamps make it 
easy to install grilles 
on the surface rather 
than between stiles 
Furnished with No. 5, 
FS, 8 and 9 grilles. 








SCREEN DOOR GRILLES 






























M-D 
Push Grille No. 4 
A graceful push 
grille 4” high for 
32” or 36” doors. 
12 to carton 


M-D 

Push Grille No. 6 
A handsome, liow- 
priced push grille 
for aluminum or 
wood doors. 12 to 
carton, 





M-D PUSH GRILLE No. 16 


A graceful addition to any door Made especially for combination 
—wood or metal—16’" high for doors. 12 to carton. 


32” or 36’’ doors. 12 to carton. 


ORDER TODAY—your order will 


receive prompt shipment. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 
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CLEAN, BRITE-PLATED 


Machine 
Bolts... 


Carriage 
Bolts... 


Stove 
Ya 


in Small, Convenient Quantities 


TO REFILL LAMSON 
BOLT TRAYS 


; > Nitti 


a 


Thousands of hardware dealers are 
today selling their bolts, nuts and 
screws in the clean, handy and con- 
venient way—by displaying them 


in custom-made LAMSON BOLT 
TRAYS and DISPLAY STANDS. 

This is “self-service” at its best— 
giving low selling cost and maxi- 
mum profit. 

But the ultimate in convenience is 
the ease with which dealers can re- 
order stock packaged as few as 10 
pieces to the carton, 

Write for packaged quantities and 
prices, or call your Lamson distribu- 
tor and he'll send you what you need. 


You cannot take traffic 








ASSORTMENTS and SIZE RANGES 
for Lamson Bolt Tray Replacement Fasteners 


3 THE . . 


A@7\ WEST BSeh STREET - CLEWELARD ©. O81 - FL ARATS AT CLEWERALRROD AnD WENEN, GRAND + Brmeernmens © 


_— 


SOW 8. SES 


Large Machine Baits 
Ye" 41" tor" 46" 


Carriage Bolts 
"41" toe" na” 


Small Machine Bolts Cap Screws 
Ye" 41" toe” x 4” Va" 4%" to Ve" 42” 
Stove Bolts—Rd. or Flat Hd. Hex Nuts 
Meo" py %" tae’ 12'r" 


“ ”" to Vo ” tap 





a 
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for granted in the store 





(Continued from page 70) 

















Self service is aided by clear bin 
and item price marking. Such items 
hard- 
binned and marked 


as plumbers’ and _ builders’ 
Ware are bulk 
with quick-change metal price clips 
for tast self 


large and 


service. Many items, 
back - up 


tocks right behind or beneath floor 


small, have 


samples. They can be loaded into 


a car or truck in a minimum of 
time. 


(hroughout the store, sale-priced 


ms are advertised by pennants 
nung on posts or on cross-wires. 
Boldiy marked, these silent sales- 
men draw traflc to all parts of the 
store. A customer buying oven- 
ware near the checkout counter can 
hardly resist investigating the 


; in the back for 


cans, regularly $2.98, just 


large sign she see 
“Waste 
$1.99.” 

Wide varieties suited to the needs 
of the area are stocked. Be it space 
heater, hip boots, camp stove, or 
gift, Lyle 
found room for it in 
(5400 sq ft) store. 
keep 
work hum- 

has been 


most delicate ceramic 


Monroe has 
his 40 x 135 ft 

Seven employees self-ser- 
credit and stock 
ming. Although traffic 
kept steady, heaviest volume is con- 
centrated and 6 p.m. 
daily and on Saturday. Each of 


four salesmen is responsible for a 


vice, 


between 4 


specific stock and floor section. The 
salesman price marks items for his 
from the Marshall - Wells 
He is trained to approach 


section 


catalog. 
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“Outpoint” 








| , # improved 


Auxiliary Rose . " Hoe” | ee ee 3 
Combination ' B = AY 


line 


Low-cost CORBIN 
The New MAYFAIR Guardian Lock Sets 
No. 240 Design , 
in wrought brass, bronze, combine truly-advanced 
RANCHO Auxiliary R ee 
uxitiary Kose construction, operation and 
Combination (can also 
be used on the square) styling that many higher- 
priced locks can’t match! For 
)example: the 3-sided latch-bolt 
retractor guide for smoother, 
more positive action; the 
super-solid inside rose plate that puts 
more metal in contact with the door; 
the fully-guided locking slide for 
Round 5%” Auxiliary Rose 
Combinations in 3 designs push-button sets that assures easy 
action and maximum strength. As 
for style-—the 2 outstanding Guardian 
The SPARTAN : : 
No. 230 Design lockset designs’and wide choice of 
(in-wrought brass, , , : , 
bronze, or aluminum) decorative trim provide rich 
styling combinations... permit 
“better-home” luxury in low-cost 
homes. Keep your builder- 
| ! ' : F customers up to date on the ever- 
d 334” A a : ; 
"hon Combination” 3 7 Cia _ * growing CORBIN Guardian 
CORONA Auxiliary 4 : ea = 4 . : . . 
Roan Shenbination —_ | a Line. Available in functions 
: | for every door in the house. 
It’s a quality lock well 
within the range of 
any home-building 
Auxiliary Handle ‘ | = a , 7 budget. 
Combination = ’ . ‘as | 
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One Key For All 
Your Windows 


(Crs 


Free 
New Displa Y 





BURGLAR-PROOF 
CYLINDER 
WINDOW LOCKS 


on your counter shows cus 
tomers at a glance how the Fraim 
window lock prevents anyone from 
opening sash. Tells 
can be. locked shut against weather 
or locked partly open 


sich Me alale eh a 


ielae lili Lilla Lani lace 
of air conditioning 
Colorful display only 


Holds 12 


Telitels 
units. 
4x6 inches. 
Keyed alike 


DIVISION OF 


locks 


ORDER FROM YOUR JOBBER 


PADLOCK and HARDWARE CoO. 
LANCASTER, PENNA. 



























with this TRANSPARENT 


(PA) 








Today’s BEST Lawn Roller... 


it pays to sell your customers a quality 
DUNHAM Roller. Heavy gouge steel 
throughout, rounded drum edges, Oilite 
bearings, self-cleaning, use either 
woter or sand. Ask your jobber for 
DUNHAM Rollers. 





@ EYE-APPEALING 





@ BUY-APPEALING | 
@ PREPRICED 2 FOR 15c | 


Step up unit sales with the self-serv- 
ice “Can’t-Miss” 2 PAC. This con- 
venient, transporent package is a 
proven, “sure-fire” traffic stopper. 






Manufactured by 


OHIO MACHINE PRODUCTS, INC. 





COLUMBUS, OHIO 


Sales Representatives 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 






























RS ya 














Plumbing fittings section shows neat 
arrangement of bins each of which 
has plain price and size markings. 


customers in his section when he 
sees that they need clerk service. 
And he is well trained in the arts 
of tie-in and step-up sales. 


Inside story helps firm 
make account collections 


An Indiana dealer uses a spe- 
cial envelope slightly smaller than 
regular business’ envelopes 
collection reminders. The smaller 
envelope can be put into the firm’s 
regular mailing envelopes without 
folding. 


as 


On the outer side of the envel- 
ope flap is printed the message, 
“Our story is inside.” 

The inside surface of the large 
flap just below the gummed edge 
has a courteous collection letter 
with the heading, “Our inside 
story.” 

The message to the customer 
goes on to say, “One of our ideas 
about being in business is to be 
as helpful as we can to our cus- 
tomers. 

“We help them plan their buy- 
ing—help them get fair prices— 
and even help them pay their bills 
by sending them handy return 
envelopes like this one. 

“Wont you slip your check into 
this envelope to balance your ac- 
count, and help us with our col- 
lections? Thank you.” 

Under the flap when it is sealed 
is printed a small ledger design 
headed “‘Memo statement of your 
account.” The words balance due 


_ next to a blank call attention to 


the amount the customer owes. 
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Builders, carpenters and homeowners will be asking you for 


RUSTPROOF, STAINPROOF 


ALCOA ALUMINUM NAILS —S_ 


Nobody wants to see a good job ruined by “‘nail- 
pox’’—that common construction disease that re- 
sults when rusty nails rear their ruinous heads. 

Alcoa is calling this problem to the attention of 
builders and consumers through a continuing pro- 
gram of national and trade paper advertising. 
These advertisements tell nail customers about the 
advantages of Alcoa® Aluminum Nails. And they 
suggest you as the local source of supply. 

Through the facilities of Macklanburg-Duncan 
Co., and leading national distributors, you can 
order a stock of Alcoa Aluminum Nails... now 
packaged in a new and popular manner. The pack- 
ages are designed to hold just the right number of 
nails to do a specific job. Every size and type 
you'll be asked for is packaged in this way! 

And there are ten different types of nails to han- 


dle every kind of nailing job—each in a full | 
range of sizes. 

Be ready for the rush of requests when they 
start coming. Order your stock of Alcoa Aluminum 
Nails now. Aluminum Company of America, 
2268-E Alcoa Building, Pittsburgh 19, Pa. 


i Your Guide to 
the Best in 


Aluminum Value 


ALCOA ©. 
ALU AAINU AA 


NAILS * 


si. uerlieue COMFraeaHY OF AMERICA 


- 
Ret sua 


THE ALCOA HOUR 
TELEVISION S FINEST LIVE DRAMA 
ALTERNATE SUNDAY EVENINGS 





ite ne SES aout Be abi SRR OSS 


Alcoa Aluminum Nails and Fasteners are available nationally through Macklanburg- 
Duncan Co., Oklahoma City, Okla., and leading wholesalers of other Alcoa products. 
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Problems you meet when 
you manage your store 








(Continued from page 72) 










Chances of survival are excellent 
if the dealer forgets his fears and 
starts becoming a merchant. 




























Question: 

What about volume sales? Does 
the average hardware dealer have 
a better opportunity for volume 
sales than he had 10 or 20 years 
ago? 

Answer: 

Yes. Opportunities are greater 
today. 

National brand name advertising 
and emphasis on attractive store 
fronts and interiors are major fac- 
tors that make this true. Another 
important item in boosting sales is 
impulse selling. 

Stock control, awareness of in- 
ventory and better buying methods 
are other tools used by dealers to 
boost volume. This adjusts sup- 
plies to seasonal and other de- 
mands, thus increasing the poten- 
tial maximum sales. 





Display and Feature Question: 


How much should | know about 
DIE ? Z Answer: 


Plenty. 
DIETZ Odorless COMET Kerosene Lanterns Learn what it is doing with fix- 


tures, displays, advertising. How 


my competition? 










Lantern Fuel For the big selling days ahead about layout? How does it compare 
and | nit r with yours? | | : 
g . What about lighting? Is it more 





Now is the time when all America heads for effective? 
the great outdoors. And that means a big de- 
mand for portable, long-burning Dietz Comet 
kerosene lanterns. There’s nothing more con- 






Prepared es- 
pecially for the 
Comet Lan- 
tern; also can 






How is the window? 
Which traffic does your competi- 











; . . . . i = ‘ . > i * a 
he used far venient for cottages, camping, hunting, fishing, tor draw? Can you get this traffic? 
lamps, port- boating or picnics. Nothing more in vogue for If you can get it, are you getting 
able kerosene patio and lawn parties. And nothing handier as much from it as your competi- 
stoves, outdoor when summer and fall storms knock out power toy Cag a ge ne 
cooking equip- lines tor seems to get? More: sess ! 






What are the reasons? 
These are a few of the questions 


ment, char- 


coal. Burns with a bright, BE PREPARED. Stock up NOW. You'll get a 











clear flame. No storage haz- complete merchandising kit, too: newspaper ad ‘ol k "Wf 

4 . 4% o> y ~< . a ¥ y ¢ S , > “< .) a , 

ards. Twenty-four eye-catch- —_— mats, electros, envelope stuffers, point-of-sale FOU. RUG: sek Pour aes 

ing 16-oz. cans to the package. display material. See or write your jobber for know all the answers you know 
ORDER YOUR SUPPLY NOW! complete information. your competitor. 











Question: 


How can a small dealer attract 


Cc Oo M PA N 7 maximum traffic without boosting 


expenses too much? 











Answer: 





108 Leavenworth Ave., Syracuse, N. Y. 






Contests and special promotions 
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Red Teggs Merchandising Tips: 


This label will help you build 
a bigger fence business! 


Be sure to display it 
where everybody entering 
your store will see it! 


Lam yancs J ; . < The familiar Cyclone “Red Tag” 
So 2 one of the most convincing points 
you can use when talking fence to a 
home owner. For here is a label that 
says at a glance that behind the 
product are the vast resources of the 
world’s largest producer of steel. 

That’s why it will pay you hand- 
somely to always keep a roll or two 
of Cyclone Lawn Fence out in front 
where it will catch the eyes of pros- 
pective customers. Arrange the dis- 
play so the famous Red Tag stands 
out for all to see. 

When you sell Cyclone Lawn 
Fence, you can be sure purchasers 
will be completely satisfied. It is 
easier to handle. It retains its good 
looks years longer. And you can 
point out the reasons why, so they 
can see and feel the difference for 
themselves. Furthermore, you can 
give each customer a free illustrated 
folder which shows him exactly how 
to erect his new fence. 

Available in both woven and 
welded, and in single and double 
loop styles . . . in heights of 36, 42, 
and 48 inches. You can also offer 

matching Gates, as well as Flower 
shows and tells them ex- | | ie oak Bed Border and Trellis. Better call 
actly how to erect their 3 a Bite id Z ach ob eat AG e your Cyclone jobber today. 
Cyclone Lawn Fence. ale ; 


When you order fence, te!! 


ELM 





—_n Snes & orragtmenr 


——_——— 


FREE ERECTION FOLDER =e 


() oe oer 
FOR YOUR CUSTOMERS | ‘ CYCLONE 





Pras ~~ a 


This little pocket-size fold- 
er is available in quantity 
for free distribution by you 
to your fence prospects. It 


ww ~" ” 
~ - z= -' 
AIAN ee - sree nei a to! > x 


| io a 
a ad 


ewes * per ae how many | | ~ wer Sap | CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
you li need, 


WAUKEGAN, ILLINOIS—SALES OFFICES COAST-TO-COAST—UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

















USS CYCLONE:ped 709 
HARDWARE PRODUCTS 


€ scr nee s. BASKE NCE | 
m - H-ALL N FEN brie 
onre- Alumine \ cm Separate Welds ne oven of Welded te 
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Galvanites Br 
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Atlas 





PEG BOARD MERCHANDISER 






» «+ FOR ATLAS 15¢ PACKS OF 


a] i) 3] <a] oil be 
Biase 


, ic a 
& 
a 
&, 


Size: 11° x7” x 2”. Holds 30 boxes 
at a time. Easy to refill.: All Atlas 
Ye Ib. packages fit this rack. 


PRE-PRICED, PRE-PACKED— 
JUST HANG IT ON THE WALL AND WATCH THEM SELL. 
Here’s a neat, modern dispenser that keeps your stock in order, 


—and right at customers’ fingertips! It’s a great item to speed 
turnover, build profits, cut sales costs. 





FREE OFFER 


Order 90 Atlas 1% lb. packages—30 each of 3 fast-moving items. 
Get a “Handy-Dandy” Merchandiser FREE. Remember, these 
are full 1% lb. packages—not just 1 oz. or even less. 

Refills of any Atlas “ Ib. package available in unit of 10 boxes. 


TURN A PRETTY PROFIT! 





Total Retail Value (90 pkgs. @ 15¢) $13.50 
Your Cost 8.10 
Your Profit $5.40 


Order one today! Shipping weight 12 lbs. 
— 90 packages with display. 











TACK 
CORP. 





digs Atla 
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FAIRHAVEN, MASS. ® HENDERSON, KY. 





are sound traffic builders, but at- 
tractive sales-wise displays coupled 
with effective store layout help in- 
erease sales. Peep holes and ques- 
tion marks in the window to build 
up new products, or a contest to 
guess the number of pennies in a 
fish bowl are tried and true traffic 
builders. 

Sales promotion efforts backed by 
suppliers are also very effective. A 
little imagination can build traffic 
for the small dealer at a very low 
cost. 


Question: 

When prices are on the rise, how 
can a retailer maintain, or increase 
his sales level? 

Answer: 

Many merchants think of price, 
rather than value and service, as 
an appeal. 

The important thing is to build 
confidence in a store and cause cus- 
tomers to recognize the retailer as 
a friend, regardless of price rises 
or drops. 

The dealer should caution con- 
sumers to buy only what they need. 
He should convince them not to be 
stampeded into buying for price 
alone. When prices fall a similar 
approach is good. Both build good 
will and lasting patronage. 


Two-quality displays 
sell electric supplies 


When a customer goes into a 
mid-western store to buy electrical 
sundries he sees a number of large 
hinged panels showing these items 
in two grades. These white back- 
ground panels help customers who 
do not know the names of items 
they want. 

By showing the highest quality 
and the lowest priced number next 
to it, the firm sells more of the 
quality items. 

Each of 11 panels swings out to 
reveal stock drawers with supplies 
shown to match samples on the 
front. 

Charts and simple diagrams 
which show how to install electrical 
items are posted on the inner side 
of these display panels. Salesmen 
swing open these panels when cus- 
tomers want to know how to in- 
stall items such as_ three-way 
switches, two-way switches or how 
to do wiring jobs. 
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AVAgA det Ss 
Master PADIIGHS 


Don’t be caught short . . . vacations and travel mean 
profitable padlock business for the dealer who has 
a good assortment — well displayed! Tie-in Master 
Padlocks with displays of sporting goods, tackle 
boxes, bicycles and other vacation-time purchases 
that need protection. 


Use this handy order blank to get your Master stocks 
in shape for summer business. Fill it in and mail to 
your wholesaler, or hold until the salesman calls. 


Name of Wholesaler 


PLEASE SEND THE FOLLOWING: 














































































































YOUR NAME ............ 


ADDRESS .. 


LL 


Master Jock Company. Milwaukee 45, Wis. ¢ World's Largest Padlock Manufacturers 
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when 
you 
display 
them 


TURNBUCKLES 
FLOOR 
MERCHANDISER 
Unit K-1: 

Your Cost —$69.07* 
Your Profit—$34.53 



































TURNBUCKLES 
COUNTER 
MERCHANDISER 
Unit K-2: 

Your Cost —$19.92* 
Your Profit—$13.28 


WASHINGTON 


NEWS 




























OR 


PACKAGED 
IN 
SELF-SERVICE 
BAGS 


A complete line of over 85 
fixtures also available from 
open stock. 







* Prices slightly higher west of Rockies. 






ORDER FROM YOUR WHOLESALER 


urabercledes 


TURNBUCKLES, INC. 






INDIANA 
MICHIGAN 


MICHIGAN CITY, 
GRAND BEACH, 


ep Gk kK B 





FACTORY: 





“One good turn (buckle) deserves another” 
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(Continued from page 10) 


Need help? Many persons are 
looking for part-time jobs 

Need help in your store? 

There are many persons looking 
for part-time jobs in addition to 
their regular full-time job, accord- 
ing to the Census Bureau. 

In the past six years the num- 
ber of persons holding two or more 
jobs at once has nearly doubled, the 
Census Bureau reports. The trend 
is toward multiple job-holding. 

Many workers take their second 
job in wholesaling or retailing, ac- 
cording to the government. 

One out of four of these persons 
works part-time in wholesaling or 
retailing. 

Married men make up the larg- 
est number of persons holding 
more than one job. One out of 13 
married men holds down a second 
part-time job, the Census Bureau 
reports. 


Congress asked to eliminate 
some reports you must file 

Some of your paper work may 
be cut down. 

The Department of Health, Ed- 
ucation and Welfare made the pro- 
posal. It asks Congress to pass a 
bill eliminating the need to file de- 
tailed quarterly reports on Social 
Security taxes withheld from work- 
ers’ earnings. 

Instead, the government would 
get the information from income 
tax withholding reports. 


FHA is considering proposal 
to draw new mortgage money 


A plan to attract new money into 
the mortgage market is being con- 
sidered by the Federal Housing 
Administration. 

The plan, still in the talk stage, 
would permit persons to invest in 
bonds secured by mortgages in- 
sured by FHA. 

Bringing more money into the 
mortgage market is one way of 
perking up new home construction. 

(Resume reading on page 11) 


FISHING EQU 








ev 


IPMENT 


Fishermen of every type have long 
regarded Old Pal as high quality equip- 
ment they can rely on; equipment that 
will give them years of enjoyable, 
trouble-free use. 

Dealers have found Old Pal to be a 
best seller, year after year. The Old Pal 
name brings new customers in... 
keeps old customers coming back. 


Favorites 


No. 370 
Plastic 
Tackle Kit 


Ideal for spin 
. * BE PS fishing. Features 

a ) cent ios two clear plastic 
hinged lids with positive locks that open indi- 
vidually. Lures are clearly visible at all times. 
New style piano type hinge guards against 
breakage. Equipped with belt loop. Sixteen 
compartments. 


No. 10 Kidney 
Shape Bait Box 
Heavy gauge, one-piece . 
steel body. Hinged steel Pg 
lid. Green enamel finish. 
Belt loop fastens without | 
opening belt. 





No. 15-10 GF 
Minnow Bucket 


Galvanized, floating model. 
Two-Piece, Round, Perfo- 
rated Inner Pail. Comfort- 
able, full-size wood grip on 
Y handle. Positive acting 
clasp locks lid tightly. 
10-qt. capacity. 


No. 10F Air 
Feeder Bucket 


Round; solid fiber cover. 
Strong, welded steel wire 
frame. 10-qt. capacity. 





a No. A6S Galvanized 

;s Wading Minnow Can 
S Oval shape; galvanized 
steel body. Deep drawn, 
perforated lid with con- 
venient handle. Equipped 
with 48’’ adjustable 
shoulder strap. 2-qt. 
capacity. 


Order your profit-building OLD PAL Fishing 
Equipment from your wholesaler, now! 


Write for complete catalog 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America 


Lititz, Pa. « Pascagoula, Miss. + Niagara Falls, Can. 
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EVERYBODY NEEDS ONE! 


Lenk 


FIRE EXTINGUISHER 
$189 


LIST 





INSTANT | 













, eo 


FOR ALL TYPES 
OF FIRES 





aie 
e 





WALL BRACKET 
INCLUDED 
at no extra cost 



















Full 16 oz. Capacity 





Can be used over 
and over again. This 
is nof a one time 
extinguisher . . . 





FIRE 
EXTINGUISHER 


: . . 








Pressurized Spray for ion ” 
A F FIRE, 
INSTANT ACTION yee 
ELECTRICAL, OIL AND GREASF 
KEEP IN: HOME, OFFICE 
MODEL No. 72 BOAT, CAMP, AUTO: 


PACKED 24 to CASE 
33 Ibs. per case 








= THE Lenk pride 


FRANKLIN, KENTUCKY 


ORDER FROM 
YOUR JOBBER 


HARDWARE AGE, MAY 23, 1957 





Sell best 
what 
customers 


want most — 


fast-selling home-freezing container 


3 popular sizes 


QUART 


1% PINT 


Same lid fits all 3! 


Customers ask for 


VAPOCAN 


in the 
handy 
blue 


package ; 7 
i 
Call your distributor, or write 


CONTAINER CORPORATION 
OF AMERICA (301.35 S. 
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Convention Calendar 


1957 


1958 


$$$ 





conventions 


shows 


conferences 





























r complete details about the conve n 3 DY G c “ . 
the alphabetical listing following th ick ~k t 
1957 July 
June | | Retail Hardware Assn 
2-4 Ace Hardware Corp. Summer . etal Bae Da wi 
: 8.|2 onal Housewar Exhibit, A 
Convention & Toy Show . 
| tic City 
13-15 Texas Hardware Boosters Club & 22-26 West Coast H S 
Texas Wholesale Hardware Assn. S Francisco 
Conventions, San Antonio A . 
7 | Bes ugus 
18-20 Industrial Supply Convention, San ’ — 
Francisco we Gitt Show, San Franc 
: | ef eee : 11-14 Gitt Show, Portland, O 
30-July 4 Second International House- 18-21 Gift Show. Seattle 
wares Show, New York 25-27 Gitt Show, Spokane 


Convention Check List 

















National Events 


Industrial Supply Convention, June 


18-20, at San Francisco, Calif. At- 
tendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for National Industrial 
Distributors Assn. and Southern In- 
dustrial Distributors’ Assn. Spon- 
sored by ASMMA, W. B. Thomas, 
Hunter-Thomas Associates, 2130 
Keith, Bldg., Cleveland 15, Ohio, 
business manager; NIAD, 1900 
Arch St., Philadelphia 3, Pa., Rob- 
ert C. Fernley, executive secretary; 
SIDA, 712 Volunteer Bldg., Atlanta, 
Ga., E. L. Pugh, secretary-treasurer. 


National Housewares Exhibit, July 


8-12, Convention Hall, Atlantic City, 
N. J. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 


gress, July 7-11. Statler - Hilton 
Hotel, Dallas, Texas. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


Second International Housewares 


Show, June 30-July 4, at the Colli- 
seum, New York, N. Y. Sponsored 
by Orkin Expositions Management, 
19 W. 44th St., New York 36, N. Y. 





Regional Events 


Ace Hardware Corp. Summer Conven- 


tion & Toy Show, June 2-4, at the 
company warehouse, 2355 S. Blue 
Island Ave., Chicago 8, III. 


Gift Shows: San Francisco, Calif., in 


Civic Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
Hotels and Western Merchandise 
Mart, Aug. 4-7. Portland, Ore., in 
Portland Public Auditorium and 
Plaza and Benson Hotels, Aug. 11- 
14; Seattle, Weash., in Civic Audi- 
torilum, Olympic and New Wash- 
ington Hotels and Terminal Sales 
building, Aug. 18-21; Spokane, 
Wash., in Davenport Hotel, Aug. 
25-27. Western Merchandise Ex- 
hivitors Assn., Kay Leber, show 
manager, 1355 Market St., San 
Francisco 3, Calif. 


West Coast Housewares Show, July 


22-26, at Western Merchandise 
Mart, San Francisco, Calif. Spon- 
sored by Western Housewares 
Asn., Western Merchandise Mart. 
1855 Market St., San Francisco 3. 


State Events 


Texas Wholesale Hardware Assn. and 


Texas Boosters Club Annual Con- 
ventions, June 13-15, San Antonio. 
Howard Weddington, 1327 National 
City Bldg., Dallas 1. 
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you’re on the right track 
with the TEMCO line! 


corte oer 































GAS BECOMES AM a 
ERICA’S NO os 

, FOR H - 1 FUEL 

4. OME HEATING IN 1956! 


SET NEW RECorRps! 


ROOM HEATERS 


WALL 
HEATERS 
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= , = WARM AIR FURNACES 
WITH COMBINATION 
AIR CONDITIONING 































































The Temco Sales Express con- 
tinues to pick up speed! 

In 1956, thanks to increasing 
availability, gas became the na- 
tion’s No. 1 fuel for home heating, 
and Temco sales reached a new 
high. 

Down the track lies an even 
brighter future. Some of the 
mileposts ahead: 

@ An estimated 15% increase in 


1957 for LP gas. 


@4 million additional homes to 





be heated with gas in the next 
4 years. 


e $7.3 billion, 4-year natural gas 
expansion program. 
® Gas appliance sales of 300 mil- 

lion units by 1974. 

Yes, you’re on the right track 
with Temco. For Temco is pow- 
ered for the future — powered 
to design, produce, and help you 
sell more and better gas heating 
appliances. 

Make 1957 your year to turn to 
Temco. 











e@eee@ee7see~eege~sdgeoseeeses ® 
~ & TEMCO, Inc., Department C-143 
: Nashville 9, Tenn. @ 
te Please send me complete information about ©@ 
NASHVILLE 9, TENNESSEE @ the complete line of Temco gas heating ap- 
pliances. bod 
@ & 
y o. fe Name 
Gas Heating Specialists 
: Firm Name e 
for the Natron G Address ad 
° © , 
City. Zone State ad 
® e 
@eees7s8gsegessse$@eseese?¢ecsees se 
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stream would be directed over the 
edge of the sink. Head can also be 






WHAT'S NEW 


@ For more information on these products and services 
use free post card on page 101. 



















Screen, storm door latch set 
The Chesler Contemporary screen 
and storm door latch set is avail- 
able in a smart 2-tone finish. The 
handle is in polished chrome and 
the escutcheon in satin bronze. 


(Continued from page 15) 



























reversed so unit becomes a drink- 
ing fountain. Water flow is auto- 
matically reduced when head is re- 
versed to drinking position. Water- 
bury Mfg. Co. Div., Chase Brass & 
Copper Co. 


For more data circle No. 18 on postcard, p. 10! 


This push pull latch is for wooden 
and aluminum doors and is 
assembled and self adjusting for 
fast installation. 
bronze, 


pre- 


Also comes in 


brass, aluminum -=s_ and 





Solid brass tree sprayer 

Here is a handy tree 
that will spray trees up to 30 ft 
high. The Redimix sprayer handles 
all soultions or chemicals that are 
mixed with water. This unit is 
solid brass with 100 percent neo- 
prene tubing. It sprays on both in 


boxes 
carrying and 
hardwood 


that fold 
storage. Matching 
balls and mallets are 
colored and stakes are striped. One 
set for four players sells for $5.50. 
The same set for six players sells 
for $7.50. Both come six sets to a 
carton. The same set with a lawn 
rack comes one to carton and re- 
tails at $10. Withington. 

For more data circle No. 14 on postcard, p. 101 


display up for 


sprayer 





chrome. Packed in skin packs and 
boxes. J. Chesler & Sons. 


For more data circle No. 16 on postcard, p. 1061 





Children's rocking horse 

Parents will be interested in this 
Toddlers Bronce that stands only 4 
in. from the floor. The hand grip 







Gun tacker safety device 

The Arrow all-purpose T-50 au- 
tomatic gun tacker has a new 
safety device. The device is a 
spring steel catch mechanism for 
the pusher rod that locks the rod 
firmly so that it cannot accident- 
ly be dislodged. The mechanism 
won’t permit the pusher rod to 
dislodge in a workman’s pocket 
or if dropped even from extreme 
heights. Arrow Fastener Co. 
For more data circle No. 17 on postcard, p. 101 









and out strokes. Retails for $5.95. 
Sprayers and Nozzles. 
For more data circle No. 19 on postcard, p. 101 








Wire centered utility rope 
Housewives will be customers for 
this lighter weight utility rope. 







A 


SRR cae 








on the horse’s head adds another 








feature to 
youngsters 


safety 
signed for 
months old. 


7 in. Comes in a durable finish of 
blue, green or yellow with red 
rockers. Sells for $3.98. Pingree 
Associates. 


For more data circle No. 15 on postcard, p. 101 
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the Bronce de- 
8 to 18 
Length of the horse 
is 20 in., height 12% in. and width 


Spout with adjustable head 


Homeowners will be customers 
for this plumbing fixture that com- 
bines a conventional swing spout 
with a new adjustable discharge 
head. Head can be adjusted so that 
water can be directed to any part 
of the sink. Water flow cuts off 
when head is turned so that water 


The Tite-Rope Special joins the 
all-purpose Standard and the heav- 
ier Deluxe model in the Tite Rope 
line. The Special has seven steel 
wires in the center and features no 
sag and no stretch qualities. Cov- 
ered with tough plastic. white cover. 
Comes 12 hanks to a display car- 

(Continued on page 100) 
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Why hundreds of dealers 
have already ordered this 
garden hose display stand 


Front and back .ccceces 
merchandising panels 

at eye-level hold actual 
hose samples, and 


show water-flow #; * . | 4 CW cmatt . 
available through BR PS® 3 oy i Fe. N, eee e@ee0ea beautiful 


each type. , : 
store fixture—ideal for year-around use. 


¥*~ Acomplete self-selling unit — 

which encourages the customer to 

q Free sell himself “up” to better 
grades of hose 


¥ 4lengths of hose are included 

free. When you sell these 

4 lengths—you get back 

the entire price of the display 
stand plus a profit 





'** Made of glistening 
tubular aluminum, 


this compact stock-carry- 
ing display is mounted 
on heavy-duty casters; 
moves easily in any 
direction. Modern com- 
pact design requires only 
5 ft. x 2 ft. of floor space, 
yet accommodates more 
than 1500 feet of hose. 











Big Casters 
Ses 
See C8e- . 
s For further details see your Gates jobber 


salesman, or write direct to The Gates Rubber 


Company, Sales Division, Inc., Denver, Colo. 
pany , , ; 


The Mark of Specialized Research 


—* 
Rub 


ates..:..GardenHose 


TPA 235 








WHAT'S NEW 








Continued from page 98) 





The tiller 


plastic 
rope featuring a pliable phosphor 


ton. Supreme 
bronze center is also available. 
Samson Cordage Works. 

For more data circle No. 20 on postcard, p. 101 


Pump without check-valves 

Here is a line of self priming 
centrifugal pumps designed to elim- 
inate the check-valve. The design 
a fast priming method 
sand from settling 


features 
prevents 


that 





7) 
in the pump case. The separate 
volute case is iron while the main 
body is aluminum. Pumps are avail- 
able in 1% and 2 in. sizes with 





ratings of 5000 and 7000 gph. Mid- 


land Products Co. 


For more data circle No. 21 on postcard, p. 101 


Lawn sprinkler holder unit 


Lawn owners who must keep 
certain 
boundaries because of open win- 
dows, sidewalks and so on, will be 
customers for this handy holder. 


their sprinklers’ within 


100 


Sprinkl-Caddy attaches to the gar- 
den hose and holds the sprinkler 
head off the ground. The spray is 
directed downward in an adjustable 
pattern so that the sill cock may be 
left fully open. The unit weighs 
9 lb, has rubber tired wheels and 
folds flat for storage. Other uses 
include spot irrigation, child’s 





shower and large coverage garden 
sprinkler. Clark Metals Co. 


For more data circle No. 22 on postcard, p. 161 


Miniature carpet sweeper 


Little make-believe housewives 
will be interested in the newest 
Bissell Little Queen miniature car- 
pet sweeper. This latest Little 
Queen is an exact replica of Bis- 
sell’s newest standard-sized mode!, 
the Grand Rapids. The steel case 
is finished in red and has a 3-piece 
sectional handle. The unit has 
rubber tired wheels, vinyl bumpers, 





bristle brush and top opening dust- 
pan. Retails for $2.95. Bissell Car- 


pet Sweeper Co. 


For more data circle No. 23 on postcard, p. 101 





Automatic pop-up toaster 


This automatic electric pop-up 


toaster features an extra wide well 





for toasting waffles, muffins, rusks, 
Another feature of the 
Dormeyer Pop-Up toaster is an 
electronic device that determines 
the degree of toasting. User dials 
his preference before _ inserting 
toast. Dormeyer Corp. 


For more data circle No. 24 on pestcard, p. 161 


and so on. 


5-piece home bar glass set 
Hostesses and home bar tenders 

will be customers for this Swedish 

style crystal line of bar glasses. 





A 5-piece set consists of the fol- 
lowing glasses: cocktail, old fash- 
ioned, suburban hi-ball, conven- 
tional hi-ball and ice bucket. The 
glasses have the import look at a 
budget price. Hazel-Atlas Glass 


Div., Continental Can Co. 
For more data circle No. 25 on postcard, p. 101 


Lithographed storage cans 
Sportsmen, mechanics, home- 
owners and farmers will be among 
the customers for the 214-gal and 
5-gal Handi Cans for storing and 
pouring gas, oils, naphtha, kero- 
sene and benzol. Cans are made of 
28-gage cold rolled steel with 
(Continued on page 104) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 3% 
ee (Sec. 34.9 P.L.&R.) 
Fe New York, N. Y. 











A BUSINESS REPLY CARD 


No postage necessary if mailed in the United Stotes 



























































POSTAGE WILL BE PAID BY 


Be sure to write name HARDWARE AGE 
and address on post card. 
Post Office Box 60 


Please use this P. O. 





. Village Station 
Box Address for Quick ener Wane 14, N. Y. 
Check Cards Only 
: Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 5/23/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 


HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 


mark a circle around the same number on the post 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


Here is Your Quick Check Card 










card os appears 
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PTET HHI 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 5/23/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
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USINESS REPLY CARD 


No postage necessary if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 




































A big help for busy deal- 
ers. Use this card for free 
information on new prod- 


abit l-iddlel-leM i miilketti ie 




















































































Please use this P. O. 


Box Address for Quick 
Check Cards Only 
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¥ . SLIDING DOOR HARDWARE Designed for smart interiors 


The modern space saving innovation for bypassing doors, or doo 
slide into their own recessed pockets. 
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YW Hangers have large 138 inch diameter wheels of 
Nylon—never need lubrication. 


W Hangers are made in two styles. Single wheel 
and a two wheel design with distinctive adjust- 
ment features. 


if A specially designed rail made in 44, 56, 60, 
68, and 92 inch lengths, provides a rigid track 
for the smooth gliding hanger wheels. 


. 4 Both hangers and rail serve every thickness of 
door. Special floor guides, bumpers and pulls 
are available to coordinate the friction-free 
operating efficiency of this hardware. 











No. 182 Single Wheel Hanger 


This is the non-adjustable type except 
for the slotted mounting screw which 
allows for simple adjustment. Same 
large 13¢’’ diameter Nylon wheel rolls 
freely on solid axle, as the No. 185 
style. 
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No. 185 Two 
Wheel Hanger 


Large 1%” diameter 
Nylon wheels with 
solid rivet and weight 
of doors equally dis- 
tributed over the 
whole axle — wheels 
require no lubrication 
and resist wear. 
These large-size 
wheels account for 
smooth gliding action. 
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More trappers buy 
VICTOR Animal Traps than 
any other brand—by far! 


There’s a Victor trap 
especially designed 
for every popular 
fur bearing animal. 
To get your full share 
of sales and profit, 
be sure you have an 
adequate stock. 


More people buy 


VICTOR Mouse and Rat Traps 
than any other brand — by far! 


Superior materials 





WHAT’S NEW 




















































and construction as- 
sure quick action 
and powerful grip. 
Mouse traps avail- 
able in sales-winning 
2-Pac and 4-Pac 
cartons for multiple 
profits. 





e. 


More hunters buy 
VICTOR Duck Decoys than 
any other brand—by far! 


Complete line in- 
cludes molded 
fiber, Tenite plas- 
tic, wood—regu- 
lar and oversize 
models—9 species. Also goose, crow and owl 
decoys. Display all types for steady sales. 


Fishermen agree, VICTOR and 
OLD PAL Bait Buckets are the 
outstanding “buys’’—by far! 


Molded fiber and 
metal buckets in a full 
range of styles and 
sizes. Also metal worm 
containers, fly boxes 
and minnow traps. 
You'll do more busi- 
ness with these two 
quality lines. 


TRUMP Garden Tools — 
"best buys” in the popular 
price ranges—by far! 















Trump Deluxe are made of 
16-gauge cold-rolled steel; 
have full size, hardwood 
handles. Trump 800 
Series are gardeners’ 
favorites among low 
priced tools. 






Order these famous brands by name from 
your wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. e Pascagoula, Miss. « Berkeley, Calif. 
Niagara Falls, Canada 
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@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 100) 


welded seams and lacquered _in- 
sides. Outsides are lItihographed in 
red and blue. Screw neck filler 
openings have filter screen in neck 
for straining. Drawn seamless 
spouts have threaded pouring ends. 
Edward Can Co. 


For more data circle No. 26 on postcard, p. 101 


Knife-thread insert for wood 
This insert has a blade sharp 
external thread that cuts its way 





into wood without crushing fibers. 
It provides a durable, steel tapped 
thread in wood for attaching bolts 
or screws which can be assembled 
many times without damage. Avaii- 
able in many sizes with fine or 
coarse internal threads. Rosan Inc. 
For more data circle No. 27 on postcard, p. 101 


Weatherproof outlet line 
This line of weatherproof Duplex 
receptacles have a one-piece Saf- 





T-Lok snap cover that completeiy 
covers both receptacles. The cover 
locks in open position and is closed 
by a downward push. It can’t come 
off accidentally. Line includes one 
and two gang duplex in parallel 
safety, two gang combination du- 
plex outlet and single pole switch, 
all in conventional and grounding 
types. Bell Electric Co. 


For more data circle No. 28 on postcard, p. 101 


Power, hand lawn sweepers 
Tru Blu power and hand-driven 
lawn sweepers have been added to 
this line. Three models of the 
sweepers are offered with 30 in. 
Standard model has canvas 
hamper with metal bottom. Deluxe 
model has fade-proof Saran ham- 
per and a detachable sweeper head 
to permit use of hamper with cart. 
Estate model has 1°4 hp motor and 


sweep. 





hinged metal self dumping ham- 
per. Priced at $47, $63, and $175. 
Wood Shovel & Tool Co. 


For more data circle No. 29 on postcard, p. 161 


Folding door hardware kit 


Newest additions to this line are 
Ezy-Fold packaged hardware 
semblies for installation of folding 
doors. Two types are available. 
One is a single track assembly 
which has a floor bushing instead 
of a bottom track. Bushing can 
be installed flush or to allow for 

(Continued on page 106) 


as- 








HARDWARE AGE, MAY 23, 1957 





YODER LINE 


OF cabinet hardware 13‘ 


RETAILING foe 2e- Low a¢ each | 


THIS NEW, FAST SELLING 
BIG PROFIT LINE 


DRAWER PULLS and CONCAVE KNOBS 
also available in BLACK-KOTE finish. 

DRAWER PULLS RETAIL PRICE R Pri 
No. 540 19 | Sf. ee 
No. 550 19 a No. 541-—Drawer Pull. 234” Hole Centers 19¢ 
No. 551—Drawer Pull. 3” Hole Centers . 19¢ 
CONCAVE KNOBS No. 561—Concave Knob. 1 4” diameter . 18¢ 
Maettm No. 571—Concave Knob. 11/2” diameter . 20¢ 
PRICE No. 581—Concave Knob. 2” diameter .. 29¢ 
. No. 591-—Concave Knob. 2'/2” diameter . 35¢ 


No. 570.. miler BACK PLATES available in Chrome, Brass. or Copper 
finishes to match the Knobs and Pulls. Write to YODER 


MANUFACTURING COMPANY for literature, prices, and 
No. 580.. 29% details. r ure, pri 


No. 590 35, All cabinet hardware packaged in eye-appeal- 
ing, colorful display boxes. 


No. 560 


MODEL NO. 10 


aeees- GIANT 
Lawn Sprinkler 


Interior baffles centralize water whirlpool . . . assure 
uniform circular spray. All metal. Rustproof. Avail- 
able in 3 colors: Green, brass, copper. Minimum 
pack: 3 dozen. 


Order the Little Giant now and watch your "Spring- 


time Profits’ soar! 


1823 East 17th Street 
YODER manuractunine company aetieck. Ae 


a .4a 4elabiek 


es me Lest OR WRITE am 
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Mower sulky attachment 


é This lightweight sulky hitches 
to the Toro 22 in. rotary and 25 in. 


@ For more information on these products and services 
use free post card on page 101. 


















(Continued from page 104) utensils. Porta-Flame burner re- 

: ;, tails for $5.95. Also available is a 
carpet clearance. sacl boty 
I Stance Jouble track coffee pot with its own heating unit 


unit comes with assembly for and fuel supply. Pot is the seven ks 
upper and lower tracks. The units fe 
can be used with doors or panels 
%4 to 1%4 in. thick. Five packaged 
lengths cover installations up to 
72 in. wide. Both assemblies in- 
clude hinges, pivot, brackets, 
aligner and screws. Knape & Vogt 
Mfg. Co. 


For more data circle No. 30 on postcard, p. 101 
























reel Homelawn lawn mowers. Both 
units are components of the Toro 
Power Handle. The sulky will also 
fit the 24 and 31 in. Whirlwind ro- 
tary models. Retails for $39.95. 
Hitches for the Homelawn are $5 
extra. Toro Mfg. Co. 


For more data circle No. 32 on postcard, p. 101 


Versatile camp burner 


Outdoorsmen will be customers 
for this handy camp burner with 
self contained fuel supply. Fuel is - 
a can of LP gas to provide heat for cup size and sells for $14.95 with Household vegetable peeler 





~ >) ° 7 , °,° 

29 to 12 hours, depending on valve two cans of fuel. Blu-Burn-R Prod- Latest addition to the Androck 
setting. Burner is housed in a wire ucts Co. line is this vegetable peeler with 
stand that will support cooking For more data circle No. 31 on postcard, p. 101 (Continued on page 108) 


complete Outdoor Bubbler line 

















The perfect answer for outdoor bubbler Model Fastest moving seller Model 
use where faucet can't be reached 156MB during ‘56 redesigned 156 
A | N EVV 7 7 conveniently — whether too high... for "57. Attaches instantly 
for 5 ees too low ... hidden behind bushes, the to any outside faucet... 95 
Patented originally and exclusively new Model 156MB has an exclusive no extra parts or tools 3 : 
by CAMCO (Patent No.178,894) mounting bracket complete with screws needed. its as simple as retail 
, : and 6’ flexible extension line. Bubbler attaching your garden price 







t tent nding) 
bother patents pending con be mounted any- 


. — h . Simpl th 
Completely Sanitary and Hygienic naitieen: <aiiiien 5 Sn? Rene oy SR apne Tinea 


button and cool, refresh- 

























as Required by National Code circle of faucet lo- ing water bubbles up. 
Retail 6 b ki for it cation — on the side Coupling feoture allows 
—s rd — pares, Be of house... by your garden hose to be used 
... demanding it — a complete borbecve . .. on ae Geen Venn. 
outdoor fountain line to meet aonaee * - otdow 
patios and playrooms 
every home need, every home t00. Sells on sight. Bee os 
location — outdoor bubblers mie 
that feature “no splash" drain 







The top quality bubbler in 4 266 
the new CAMCO line... : 

first for '57. it's all metal 
ond finished in gleaming 
chrome. Reinforced for 


lines, 10 foot extensions, all- 
chrome construction, life time 
brass valve. Sell the really NEW 




































features in ‘57... features that mmduy ete. The 
will double last year’s sales and f ||] newest of the new on the 
profits for you. Write or wire ||] morket, including new 

, : ‘ || no-splash drain line. 
collect for full information on our Anrectively gift peckeged. 
attractive discounts and many The perfect answer for 





dealer aids. those who want the very 








est. 
Model 266MB fully 
equipped with mounting 
brocket, screws and 10’ 
extension can be 
mounted anywhere. 





















ONLY COMPLETE LINE $495 

















MANUFACTURED BY: 


Gy 


63 Gorham St., Somerville, Mass. 
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new! 


Nveedy Nor ayer 


‘aakololir— 
PAINT SPRAYERS 


v 


NO. 909—MOBILE KIT. New! Makes 
any 890 Speedy Sprayer a mobile out- 


favorite friends 9 (2 \ Seo =8= 
tor shooting 
leagure... 


tT cnssennenlll 


« - wt | 
ae eer PECL UC _L..k. beet bees | 


‘wheel 

7 NO. 890—'%, H.P. SPRAYER. Favorite 

it to the of do-it-yourself men and shop owners. 
Delivers 2 cu. ft. of clean, oil-free air per 
minute, 30-40 Ibs. pressure. Never needs 

F oiling. Complete with spray gun. Without 

Model 60 — Slide Action Repeating bs motor and ‘mobile kit, retails... $39.95 

Shotgun with ventilated, variable m4 

choke and recoil pad. 











ADVERTISED 
IN 


Post 


NO. 544 MOBILE SPRAY OUTFIT 

; New! Powerful Master Twin Speedy 

Model 235 — .22 Cal. Slide Sprayer on wheels. No job too big! 4 cu. 
Action Repeating Rifle. ft. of clean, oil-free air at 40 Ibs. pres- 


sure. 2 h.p. motor, or engine. With wheels, 

H ERE are two rugged perform- gun, less motor, retail.... 
ers ready for action anytime, any- 
where. They’re today’s finest gun 
values. Yes, whether it’s for the 

farm, a day in the woods or 

just “practicing” — you'll 

find “Noble” is a favorite 

friend for shooting pleasure. 

That’s why Noble guns are 

easier to sell. 


Model 65 — Same as Model 60 but 
without choke or pad. 


NOBLE 


MANUFACTURING CO., INC. | WwW. R. BROWN CORP. 
ee 


Haydenville, Mass. 
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EASY TO SELL...BECAUSE IT’S EASY Zo INSTALL! WHATS NEW 


A PERFECT DO-IT-YOURSELF ITEM! | i: ‘Hii cities Dias 


on these products and 


Me | | ae services use free post 








card on page 101. 


























STANLEY 





MODEL 14 (Continued from page 106 
JALOUSIE STRIP twin cutting edges. The peeler 
HARDWARE works right or left handed with a 


rocking motion that permits up and 
* down cutting. The safe, unexposed 
CS edges reduce waste in peeling vege- 





Installed with just a screwdriver and 
hammer ...in 3 easy steps! 





So simple to convert a double hung window: 


@) Sash are easily removed. 


STANLEY ALUMINUM JALOUSIE 
STRIP HARDWARE simply fastened 
in place ... with just a screwdriver. 











@) Glass louvers quickly inserted and 
wood glass stop nailed in place. 


Minutes later, a beautiful, modern 
STANLEY JALOUSIE STRIP HARDWARE 
INSTALLATION. 














Available in heights from 15" to 78” in 3%%” increments. y 
tables. Unit is stapled to a 4-color 


STANLEY JALOUSIE STRIP HARDWARE is ideal for enclosing porches, card prepriced at 19¢. Washburn 
for remodeling and as a room divider, when used horizontally. Its uses Co. 
ore unlimited—and the prices are low—low—low! For more data circle No. 33 on postcard, p. 101 


Fluorescent light starters 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY Here is an economical line of 
fluorescent starters known as the 
Super Brand. The line is made up 
STAN a= of FS-2, FS-4, FS-12 and FS-22. 
These starters offer long life in 


normal useage as well as when 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works— 
hand and electric tools « drapery, industrial and builders hardware « door controls « aluminum 
windows « metal parts « coatings « steel and steel strapping—made in 24 Stanley plants 
in the United States, Canada, England and Germany. 












DEALERS: DISTRIBUTORS! 
Certain desirable territories are still available—write today! 







STANLEY BUILDING SPECIALTIES COMPANY 
Subsidiary of The Stanley Works of New Britain, Connecticut 


Dep?. HA-3, 1890 N.E. 146th Street © North Miami, Florida 













Please send more information on: Jalousie Windows [_| 








used in rural or low voltage areas. 






Awning Windows [_} Horizontal Sliding Windows [| | ; coo aig 
Tub Enclosures [1] Jalousie Strip Hardware (] Thresholds (] | Surelite Products Co. 

if A ' For more data circle No. 34 on postcard, p. 161 
Jama Dealer [} Distributor [} | 








Name.............. ' Portable air compressor 


Address....... ) : | Here is a handy unit useful for 
| any job requiring compressed air 






City | Zone State 
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around the house or barn. The 
single cylinder Tankmobile is 
equipped with Pressure Princess 
compressor powered with either %4 
hp, 115-230 volt, ac, 60 cycle, ca- 
pacitor motor or 1% hp, 4 cycle 
gasoline engine. Displacement 4.39 
C.F.M., free air delivery 2.25 
C.F.M. at max 100 lb pressure. The 
20 gal tank is tested for 150 lb 
pressure. Sells for about $220. 
Campbell-Hausfeld Co. 


For more data circle No. 35 on postcard, p. 161 


Lightweight 26-in. bike 
This flashy lightweight 26-in. 
bike will attract kids of all ages. 





Features include black and chrome 
headlight, two speed gear shift, 
spring carrier and _ twin-truss 
frame with a tow seat mast. 
Chrome fenders accommodate 1.75 
in. white sidewall tires. The N-58’s 
have Bendix power brakes. Other 
models in the 1957 line range from 
20 to 26 in. sizes. Murray Ohio 
Mfg. Co. 


For more data circle No. 36 on postcard, p. 1061 


Power gardening machine 


Gardeners will be interested in 
this rotary tiller which is safe and 
easy for anyone to use. The unit 

(Continued on page 110) 
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SQA Tools 





Sell STANLEY Scrac-Bace. 





to every woodworker 





This sales tested merchandiser sells Stanley Screw-Mate Countersinks, 
Counterbores and Plug Cutters. The bright plastic rack displays 10 
popular sizes of No. 1525 Countersinks, 5 sizes of No. 1524 Counter- 
bores and 1 No. 1523 %” Plug Cutter. Drawers have labeled com- 
partments for selling stock. The free pilfer-proof display case takes 


only 942 x 12 inches of counter space. Order Screw-Mate Merchan- 
diser No. 1525M. 


No. 1525 er at No. 1524 
. in power or hand drill ° 

No. 1 rye Wood Drill bores a mated hole with Counterbore 
and Countersink 100% holding power for 
each screw thread. 22 
sizes from %” x No. 5 
to 2” x No. 12 @ 75¢ 
each. 2” x No. 14 and 
2'’%” x No. 12 sizes @ 

$1.25 each. 
No. 1524 Counterbore 
does everything No. 
1525 does plus drilling 
a hole for wood plugs. 
10 sizes from 1” x No. 


DOES 4 JOBS AT ONCE F 25 ie No. 18 @ DOES 5 JOBS AT ONCE 
DEALERS — Order Stanley Screw-Mates from your wholesalers. He has 
them or can get them for you. With No. 1525M Merchandiser you get 
44 selected Screw-Mates with a retail value of $43.08 and a handsome 
display case FREE for only $28.72. Stock and sell Stanley Screw-Mates 
NOW! Stanley Tools, Division of The Stanley Works, 385 Elm St., 
New Britain, Connecticut. 









DRILLS TO CORRECT DEPTH fie 











AMERICA BUILDS BETTER AND LIVES GETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electric 
tools » drapery, industrial and builders hardware - door controls - aluminum windows + metal parts - coatings - 
steel and steel strapping—made in 24 Stanigy piants in the United States, Canada, England and Germany 
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ACCLAIME 


Taylor's new Nylon-Zytel cylinder 





PERFORMANCE! ! 


plug, developed through 


DuPont, plus a revolutionary new pin tumbler cylinder, prove its 
toughness AND sales appeal in Taylor All-Weather Night Latches! 

















AVAILABLE ONLY IN TAYLOR NIGHT LATCHES 


es TRUCTIONS 


And why shouldn’t it? It’s 
LESS EXPENSIVE than all- 
brass latches, yet outwears 
and outperforms them? It’s 
CORROSION and RUST 
RESISTANT . . . maintains 
BRIGHT FINISH ... it’s 
SELF-LUBRICATING ... 
and GUARANTEED to op- 
erate in any weather—rain, 
snow, hot or cold, frost or 
high humidity! 


NO. 803 


The new Taylor Nylon-Zytel 
cylinder plug is available only in 
Taylor’s new All-Weather Night 
Latch, No. 803. This is the 
Night Latch with modern de- 
sign and square base, plus pat- 
ented weatherproof construction 
and simplified operation. Attrac- 
tively packaged, it’s another 
fast-selling Taylor Lock product! 
No. 803 All-Weather Night 
Latch, packed in the beautiful 
Vue-Pack to increase your Night 
Latch Sales. 


wsiOe 





KEEP YOUR evexy TAYLOR LOCK 


TAYLOR LOCK COMPANY 


' PHILADELPHIA 32, PA. 
Manufacturers of Night Latches, Padlocks, Door Knobs, Key Blanks and Builders’ Hardware 


WHAT’S NEW 










since 1922 


@ For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 109) 





comes equipped with a 4-cycle en- 
gine with recoil starter and auto- 
matic clutch. SPI Garden Maker 


> 


cuts a 16-in. swath from 2 to 8 in. 


deep. Extra tines are available for 
a 21-in. cut. Stephen Products, 
Inc. 


For more data circle No. 37 on postcard, p. 10! 


Child's police tricycle 
Youngsters and parents, too, will 
be interested in this tricycle re- 
sembling a policeman’s motorcycle. 
Moto-Trike (shown) has a carry- 
all compartment with an access 
door at the rear, plus chrome hub 
caps, saddle springs, ball bearings 
and wide tread semi-pneumatic 
tires. Comes in several colors. The 





Skiff, a small plastic boat; Earth 
Mover, a steel trailer for hitching 
to velocipedes; and Sky Cycle, a 

' sidewalk training bike with re- 
| movable upper frame bar, are other 
_jtems now available. Evans Prod- 
ucts Co. 

For more data circle No. 38 on postcard, p. 101 


(Continued on page 112) 
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FLEXIBLE PLASTIC PIPE 


survives rugged 
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GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


EO 


_f THERE IS A 
DIFFERENCE! 








“burst”’ 
test! 


We continually subject Cresline to rigorous ac- 
celerated use tests and compare results with other 
flexible plastic pipe. The “burst” test shown above 
is one of them. Subjected to 172 lb./sq. in. pressure 
at 113° F., pipe “A” failed in 3 minutes, pipe “B” in 
15 minutes, pipe “C” in 19 minutes, and pipe “D” 
in 7 hours. Cresline showed no failure after 1200 
hours (when the test was discontinued). We use only 
the best virgin polyethylene — proved best by our 
own tests. In addition, we check quality through ev- 
ery step of production. That’s why we are able to 
guarantee in writing that Cresline is right — the 
highest quality flexible plastic pipe available. There 
are many other consumer advantages, including the 
fact that Cresline is measured and marked every foot 
and every 10 feet for fast installation. Write today 
for literature and details on how you can become a 
Cresline dealer. 


LOOK FOR THESE ADDED PROOFS OF QUALITY 


C=, 


/ wm \ 
j 
/ =m \ 


4 
/ @uPeont \ 


| 5%: saps 


Beret HE ee 





( 





Cresline is made with Du Pont 
Alathon 25 and is marked with 


This seal on Cresline Pipe shows 
the National Sanitation Foun- 
dation has approved it for drink- this tag. It proved the best in 
ing water use. our tests. 





ALL PLASTIC PIPE IS ROUND, BLACK AND HAS 
A HOLE IN IT... BUT THERE /S A DIFFERENCE! 


FREE TO JOBBERS: PLASTIC PIPE CATALOG. 


All the general information you need on types, ap- 
plications, and properties including useful tables on 
chemical resistance and flow vs. friction loss. Write to- 
day for your free catalog. 


CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. ¢ Evansville 7, Ind. 








Fact 1 


Once in a while 
a better product is 
made, and made so 
well, that it becomes 
the standard by which 
all similar products 
are judged. 


The preference that millions of users have shown 
for the RI@AaiID Pipe Wrench puts on us the re- 
sponsibility of keeping it always up to the top 
quality they expect of it . . . and gives you the 
profitable opportunity of supplying it to them. 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 








DALTON *v AGAIN... 


with a SENSATIONAL, NEW, LOW-PRICED 
All-Purpose Cutting Tool that will Take 
Your Hobby and Homeowner Trade by Storm! 
IT’S THE NEW MODEL D-600 
PORTABLE 
DALTON ®ORA2 JIG SAW 
with 
Grip-Switch 
Handle—and 
Featuring a 
New, Unique 
SQUARE 
RECIPROCATING 
SHAFT 
With this revo- 
lutionary  im- 
provement, 


Pressure ig 
distributed evenly over 







two surfaces of the 
Square Reciprocating 
Shaft as Saw is fed 
into material being cut-—pre- 
venting blade from twisting— 
giving you a clean. true cut. 







Retail 


Has Other Exclusive Features $29.95 

te Help You Sell More Saws Complete with 
it saws circles, straight lines, 3 Different 
Blades and 


intricate designs in wood, plas- 
tics, metals, composition 
boards. etc. Grip-Switch han- 
die provides COOLER han- 
dling, better control. Special built-in motor insures 
fast feeding speeds—no jumping or chattering. 
Oilite bearings are locked in place. Has 3-conduc- 
tor cable and adapter for safety. Makes own 
starting hole for inside cuts. Air stream blows 
sawdust off guide line. Light weight. well bal- 
anced. Saw is mounted on an angie, pitching 
blade slightly forward and resulting in faster. 
easier, truer cuts. 


Another New Item from DALTON 
with BIG Profit Potential for You! 


New DA LTO N MECHANICAL 


SAWHORSE 
LEGS ) 


Allen Wrench 

















Made in Two 
Sizes — 24" and 
30°" Heights — for 
Home, Shop and 

Farm Uses. 








Sturdy. All-Steel 
Construction with 
Wide Saddles 
for Holding 
Crossbar Secure- 
ly. Crossbar can 
be Any 2” Lum- 
ber—in Any Length! 





Retail 
tes Pe 94.90 
legs, Pr 90-00 


Slightly Higher 
on West Coast 


These Features Make Selling Quick & Easy: 
Fully Mechanical—requires no nails, bolts or 
screws. Safe—can’t slip, wiggle or fall apart, 
Sturdy, Quality Built—made of heavy gauge steel, 
fabricated for strength, gray enamel finish. Con- 
venient, Portable—has self-locking braces—assem- 
ble sawhorse on the job, fold in a flash for storage 
er carrying. Use for ping pong, train and banauet 
tables, platforms, carpenter's horse, barricades. 
etc. Will safely withstand a load of 1500 Ibs. 


SPEE-DEE 
Sawhorse brackets 


with the Exclusive 
Flanged Nail Holes 
for Quick, Easy 
Disassembling. 
Takes Dressed 
Pat, of Common 2 
Pend. x 4 Lumber 







Produces ai sturdy 
sawhorse that won't 
fall apart when 
lifted by rail! Employs nails to se- 
cure assembly. Made of heavy gauze 
steel, rust resisting finish. Use 
for ping pong, train, display tables. 
carpenter's horse, etc. Dismantie for 
carrying or storage. In display pkg. 


Your Jobber Stocks, or Can Get for You! 


DALTON MFG. CO. 7%}: Sentsn*- 


St. Louis 5, Me. 
112 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 110) 


Enlarged striking tool head 
The Dasco Targethead striking 
tools feature an enlarged head to 





provide more striking area and re- 
duce mushrooming and _ spalling. 
The new head is heavier and has 
grooved concentric rings for safety 
purposes. It is incorporated into 
the complete line of Dasco tools. 
Damascus Products Corp. 


For more data circle No. 39 on postcard, p. 101 


Line of vacuum products 
This line of Landers Brand vac- 
uum products is available at low 





competitive prices. One item is a 
large aluminum lunch kit (shown) 
containing a pint size bottle. A 
charcoal grey lithographed steel 
lunch kit also has a pint bottle. 
Both have collapsible plastic han- 
dies. An aluminum andé green 
child’s lunch kit contains a 10-oz 
bottle. Kit has rounded corners 


and air vents. An ocuting set, 
ca'led the Waysider, comes with 
two giant pouring spout vacuum 


bottles and two plastic sandwich 
boxes. It has a tan leatherette 
case. Landers, Frary & Clark. 

For more data circle No. 40 on postcard, p. 101 


Tackle box with seclions 
I‘ishermen will be customers for 
this handy tackle box with detach- 
able bottom waders 
and other bulky fishing gear. The 
bottom section can be removed and 
the top used as a standard tackle 
The box comes in aluminum 


sections for 


box. 


“~~ 





or steel. As many of the bottom 
sections as desired may be added. 
Simonsen Industries. 

For more data circle No. 41 on postcard, p. 101 


Waterproof cement base coat 
Here is a breather type cement 

base-coating for waterproofing 

and beautifying all masonry, por- 





(Continued on page 114) 
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FOR THE NEW FAST-TURNOVER ITEMS—LOOK TO YALE! 





W234 


YALE 








Stleelime 


SLIDING DOOR 
HARDWARE 


Floats on air! And—one packaged set 
fits both %” and 1%" standard doors. 


Here’s a brand new, fast-selling item— 

the new Yale Steeline Sliding Door Hardware. 

It’s low in price, easy to install and 

works so smoothly it seems to float on air— 

all the features builders and “do-it-yourself” 
customers want. Of course, Yale quality throughout: 
heavy-gauge steel track and hangers resist wear; 
nylon wheels give smooth gliding action. 

Available in lengths for 4, 5, 6 or 8-foot doors. 


Order now and make your selling job easier with 
the three-dimensional Yale Steeline Demonstrator. 


For today’s big doings in locks 
and hardware—LOOK TO YALE! 


Comptetely packaged for easier selling and storing! 
Each packaged set includes track, 4 hangers, 2 fioor 
guides, 2 finger pulls—and easy-to-follow instructions. 
One set per box, ten per carton. 


The Yale & Towne Manufacturing Company 
Lock and Hardware Division, White Plains, New York 


VALE—REG. U.S. PAT. OFF. 


YALE & TOWNE 















4a ™/ 7 
Fo oan 
* Ex-Ter-Miskee-Ter 


t 





- 






ot 
° GARDEN TORCH 
: & INSECT KILLER 
&. FAST-MOVING, MONEY-MAKING 
¢ EXTRA FOR YOUR : 
t LAWN—GARDEN—PICNIC | 
EQUIPMENT SALES! “s 
a 








boxed... 12 te 
the carton. 
LIST PRICE 
$R95 
EACH 
Write for illustrated 
catelog page and 
prices. 
DISTRIBUTORS: 
Ask eboul open 
territories. 


GARCO MFG.CO. 


744 N. ADA ST. © CHICAGO 272, ILL. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 112) 


ous Or non-porous, inside or out. 
Kay-Tite Masonry Kote fills and 
seals with primers or surface wet- 
ting. Can be mixed with sand for 
patching. Comes in white and 
gray and can be tinted with 10 
shades of Kay-Tite colorant which 
comes free at time of purchase of 
coating. Kay-Tite Co. 


For more data circle No. 42 on postcard, p. 101 


Home lawn clover killer 
Weedone clover killer has been 
added to this line of horticultural 


j 





products. The formula, 2,4,5-T, also 
eliminates oxalis from the home 
lawn. Comes in an 8 oz can for 
$1.25 and a 1 qt can for $3.50. 
American Chemical Paint Co. 


For more data circle No. 43 on postcard, p. 101 


Children's lunch kits 


Youngsters will go for these 
decorated lunch kits with matching 





aluminum Junior 
just like Dad’s. Aladdin Industries. 


4s pint vacuum bottles. There is 


a Disneyland kit (shown), a Buc- 
caneer kit shaped like a treasure 
chest, and a Jet Patrol outfit show- 


Also, there is a black or 
Workman’s kit 


ing jets. 


For more data circle No. 44 on postcard, p. 101 


Magnum shells with No. 6 shot 


Duck hunting customers will wel- 
come new standard 2%4 in. Mag- 
num shot shells with No. 6 shot. An 
addition to No. 2 and No. 4 shot 
for the duck season, this type of 
shell is for hunters who insist on 
6-shot for shooting over decoys, 
and for smaller species such as teal 
and lesser scaup (bluebills, ring- 
bills, ete.). Many pheasant and 
sharptail grouse hunters prefer No. 
6 shot in the 2%4 in. Magnum loads. 
Winchester - Western Div., Olin 
Mathieson Chemical Corn. 

For more data circle No. 45 on postcard, p. 1061 


Wire boot storage hangers 


Outdoorsmen will be customers 
storage 


for these boot hangers. 





Airz-’em boot hangers have a Sscis- 
sor-grip action which holds any 
size boots by the bottoms. They 
then can be hung above the floor 
for quick drying. The 53¢ item 
comes packed 12 to a shipping car- 
ton. McCormick Mfgq. Co. 


For more data circle No. 46 on postcard, p. 101 
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The “ARDOX®’ 
Spiral Nail 


NOW! A Spiral Nail 


for less than the cost 





Jones & Laughlin introduces the 
new threaded-to-the-head “ARDOX”’ 
spiral nail to American markets. This 
superior nail, with all the advantages 
of extra holding power, ease of driving, 
and less splitting actually costs less than 
the familiar, smooth, straight-shank nail. 

These established advantages are 
made possible by a major development 
in spiral nail-making technique, utiliz- 
ing J&L quality, higher carbon steel. 

Write for complete information on 
how “ARDOX”’ full 
spiral nails can im- 
prove your operations 
and cut your costs. 
Write to the Jones & 
Laughlin Steel Cor- 
poration, Dept. 439, 
Pittsburgh 30, Pa. 





STEEL 
Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 
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of a common nail 








8d “ARDOX" 


WITHDRAWAL FORCE 
POUNDS TO BREAK JOINT 


0 5 10 15 20 25 30 
DAYS BEFORE WITHDRAWAL 

















INCREASED HOLDING POWER 


The “ARDOX” full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails . . . gives you stronger, longer- 
lasting construction. Graph compares eight penny 
nails driven into white pine, 10% moisture. 


EASIER DRIVING 


Despite its greater holding power, the “ARDOX"” 
spiral nail actually requires less driving force. 
it speeds construction, reduces operator fatigue. 
Laboratory and field tests prove that “ARDOX” 
spiral nails are as much as 30% easier to drive. 












































ae Sa ee ote ] 
“ARDOX" COMMON” 
NAILS NAILS 








LESS SPLITTING 


The “ARDOX” spiral nail turns like a screw 
when driven . . . threads its way into the wood 
with minimum fiber damage. The stiffer shank 
of the “ARDOX” spiral nail, with less bulk of 
metal, greatly reduces the tendency to split. 


COST SAVINGS 


“ARDOX” full spiral nails, because the greater 
count per pound results in lower cost per nail, 
cost less per job than equivalent common 
nails. Additional cost savings result from lower 
transportation, handling and storage charges. 
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MAKE MINE 


ALEINS 





Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “‘since 1857.” 

For your top customers...those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


This convenient display 
rests on your counter or 
hangs on the well. it is 
strong and sturdy and 
carries a selection of the 
most popular Kiein Pliers. 
Furnished FREE when 
ordered with pliers and 
handles to stock it. See 
your hardware distributor. 





Foreign Distributor 
International Standard Electric Corp., New York 


Viathias KIEIN A Sons 
Loaptisbed 857 Cmca LA 
ROMICK ROD . HICA 3 \ 





WHAT’S NEW 








@ For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 114) 


Chrome finished revolver 


This chrome finished, .22 caliber, 
nine shot revolver, the mode] 930, 
is available in 2%, 4 and 6 in. bar- 
rel lengths. It features single or 





double action plus a swing out cy- 
linder with automatic ejector re- 
turn. All exposed metal parts are 
chrome finished. The $39.95 gun 
has brown side grips. Harrington 
& Richardson, Inc. 


For more data circle No. 47 on postcard, p. 101 


Birthday surprise game 
Youngsters and parents will be 
customers for this surprise game 
for children. Happy Birthday Sur- 
prise game offers excitement of 
party atmosphere plus extra play 
value later with several familiar 
games. There’s a gift for every 
winner in the game which includes 
a buildup playing board, four 





pawns, four boxes and a spinner. 
Milton Bradley Co. 


For more data circle No. 48 on postcard, p. 101 





Aluminum outdoor dryer 


door 
lines. 
ported and the dryer has a rein- 
forced 1-piece rope arm for stabil- 
itv. The Kordite plastic lines are 
6 ft off the ground and won't tan- 
gle when 
Products Co. 


For more data circle No. 49 on postcard, p. 101 





Added strength is the main fea- 


ture of this aluminum folding out- 


clothes dryer with parallel 
All arms are uniformly sup- 


dryer is closed. Falco 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 


illustrated on the carton which 
holds six individually packed De 
Luxe lever jaw wrenches in either 
standard or E-Z Action release 
handles. Both lines come in five 
models in 6% and 10 in. 
Merchandiser comes with the pur- 
chase of six wrenches in the 400 
Metal En- 


Sizes. 


standard action series. 
gineering Co. 


For more data circle No. 50 on postcard, p. 101 


Glue in pint squeeze bottle 
Elmer’s Glue-All now comes in 2 
16 oz plastic squeezebottle to join 





the family of squeeze bottles in 
smaller sizes. The pint bottle sells 
for $1.79. Bottles of 144, 4, and 8 
oz sizes sell for 29¢, 59¢ and $1. 
Chemical Div., Borden Co. 


For more data circle No. 51 on postcard, p. 101 


Dispensing rack for kits 
Dealers who want to promote 
self-serve in a minimum of space 
will be interested in this revolving 
(Continued on page 118) 
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selected 
HICKORY HANDLE 
This beautifully polished, 
octagon neck, round bell, 
adze eye carpenters’ ham- 
mer is made with regular, 
curved or straight ripping 
claws, 16 oz. head, spot 
burned finish. The finest 


carpenter hammer avail- 
able. 


ELLER 
HAMMERS 


You can sell Heller Ham- 
mers with complete confidence. 
All are made of forged, high 
carbon tool steel, precision 
hardened, tempered and tested 
to meet Heller’s high standards 
of quality. Each hammer is per- 
fectly balanced and is fitted 
with selected hickory handles. 


this is only 


1 of 60 


different 

hammers & 
hatchets 
in the 
Heller 
Line 








iTE now! 


to your nearest Heller Branch for the 
new, complete hammer catalog, +T-56. 


wR 


ween HAMMERS 
oes oo 


-_ 


This new catalog describes and 
illustrates our complete line of 
hammers manufactured for: Car- 
penters, Machinists, Tinners, Brick- 
layers, Tilesetters, Blacksmiths, 
Farriers, Upholsterers and Weld- 
ers; also our line of Hatchets. 


HELLER root co. 


Subsidiary of Simonds Saw and Steel Co. 
NEWCOMERSTOWN, OHIO 
BRANCHES: New York, Detroit, Chicago, Los Angeles 


HAMMERS—FILES—WRENCHES—TOOLS 
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NEW 













TOLEDO No. 22 
PIPE VISE 
Ye’ to 212” CAPACITY 





TOLEDO QUALITY 


COMPETITIVELY PRICED 


Something new in quality, low cost pipe vises. 
Look at these TOLEDO Quality Checked features 
® Strong, sturdy frame—but the No. 22 weighs 

only 12 lbs. 


® Large diameter Acme vise screw threads for longer 
service—and they bear directly on upper jaw 


® Yoke mounts quickly for right or left hand use 


® Hardened steel, interchangeable jaws designed 
for most effective grip regardless of pipe or 
conduit size—Y%e to 2%” 


® Large bolting area—contact points evenly dis- 
tributed for secure attachment of vise 


® Also available soon in Y% to 412” capacity 


Send for new catalog. Watch for TOLEDO’S new 
vise stand with integral yoke or chain vise. 


Ma alitz Gacbed 


BUILDERS OF THE WORLD'S FINEST PEPE TOOLS 


TOLEDO 


PIPE THREADERS + PIPE WRENGHES + PIPE MACHINES 
THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO 4, OHIO 
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TO HELP YOU SELL 








(Continued from page 116) 





rack. It comes free in starter deal 
No. 657 for Ru-Son Tape N’ Cord 
kits. Rack features self-dispensing 
chutes that stock and feed as many 
as eight different colors at one 
time. Rack takes up 14 x 14 x 14 in. 
Deal No. 657 three-dozen kits in 
six assorted colors. Ru-Son Prod- 
ucts Co. 


For more data circle No. 52 on postcard, p. 101 


Self-service brush displays 


These booklets describe a series 
of attention-getting displays to sell 
more paint brushes. One booklet 
covers display 57-A, a boxed dis- 
play which includes 5 doz assorted 
l4 to 3 in. low priced, flat varnish 
brushes. Another booklet covers 
57-E display which includes a wire 
rack with choice of three 
ments of pure bristle, synthetic or 
nylon brushes in various sizes in 
fiat varnish, plus 4 in. wall and 1% 
in. angular sash brushes. Brush 
Div., Pittsburgh Plate Glass Co. 


For more data circle No. 53 on postcard, p. 101 


assort- 


Customer decorating book 

This decorating book, which you 
can give customers, shows psycho- 
logically - planned room arrange- 
ments and suggests the proper 
floor tiles to go with the arrange- 
ment. The book, “Psychological 
Planning,’ the new dimension in 
home decorating, was _ prepared 
with the aid of a_ psychological 


@ For more information on these products and services 
use free post card on page 101. 





consultant. The 24-page book is 
illustrated in full color. Copies are 
priced at $5 per hundred. Mastic 
Tile Corp. of America. 


For more data circle No. 54 on postcard, p. 161 


Skin-tight twine packaging 

available 
in a skin-tight, tubular polyethy- 
lene package. The Brownie pack- 
age offers longer shelf life for 
twines. It won’t tear or unwrap 


Nylon Seine twine is 





and has no open seams. Each pack- 
age has the Nylon Filament Seine 
twine table. Brownell & Co., Ine. 


For more data circle No. 55 on postcard, p. 101 


Warning light catalog 

Here is a useful catalog that gives 
information on the uses, mainte- 
nance, and history of portable and 
hazard warning lighting equip- 
ment. The catalog shows a full 
line of kerosene lanterns and high- 
way torches, Visi-Flash transistor- 
ized highway warning flashers, and 
Comet lanterns. Catalog sheets and 
stuffers of individual lines are also 
available. R. EF. Deitz Co. 


For more data circle No. 56 on postcard, p. 101 


Carriage & stroller catalog 
This 48 page catalog, done in 
color, shows the Seibert line of 
baby equipment which features the 
Forward Flair for 1957. The com- 


(Continued on page 120) 
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Wood Screws * Machine Screws & Nuts © A&B 
Tapping Screws * Wood & Type U Drive Screws « 
Dowel Screws © Stove Bolts ¢ Roll Thread Carriage 

Bolts © Hanger Bolts | SCREW COMPANY 


STATESVILLE NORTH CAROLINA 





Warehouses: NEW YORK ° CHICAGO DALLAS . LOS ANGELES 
Sold Through Leading Wholesale Distributors 
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ONLY 


SQEEZFLO 


GARDEN HOSE VALVE 















Easy-Sell 
Features... 








ONE HAND CONTROL 
Easy, one hand use... simply 
squeeze lever and water is on at 
desired flow ... release and it’s off! 


REMOVABLE SPRAY HEAD 
Excellent for flower watering... 
twist off and Sqeezfio has a built in 
nozzle for jet-stream spraying! 


SIMPLE THUMB LOCK 
Knurled knob is easily rolled 
forward or back with thumb... 
water volume is locked where desired! 









































NATIONALLY ADVERTISED 
in House Beo'tiful and the Flower Grower? 


THE SAME VALVE DOES ALL 3! 


CONTROL BETWEEN HOSES! 


¥ aes oer 


JET STREAM WITHOUT HEAD! 





: WHOLESALERS AND DEALERS— 
Write for complete, profit making information. 


SQEEZFLO VALVE DIVISION 
ROTH RUBBER COMPANY 
75 East Wacker Drive, Chicago ? 








TO HELP-YOU SELL 








@ For more information on these products and services 


use free post card on page 101. 





(Continued from page 118) 


pany’s baby carriages have free 
wheeling glide-ride to smooth out 
bumps. Items are fully described 
and illustrated in the 814 x 11 in. 
book which covers equipment from 
crib matresses to strollers. O. W. 
Siebert Co. 


For more data circle No. 57 on postcard, p. 101 


Professional paint rollers 


Here is a display to attract the 
professional painter looking for a 





products plus a pack of free Gluing 
Guides which recommend the prop- 
er LePage glue for each job. Rack 
is free with each $25 purchase of 
LePage adhesives. LePage’s Inc. 


For more data circle No. 59 on postcard, p. 101 


Water systems suggestions 


Bulletin No. B-2500 gives useful 
selling information on convertible 
jet pumps for shallow wells and 
deep wells. Special emphasis is put 
on sales features of the unit, for 
example, the all bronze ejectors 
and impellors and the new ceramic- 
plastic shaft seal that gives high 
resistance to abrasion. Price list is 
also included. Peerless Pump Div., 
Food Machinery and Chemical 
Corp. 


For more data circle No. 60 on postcard, p. 101 


Furniture polish and display 
This new furniture polish is be- 

ing introduced with a _ colorful 

counter display unit. Beau is a 


















complete selection of paint roller 
tools. Paint Roller Headquarters 
display shows a wide variety of 
rollers. A complete line is shown 
on the 4 x 7 ft board that carries 
an illuminated sign. E Z Paintr 
Corp. 


For more data circle No. 58 on postcard, p. 101 


Floor display glue rack 


This eye catching floor display 
rack holds an assortment of glue 





FURNITURE 
POLISH 





combination of wax and silicones 
in a special base that leaves an 
odor free finish. Beau joins Green 
Stripe Self-Polishing wax in this 
line. Butcher Polish Co. 


For more data circle No. 61 on postcard, p. 101 


3-piece saucepan special 


Mirro is offering a special 3- 
piece Windsor saucepan set until 
July 15. Set consists of 5%, 1, and 


(Continued on page 122) 
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To replace broken panes: 


sell “PENNVERNON”... 


It will soon be time for home owners to start the job of 
hanging storm doors and windows. And also the time 
when a certain number of panes of glass are going to be 
broken. And that’s where you come in with an oppor- 
tunity to sell PENNVERNON WINDOW GLASS. 

The next time you have a customer for window glass, 
show him a piece of Pennvernon, point out the dis- 
tinctive, colorful label, and tell him that this label stands 
for “window glass at its best.” 

The fine visional qualities of Pennvernon Window 
Glass will please every home owner who uses it—regard- 








ritwuan ean @ 
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not just “window glass” 


Pennvernon Wi 


PAINTS - GLASS - CHEMICALS - 


Yc ms @ 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








less of the size or the style of his home. Pennvernon 
has a brilliant, reflective surface with a smooth and even 
finish that resists accumulation of dust and dirt, is easy 
to clean. Color is constant; doesn’t fade or deteriorate. 

The next time you need to replenish your window 
glass supplies, order a stock of Pennvernon Window 
Glass. And be sure to get a good supply of Penn- 
vernon’s attractive point-of-sale merchandise displays. 
Theyre available free to dealers from your jobber or 
Pittsburgh Plate Glass Company, Room 7229, 632 
Fort Duquesne Blvd., Pittsburgh 22, Pa. 


w Glass 


BRUSHES - PLASTICS - FIBER GLASS 






Gias as .O RPAN Y 















Reasonably Priced! 
Top Quality! 
Dependability! 





ee 


NICKEL 
PLATED 


New, greater volume "C" 
Clamp business is yours with 
the B&C NICKEL PLATED LINE 





They're easy to sell, too, with this 
B&C ‘silent salesman’. Included in 
the No. 1400 Assortment. 


Capacities to 8° Also Available 
es Standard Stock items. 


GET YOUR SHARE 


See Your Jobber, 
or Write 


THE 
BRINK & COTTON 
MFG. CO. 


33 POLAND STREET « BRIDGEPORT, CONN. 














| The 18-gauge pan sets with square 





TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 

card on page 101. 





(Continued from page 120) | 


2 qt aluminum pans selling at $2.37 | 
per set. Regular price is $2.95. 


| Sani-tite rims special for $2.49 in 


the West. Covers to fit, regularly 
$1.35 special for $1, 


| Lawn mower counter book 


Your customers can see the com- 
plete line of Jacobsen reel and 
rotary power lawn mowers at your 
counter in this colorful counter 
book. This 24-page book gives 
specifications, detailed information 
and illustrates all 14 reel and ro- 
tary mowers in the line. Available 





on request. Jacobsen Mfg. Co. 


Spring lantern special 

Here is a customer attracting 
special consisting of a DeLuxe Pen- 
light complete with two No. 400 
batteries and a No. 398 





| $5.19. Profit margins are main- 





tained with this offer. The special 
is being used to introduce the PK-2 
Diplomat DeLuxe Penlight. Ray-O- 
Vac Co. 


For more data circle No. 64 on postcard, p. 101 


Catalog of dealer displays 


Thirty-one different displays of 
cabinet hardware are illustrated 


(Continued on page 124) 





$1.09 in the | 
West. Aluminum Goods Mfg. Co. | 


For more data circle No. 62 on postcard, p. 101 | 
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Hunter | 
lantern. The $6.09 value retails at | 










































The 
“Tyo N”’ 


« (HIGH TENSILE ZINC) 
MACHINE BOLT 


EXPANSION 
SHIELD 



































WITH TREMENDOUS 
HOLDING POWER 


Never before has there been a ma- 
chine bolt expansion shield designed 
with such tremendous holding power. 


@ IMPROVED EXPANSION DESIGN 
Provides a firm, all ‘round even 
pressure throughout the depth of 
the hole. 

@ HIGH TENSILE ZINC 


Provides the tough, extra strength 
required for the tremendous hold- 
ing power pressure. 


@ WIDE RANGE OF SIZES 
“TY-TONS” are furnished in short 
and long lengths for various ma- 
chine bolt diameters. 


We are proud to add y 
the new “TY-TON” to our 4 
complete line of ma- 4 
sonry anchors, fast- 4 | 
eners, drills and 6 
allied products. NDL 


rm OMPLE TE 


LINE 
U. S. E. Products are sold through 
recognized jobbers only. 
STOCKPOINTS IN PRINCIPAL | 
CITIES FOR FAST SERVICE. — 

















MASONRY ANCHORING FASTENING DRILLING AND ALLIED PRODUCT! 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. HA-5 
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THAT'S RIGHT, SIR— NOTICE > 
HOW IT "RACKS"... 


~.. ALL TH' FLEXIBLE TUBE,» 
3 din cari Ae 
PLUMBING?) \« WIN SUPPLY HOOKUP TO SINK, 
YES SIR... LUI} BASIN OR TOILET. 

IF YOU'LL i) (ou 

JUST 
[STEP OVER 





PLUMB ~, SHOP 








a , 5 : 
iw eb = | 
































THE EXACT ON TH' BACK 
riod 
L D. 
= 


YES SIR. NOW) /..ARE Back | 





























SAY MISTER 
—DO YOU PLUMB SHOP YOU 


SELL PLUMB- Dory. HAVE TO 


























NO DEALER DOES!! 
A PLUMB SHOP 
MERCHANDISER 
SELLS /TSELF!/ 


Please send the following: 
[] Free Explanatory Folder 
[] Merchandiser #100 (327 piece assortment) $110.19 
[] Merchandiser # 200 (122 piece assortment) ...sseeecesesees $46.87 














Name (please print) 

Address 

City State 
Whol aalea 











‘Do not send payment. Your Wholesaler will invoice you.) 


a © 
PLUMB 72 SHOP 1341 TEMPLE, DETROIT 1, MICH. 
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Write, wire or call Dept. HA-57 
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AUTOMATICALLY 
REFILLED 


tiles 
S: ba rages 


ihe Sharon way of 
mot ODiy Saves store space 
tiie Mminwunizes inventory invesiument 
but Sharon iets you stock em and forget 
©ili thanks to our automatic stock 
refill SETVICE 

The Hero’ im this case, is the Sharon 
serviceman who keeps youl 
filled as regulai as clock work 


And then, theres the Sharon Commercial 
pack d decimal pack ot 100. which you 
fllay select in preference to the old standard 
gross packages (Sharon bas both!) START 
MAKING FASTENERS PROPFITABLI 


contact Sharon today 
WITH SHARON . YOU'LL SPEND 


MORE TIME COUNTING CHANGE — 
LESS TIME COUNTING FASTENERS. 


SHavin Bll aud Screa Co. 
Ve FUOO"E, V2 
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packaging for wont 
rea UCCsS sales 


assortments 
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CALBAR applies faster. . . 
costs less because it lasts 
longer. Won't harden, won't 
Stain, adheres to any sur- 
face. Full line of colors in 
cartridges and bulk, Also 
tubes in several colors. 


Cammne we 
Ask your jobber about CALBAR guns W/ f 


CALBAR PAINT & VARNISH CO. 


alelihthae Sila ta MeL lt ailitt al maeteltial: 
2612-26 N. Martha $t.. Phila. 25. Pa 






TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 

card on page 101. 








Continued from page 122 


and described in this free Amerock 
catalog. Displays to fit any store 
arrangement or department need 
are included in the 16-page book. 
All displays are shipped with extra 
hardware for Amerock 
Corp. 


For more data circle Ne. 65 on postcard, p. 10) 


resale 


Direct-vent wall heater 

This direct vent gas wall heater 
uses outside air for combustion 
and requires no chimney. The unit 
is easily installed for flush to wall 
mounting. requires a 
9 in. Heater 
Measures 


Installation 
hole in the wall. 


«+s 
studs. 


= 
Wall 


mounts to 





28 x 28x 7 % in. deep. Has safety 
shut off. Quaker Mfg. Co. 


For more date circle Neo. 66 on postcard, p. 10° 


Mail box assortments 

Here are two merchandiser as- 
sortments of Rembrandt mailboxes 
which include display units. The 
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large one contains 19 boxes, one 
free. Five top selling modeis are 
represented retailing from $3.98 to 
$7.60. The small assortment has 
four of each of three models with 
free display. Priced from $3.98 to 
$4.95. Rembrandt Hardware Mfg. 
Co. 


For more data circle No. 67 on postcard, p. 101 


Plastic pipe sales aids 


Sales aids being offered by this 
plastic pipe maker include a plastic 








fittings counter display that holds 
a full line of Styrene or nylon fit- 
tings; a combination floor display 
and pipe dispensing reel that takes 
up 6 sq ft of floor space; and win- 
dow banners, mailing pieces, stuff- 
ers, ad mats and electric signs. 
Yardley Plastics Co. 


For more data circle No. 68 on postcard, p. 101 


How to sell ornamental iron 


“There’s Nothing New Under 
the Sun” is the title of a free 12- 
page catalog on selling ornamental 
iron. The booklet suggests step-up 
selling of ironwork and gives a 
step-by-step story. The company 
offers three lines of grille work 
as good, better, and best grades. 
Complete information is given on 
the lines including accessory items. 


Tennessee Fabricating Co. 
For more data circle No. 69 on postcard, p. 101 


Housewares display rack 


This display rack promotes mul- 
tiple item sales of aluminum house- 
wares. The unit is a 2-way rack 
available with or without table top. 
With top it can be used as a floor 
display by adding legs. Merchan- 
diser includes perforated panel di- 
vider with space for carded items 


(Continued on page 126) 
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Big Profit! Small Space! New 4-pack display sets up 
in seconds. Takes less than 1 sq. ft. of counter space! 


Cash in on insecticide sales too — Replacements avail- 
able in pint (79¢ retail) and 1-gallon cans ($2.98 retail). 


$6° 
Made and guaranteed by the makers of KILLER KANE 


_ Domaledon the big new name in hardware se 


RETAIL 


666 PELHAM BLVD. ° 


——_—— 
aes 


Now — your customers simply attach DONALDSON 
FOGGER to any 4-cycle mower up to 234 H.P. with 
16” exhaust, then spray their entire yard with highly 
effective insecticide that kills any insect that flies! 


























SUDDENLY... you 
get new profits 
from every power 
mower owner! 


acust™ 


PER KIT 


ST. PAUL 14, MINN, 





WHAT MAKES COURO= (oUROI 
the Original PLASTIC ALUMINUM 
SUCH A FAST SELLER? 





FACT #1. It doesn't duplicate anything 
on your shelf. Duro Plastic Aluminum 
is actually metal in putty form, pig- 
mented with Alcoa Aluminum. Ap- 
plied cold—hardens into metal. Gives 
you big markup .. . fast turnover. 


FACT #2. It Has Tremendous Do-it- 
Yourself Appeal. No mixing, easy to 
use. Just squeeze it out of 
the tube. It seals, solders 
and repairs! 


FACT +3. It adheres to 
metal, wood, leather, glass, 
concrete. 





WOODHILL CHEMICAL MFG. CO., 1391 E. 33rd St., Cleveland 14, 0. 


“Originators and World's Largest Manufacturers of Plastic Aluminum" 






























FACT #4. It Gives Value! BIG 5% 
oz. tube retails for only one dollar! 
Other sizes available. 


ae #5. It Sells On Sight. Colorful 
12-Pak Counter Display 
and new show pak card 
do the selling for you. 





FACT #6. Hundreds of uses for 
home, auto, boat and shop... makes 
repairs never before possible. 


FACT +7. Nationa!!y Advertised and 
Publicized in Life, Popu- 





lar Mechanics, Popular 
LIFE — Parade, Time, 

et 

Order DURO Plastic 


Aluminum and DURO 
handy-patch from your 
iobber. 


Re) 
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Packed with 
Profits ... 








COLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


Now available in both 
Aluminum and Bronze! 





For years Columbia Spring Bronze 
has been a fast-moving item. Now 
—you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 
only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can’t 
supply you, write us. 


: TIONAL 
WEATHERSTRIPPING 
> “TRIPL-TITE ALUMINU 
SIDING ° 
ENAMEL BUILDIN 
PANELS AND SIGNS 


Quick Sales... 
Nice Profits! 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 














\ 
COMPLETE LINE OF NA- 
AND COLUMBIA 


M 


PORCELAIN 


G 





TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 101. 


(Continued from page 125) 


on both sides. Unit is 5 ft x 2 ft x 
15 in. Table top is 5 x 2% ft. 
Magic Hostess Corp. 


For more data circle No. 70 on postcard, p. 101 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





24-page lift truck catalog 


Latest developments and facts on 
this company’s complete line of 
manually propelled, battery oper- 
ated hydraulic lift trucks are con- 
tained in an illustrated 24-page 
catalog. Various straddle - type 


units as well as direct-pallet-ap- 
proach units are described and 
illustrated. Big Joe Mfg. Co. 


For more data circle No. 71 on postcard, p. 101 


Reinforced heavy-duty stool 


Here is a heavy-duty step stool 
to assist you in reaching materials 





(Continued on page 128) 
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PROFESSIONAL MODEL 


SWIM-N-SKI 


WATER SPORTS SAFETY BELT 
by § 
RED HEAD © | 


‘ Dae < ‘ : 






g Pag scare : 







to be safe 
RED HEAD 
to be sure 


tsi & BOAT SHION' 
COAST GUARD 
APPROVED 


U.S. 






Write For COLOR Catalog 


RED HEAD BRAND COMPANY 


Chicago 41, Ill. 





4300 W. Belmont Ave 




















YIRT IT 
SMELL IT! 


LOCK-EASE 


Graphited LOCK-FLUID 


The easy way to keep locks 
working easy! 





When car locks freeze —sell them 
LOCK-EASE! When padlocks jam—sell 
them LOCK-EASE! When garage doors 
or any doors rust or stick—sell them 
LOCK-EASE Graphited Lock Fluid! A 
few squirts from the ‘’stream-or-drop’ 
container flush out dirt, seal out mois- 
ture, prevent sticking, rust and freez- 
ing. Use it in your own lock repair 
department—and sel/ it in the handy 
4-01. ‘drop or stream’’ can. Only 49¢ 





|_ — 
2 








AMERICAN GREASE STICK COMPANY 
MUSKEGON, MICHIGAN 
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Design means demand for © R j SWO LD 


oom, Chtlemprwy MAIL BOXES 





#704W White ; . 2 , 
171%” long ; The light in your customer’s eye will mean cash on 
List $8.95 priced to sell the counter when he spots the fresh, new design of 
completely weatherproof Griswold’s long, wide and handsome Contemporary 
rust proof Mailboxes. 









heavy gauge steel 


A natural for both builders and individual owners 
in the snowballing modern home market. See your 


gleaming brass trim wholesaler . . . or write 








Designed by C. A. Masso #705 Black #705W White #706 Black #706W White 


Patent applied for 13-9/16” tall. List $4.95 1714” tall. List $6.95 





#703 Black 
#703W White 
1614” long 
List $5.95 








GRISWOLD | 
ae cker sthaus [MANUFACTURING CO. -ERIE, 


Griswold cast iron skillets A Division of McGraw-Edison Co. 















STOCK @ DISPLAY « SELL 


rmuoe(GHIGAGO)™"« 








Type 8007 
Type H8007 

















Here's the Chicago Double Acting 
Gravity Type Hinge for Lightweight 
Dwarf Louver Doors: 


Pivot Mounting * Minimum Oscillation * Violent 
Eliminated * One Size for %" to 134" thick Doors. 


Ask Your Jobber or Write for Literature 
"Spring Hinges of Quality" 


Chicago Sprina Hinge 








1500 CARROLL AVE., CHICAGO 7 
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spare 


SOME EXCLUSIVE FEATURES: Smooth Easy Action * No-Sag 


Action 


Available with “Hold Open" Feature—Type H8007 
holds door open at 90° until relecsed manually. 


(hr 


ILL 


Imagine ... Grandmother’s iron pot 
wrapped in stainless steel! 


oa ERS ae aie 


| 





STAINLESS STEEL . 
FLINT-WARE 


This is Flint-Ware’s most dramatic selling feature—a Radiant 
Heat Core wrapped in stainless steel for old fashioned flavor 
. ». modern ease and beauty! 


| No wonder Stainless Steel Flint-Ware is gaining in sales... 

| while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


Ekco Products Co., Chicago 39, Illinois 





Gi4G03) ... the ereatest name in housewares 
EG... 














WALL 


INDUSTRIAL 
SOLDERING IRONS 


co ; 
ee 5 
Be 
& 


More 
Btu's -: 


LA H igher HEAT 


ie 
than ANY OTHER 


soldering irons of equal tip size 


Proved 4 times faster on the production lines 
of America’s leading electronics firms. Complete 
scientifically designed ... 
individually tested .., for easier, surer precision 
work or heavy duty soldering. Operate on 110- 
120 volts, AC or DC! Model 18T illustrated, 


range of sizes ... 


$6.25 list. 


740 easy To use asa pone yp— 


NUITY 


















Exclusive 


THERMOSTATIC ACTION ... 


Guaranteed for the life of the iron! 
Prevents excessive tip burning! 
















MANUFACTURING CO. 


Grove City, Pennsylvania 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 











REGULAR LINE 





Wing-nut adjustment for double edge 
high carbon steel blades. 








No. 78... with 1” blede 
No. 79 with 12” blade 
No. 80 with 2/2” blade 








"7 RED KNOB LINE 
Easier to scrape paint. 
5 a with 112” blade 
No. 83. reatiomendnndtth with 242" blade 
TE: UD uncniicsisiineima a” - “a 










# No. C86 
SCRAPER-SANDER 


Combination tool 
scrapes and sands. 


WRITE FOR FREE TOOL CHART 


HYDE MFG. CO. 


SOUTHBRIDGE, MASS., U.S.A. 














wi 

x 
WOWVAS 8? 
Y 


NYLON ANCHORS 
sell themselves! 











The sturdy Novasep Counter 
Display has anchors inserted 
through the Homasote Board to 
act as ‘‘pegs’’ to hold merchandise 
envelopes. On the reverse side, 
the strong spreading action 

of Novasep demonstrates itself! 
This revolutionary Nylon anchor 
is the fastest-moving new fastener igs 
on the market. It has hundreds _ ZF 
of applications in the home, f 
in electrical construction, in 
industry. It anchors almost 
anything to any material — 
with tested, superior pull-out 
and sheer strength. Novasep offers 
a generous profit margin and 
rapid turnover —in bulk, in boxes 
of 100, on pressure-sensitive 
tapes of 1000, as well as on the 
popular counter display. 
Contact Department N-3 
now for full data. 


neva, ae 















“ TRENTON 3, N. J. 
A wholly owned subsidiary of 









NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 























(Continued from page 126) 





in high locations. Stool weighs 8% 
lb, will support loads up to 500 Ib, 
is riveted at all joints, and is rein- 
forced with four supports and two 
rungs. Top is 15% x 11% in. Stool 
stands 15-in. high. Priced at $4.95. 
Cleveland Ladder Co., Ince. 


For more data circle No. 72 on postcard, p. 101 


Adjustable steel shelf unit 


Here is a problem solver for 
areas of the warehouse that vary 
in shelving requirements frequent- 
ly. Flexi-Bilt shelf units can be 
readjusted quickly without using 
tools, bolts or clamps. Steel lugs at 





each corner of the shelves fit into 
slots spaced 1% in. apart in the 
case. Boltless Dividers fit into 
slots 1 in. apart on the shelves to 
form bins. Cases are 84 in. high, 
361% in. wide and 12% in. deep. 
Equipped with full length label 
holders. Republic Steel Corp. 


For more data circle No. 73 on postcard, p. 101 


Prefabricated store front 
If you are planning to remodel 











your store, you will be interested 
in this factory fabricated store 
front. Overline Tilt-A-Front is 
custom made and then locked to- 
| gether at the site and tilted into 

place. Comes in bonderized steel 

with enamel finish or stainless 











Homasote Company 








steel. Any style front can be made 
with harmonizing fronts also avail- 
able from the maker. Overly Mfg. 
Co. 


For more data circle No. 74 on postcard, p. 101 


(Resume reading on page 17) 


HARDWARE AGE, MAY 23, 1957 








01 






















































Le “ s e 
, XS i Retail: 14% 
NEW APPLIANCE OUTLET (at no extra cost) for brew- 


ing coffee, lighting, use of any appliance, etc., while 
barbecuing. NEW fashion-smart satin gold finish on 
motor box. COMPLETE...with guaranteed air-cooled 
rotisserie motor. 
eeeeeeoeeeeoeo eee eeseeeeeeeee eee ese eee eee © 


Pa rty-Q ROTI-MATIC Portable! Battery-Powered! 


Goes anywhere! No electri- 

cal connections . . . works 

on two standard flashlight 
a - batteries! 

a COMPLETE... with guaran- 

teed long battery-life, extra 


Retail: $10.95 quiet rotisserie motor, etc. 
SCOHOSSSHSSSHSHSSSHHSSESHSHSSESSESEEEEEEES 


ROTI-HOOD = «=: ROTI-WINDBREAK 











x 
ee 








Retail: $6.95 Retail: $4.95 


Collapsible 3-piece unit! © Collapsible 2-piece unit! 
SSSSHSSSSSSSSSSSSHHOSHEHEHHSHHHHESEEEEO 


NEW! 
Party-Q 
BARBECUE 
SET 





NONE FINER! 
PRICED LOWER FOR VOLUME TURNOVER! — 


Write for complete literature JF ote ,. 
_-.and freight allowances! IF Th E7™as 


CORPORATION _ 
601 W. 26th St., New York 1,8.¥. 
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i-Klip 


It’s Fast! It’s Simple! 
SPLIT SECOND ACTION! 















| RE 
1 a 


Press the Magi-Klip 
for instant removal, 
replacement, or po- 
sitioning of the 
service rubber and 
channel. 











2-qt. Double Boiler 








ene 
2) 


E> } 


27 
Service 


instant 


Rubber floats 


freely in channel for 


change. 


Regularly $11.75, NOW $7.44 


STAINLESS STEEL . 
FLINT-WARE 


Double, double—no toil or trouble! Just feature this Flint- 
Ware promotion for quick sales that bring ’em back for 
more. 2 Quart Double Boiler with 154 Quart Inset Pan... at 
a $4.51 saving for your customers and full mark-up for you! 
No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 


ai <—/h)*) 
N 
3 


Release the Magi- 
Klip and the chan- 
nel and rubber are 
held securely in any 
position. 





A MORSE-STARRETT PRODUCT 
is dealer or write to: 


T PRODUCTS CO. 
‘OAKLAND 1, CALIFORNIA 


Double Boiler Promotion 
can Double Your Sales! 


on the bandwagon for a ride to higher profits! 


( EKCO 


—F 


Ekco Products Co., Chicago 39, Illinois 
+ the greatest name in housewares 








How's the Hardware Business? 





Retail hardware store sales gain in March; 
first quarter figures run ahead of last year 


For the third straight month, 
retail hardware store sales show 
a gain over 1956. 

March sales totaled $208 million. 
That’s $1 million, or about ™% of 
1 percent, more than sales in 
March, 1956. 

The March sales gain by hard- 
ware dealers is more significant in 
view of the fact that retailers in 
other types of business generally 
reported sales decreases for the 
month. 

Variety and mail order chains 
reported sharp dips in volume dur- 
ing March. Sales declines ranged 
from 9.3 percent to 21.4 percent. 
Department store sales also ran 
behind 1956 during March. 

In contrast, hardware dealers in- 
creased their volume over last year 
to bring the first quarter sales fig- 
ures 2.1 percent ahead of the first 
quarter in 1956, a record-breaking 
sales year. 

First quarter sales in 1957 total 
$565 million compared with sales 


of $553 in the same period of 1956. 

Here are the U. S. Department 
of Commerce seasonally unadjusted 
estimates of hardware store sales 
for the last three years: 


(Millions of dollars) 


1957 1956 #1955 
January 183 175 170 
February 174 171 160 
March 208 207 196 
Three month 
Total $565 $526 $533 
April 227 228 
May 266 246 
June 275 242 
July 250 238 
August 251 237 
September 245 251 
October 258 259 
November 254 244 
December 314 317 
Total $2,893 $2,788 





Hardware business remains stable despite more 
competition; failures are third lowest in U.S. 


The hardware business contin- 
ues to be one of the most stable 
of retail businesses. 

Despite increased competition 
from discounters, mail order and 
variety chains and other retail 
outlets, the business mortality 
rate among hardware dealers is 
still one of the lowest in the coun- 
try, a position held for many 
years. 

That’s the latest from Dun & 
sradstreet, Inc., which keeps tabs 
on business failures. 

Dun & Bradstreet reports that 
hardware stores were tied with 
food stores for third place for 
the lowest number of business 
failures in 1956. There were only 
26 failures for every 10,000 hard- 
ware stores in 1956. Farm equip- 


130 


ment dealers scored the lowest 
business mortality rate, 20 per 
10,000 dealers. Dealers in infants’ 
and children’s wear had the high- 
est number of failures, 211 per 
10,000 

In the first part of 1957, busi- 
ness failures generally edged up. 
But the rise in the number of 
failures is considerably below the 
pre-war pace, Dun & Bradstreet 
reports. 

The number of all business fail- 
ures in March set a post-war high 
of 1,336 failures. 

But there are now more busi- 
nesses than before, Dun & Brad- 
street reports. Figured on the 
basis of the number of failures 
for each 10,000 businesses, the 
number of failures is considerably 
below the pre-war level. 





Amazing 
Toy Boom 


The amazing toy market boom 
means new profit opportunities for 
many hardware dealers. How big 
is this boom? What is causing it? 
How can you profit from it? 

Read the answers in the new 
Toy Merchandising Guide in the 
next issue of HARDWARE AGE. 


onsumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Wholesalers pick items 
for autumn broadsides 


Merchandise to be included in 
dealer broadsides for distribution 
in the fall was selected at a meet- 
ing last month of wholesalers par- 
ticipating in the promotion. 

About 1%4 million copies of each 
broadside will be distributed by 
dealers. One broadside will be 
brought out for September, the 
other for November distribution. 

Sixteen wholesalers are par- 
ticipating in this program being 
produced by Meyer Merchandising 


Service, Inc., of Chicago. These 
wholesalers are: 
Allison-Erwin Co.; Canton 


Hardware Co.; W. W. Conde Hard- 
ware Co.; S. Federbush Co.; Ful- 
ton, Mehring & Hauser Co.; Hass- 
co, Inc.; Kelley-How-Thomson Co.; 
George A. Lowe Co.; C. M. Mc- 
Clung & Co., Inc.; John Pritzlaff 
Hardware Co.; Schafer Co.; Smith 
Bros. Hardware Co.; Smith-Wood- 
well, Inc.; Townley Metal & Hard- 
ware Co.; Zork Hardware Co. of 
N. M.; and Zork Hardware Co. 


Whitlock Corp. catalog 
available for mailing 


Now ready for dealer mailing 
is the 1957 spring-summer edition 
of “Fun in the Sun,” a catalog of 
lawn, gardening and recreational 
equipment prepared by Whitlock 
Corp., wholesaler in Mt. Vernon, 
Ni Ss 

The 24-page catalog is printed 
in two colors and lavishly illus- 
trated. 

Whitlock will imprint copies 
with the dealer’s name and ad- 
dress and if the dealer wishes, 
will also handle the bulk mailing. 
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THOUSANDS OF DOZENS IN USE FROM COAST TO COAST 

















| At 69¢ retail, a golf ball equal to, 
or better than, a $1.25 ball* 


\\ AT HALF THE PRICE! 


AN IMPORTED LIQUID CENTER, HIGH-COMPRESSION, LONG FLIGHT BALL 


we believe is as good if not better than others costing up to twice as much. And you can be SURE they're good when 
they are sold by eighty-six-year old H & R! Fully tested by a leading research laboratory for 1) Hardness 2) Distance 
3) Resilience 4) Abrasion resistance of cover 5) Wear resistance of cover paint. Order CAPRI 
NIKE —conforming to tournament specifications — at 69¢ retail. Shipped in sales-appeal dis- 
play cartons shown left. And the CAPRI — high-compression, live rubber center ball of pure, 
vulcanized rubber, equal or better than a 75¢ ball*, just 49¢ retail. 


SEND FOR LITERATURE and your cost, f. 0. b. your store. Another fast-selling product from 


HARRINGTON & RICHARDSON, INC. 


413 Park Avenue, Worcester 10, Mass. Established 1871 


"according to exhaustive tests by nationally known golf ball testing laboratory — name on request. 


___. | SPRING ADVERTISING CAMPAIGN 
on the gigantic | SMASHES ALL RECORDS! 


dehumidification demand 


ANSWERS THE NEED FOR 
DRY AIRE THE GREAT MAJORITY 


WHO CANNOT AFFORD ELECTRIC UNITS! 


BOOSTS SALES OF 
CALCIUM CHLORIDE 


DRY AIRE, the Calcium Chloride 
Dehumidifier, gives you high profit at 
low retail and builds repeat sales for 
Calcium Chloride! DRY AIRE is engineered 
for maximum effectiveness at minimum 
cost, and its tough viny! plastic and 
nickel-plated steel frame will last a 
lifetime. For use in basements to 























STAINLESS STEEL 
FLINT WARE 


_ Now rocking the market is the largest advertising campaign 
ever launched for quality stainless steel cookware! Two-page 
Fs ee ae eee | spreads dominate National Magazines. National advertising 

_ in 118 newspapers will hit the local markets again and again 


f ree SALES AND ' and again from coast to coast! 
PROMOTION TOOLS... | 


— By Calcium No wonder Stainless Steel Flint-Ware is gaining in sales... 
oride Manufacturers while other types of quality cookware decline. Flint-Ware 
_ works three ways to make customers beat a path to your 
_ store: superior quality . . . complete line . . . and by far the 
| strongest national advertising support in its field. So jump 
| on the bandwagon for a ride to higher profits! 





With each six-unit order you receive c 
an attention getting merchandiser and 
self explaining consumer brochures. 
Each DRY AIRE unit is individually 
cartoned, excellent for postal sales. 





IF YOUR JOBBER CANNOT SUPPLY YOU, WRITE | Ekco Products Co., Chicago 39, Illinois 
POLO PLASTICS CO., 1718 WN. First St., Milwaukee 12, Wis, | ( EKCO) _ne greatest name in housewares 
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HY-BAR 


y a 


Write for FREE FOLDER showing Full Line of Bridgeport Money Maker Tools 
THE BRIDGEPORT HARDWARE MFG. CORP. 








DISPLAY AND SELL THIS 


Bridoeport 


MONEY MAKER! 


HY-BAR “KNUCKLE SAVER”’ 
WRENCH KIT — #590 


* Offset design saves skinned knuckles. 
* Easier to use. 
* Packaged in attractive, durable plastic kit. 
* 5 wrenches per set — only $1.95 retail, 
* Forged steel — tempered — bright plated finish. 
* Easy to stock and sell. 


3 te 


ANGLE a 





“KNUCKLE SAVERS” 











BRIDGEPORT 5, CONN., U.S.A. 





Promotions 

















torious 


You can ‘‘cash-in,”’ 


ue reppiks CMIPPED. 
PORCELAIN 





TILEKO 
Waterproof 
Cement Filler 


A white cement, 


leaky shower stalls. 
Resets loose tile 
where waterproof 
cement is pn 


Demand is steadily 
mounting for these meri- 
**Easy -to-do-it- 
yourself’’ items. Volume 
orders from all parts of 
the country verify this. 


too. 


enamel . 


Rea 


ete. 
Women know it. 


Ditelle 


2 BIG Sellers / 








Be Sure 
You're 
Well Stocked 








Tilette Liquid 


Porcelain Glaze 


Repairs chipped porcelain and 
. . easily, quickly, 
permanently. WATERPROOF. 
for use. Dries rapidly. 
Women dislike unsightly chips 
in porcelain and enamel! sinks, 
bathtubs, lavatories, refriger- 
ators, drainboards, tabletops, 
Tilette remedies this. 
They insist 


on ‘“Tilette.’’ 


Sine 





- 
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WATERPROOF CEMENT 


FILLER 
a acd t 


leitieten i 


eeded. 
Also repairs cracked toilet bowls, sinks, etc. And it's 
wonderful as a seam and crack filler 


rder from your Jobber 


TILETTE CEMENT CO. 


e 1925 
401 Lafayette St., New York 3, N. Y. 











Tilette ““GON,” 











Also makers of Tilette Plastic Aluminum, Tilette 
Porcelain Stove Repair, Tilette Rust Remover, 
Iron Cement, Plastic Cement. 















New Merchandising Ideas 
Looking tor more profits, bet- 


ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 


tor sales training meetings, etc. 


Planning a Self-Service Store 
I5¢ ea. 
Here is a detailed report on how one 
firm planned its first full self-service 
store. Large photos illustrate special 
fixtures, price rails, etc. Handling of 
charges through check-out, pilferage, 
special packaging methods, etc., are 
all covered. 16 pages. 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 
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Manufacturers’ New 
Merchandising Plans 











Arrow Fastener offers 
gun tacker promotion 


Arrow Fastener Co., Brooklyn, 
N. Y., has a new promotion to help 
dealers sell its T-75 gun tacker to 


electricians. The T-75 is a gun 
tacker for fastening non-metallic 
sheathed cable up to %-in. in 
diameter. 

Arrow’s promotion, which was 
tested for six months in the south- 
east, calls for building sales of the 
gun tacker through renting it to 
electricians. Customers can then 
apply the rental fees toward the 
purchase price. 

Promotional material available 
to dealers includes a rental window 
streamer, a T-75 display board and 
a sign telling what the rental 
charge per day is. Dealers set their 
own rental fee. In the test area, 
rental fees ranged from 25¢ to $1 
a day. 

Most electricians in the test area 
kept the gun tacker for about eight 
days, then decided to apply the 
rental fees toward the purchase of 
the unit. 


Special price is offered 
on Wear-Ever sauce pans 


Aluminum Cooking Utensil Co., 
Inc., New Kensington, Pa., is fea- 
turing a special price on a Wear- 
Ever three-piece Windsor sauce 
pan set through July 15. 

The set consists of *4, 14%, and 
2-qt sauce pans. 

Customers can buy the set for 
$2.49, a saving of 61 cents from 
the regular $3.10 price. In the 
West, the set will sell for $2.79, 
compared with the regular price 
of $3.45. 


Archer-Daniels-Midland 
offers paint sales aids 
Dealers can promote sales of 
paints and paint sundries with 
Week-End Decorator sales aids 
from Archer-Daniels-Midland Co., 
Minneapolis, Minn. 
The company is discontinuing 
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PACKAGED HOLDFAST 


Quickly and easily installed on doors 
and double hung windows. Treated 
felt on brass or white metal perfo- 
rated for nails . . . nails for installa- 
tion included. Cartons are designed 
for effective display, to help make fast 
profitable sales. 

Also a complete line of packaged 
wool, hair and cotton felts in various 
quantities and lengths to complete 
your weatherstrip line. 





spring 


(bronze 
(bronze 
Also in 
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Profitable Fast Sellers 


GARDNER 
WEATHERSTRIP 





Packed in neat, 
individual cartons. 

















ALL-METAL STRIPS 


Double hemmed, top quality 


bronze or aluminum: 


guaranteed to give effective ser- 
vice. Perforated for nailing, nails 
included. Packaged in attractive 
transparent boxes holding 17 feet 


or aluminum) or 20 feet 
only), as illustrated. 
100-foot rolls. Quick and 


profitable sellers. 


pnofPacil ann HOLQMST 


Two quality zinc strips with treated felt. 
(BROWN BEAR line includes a water-proof, 
rubberized fabric covering over the felt.) High 
weather-proofing qualities. Perforated for nail- 
ing. Seven foot lengths in 7/”, 1”, and 1¥” sizes. 
Also in door bottom sizes with oval perforations 
for screws. Door bottoms made of treated felt 
on brass also available in several weights. 


GASKET STRIPS 


Competitively priced, 
easily installed strips that 
have many uses. Three 
types: GARD-STRIP, a 
tough vinyl plastic gasket 
strip (transparent pack- 
age shown holds 18 feet, 
with nails) .. . STORM 
SEAL, with cotton filler 
and covered with maroon 


rubber-coated fabric . . . and FIRM-FLEX, with special core and 
reinforced tacking flange, covered with maroon rubber-coated 
fabric. All shipped on reels or in smaller units. Tacks included. 


UNIVERSAL DOOR SETS—WINDOW SETS 


Gardner’s No. 5 Uni- 
versal Door Sets and 
No. 6 Window Sets 
(for double hung win- 
dows) are popular 
bronze strip items. 
Complete including 
nails and instructions. 


Order from Your Jobber or Write Us 


‘i Also Stock Spring Assortments 
=e 1909 Clean-Out Augers 


Pole Sockets 


ARDNER WIRE Co. 


1329 SO. CICERO AVENUE, CHICAGO 50, ILLINOIS 
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~ TUCKER 


Peerleo 4AT HOME, AT CAMP 


FOLDING COTS 


Sturdy, compact cots available in five sizes. Hard- 
wood frames, painted hardware and extra heavy can- 
vas covering, white or olive drab. Legs reinforced 
with “’S” iron braces. 


CAMP STOOLS 


Hardwood frame reinforced with metal 
braces. 





DIRECTOR’S CHAIR 


Attractive, high quality utility chair for 
indoor or outdoor use. Hardwood frame 
finished in natural varnish or white lac- 
quer. Seat and back made from 18 oz. 
double filled duck in olive drab, khaki 
or bright colors. Write for catalog and 
prices. 





Tucker Duck & Rusper Go. 


Ft. Smith, Ark. 











Gift-bhoxed...to wrap up 
holiday profits all year round! 
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“STAINLESS STEEL 
FLIN'T-WARE 


Feature Flint-Ware for the gift seasons that never end .. . 
birthdays, weddings, anniversaries, showers. Every piece 
- +. every set, is handsomely gift-boxed to help you sell. 


No wonder Stainless Steel Flint-Ware is gaining in sales . . . 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
Store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


Ekco Products Co., Chicago 39, Illinois 


‘ EKCO) gr the greatest name in housewares 


















You haven't seen them all until you've 






seen the complete line of plastic 


GARDEN HOSE 
PLYMOUTH 


Originators of plastic garden bose 
























ze CANTON «x 





CANTON 
GARDEN HOSE 
100% vinyl — Full 7/16” I.D. — 
GUARANTEED IN WRITING 
FOR 7 YEARS! 50 ft. length retails 
for LESS THAN $4.00! 


FREE SAMPLES / 


Write for FREE SAMPLES and price 
list of our full line — actual sections 
with couplings that will SELL for you! 


PLY MOU ‘'I'E7 russer company, Inc 





New proftit-builder for you... 
Metaltone* Trade Mark 


Metaitone.. 


the new kind of sprayhammer finish paint 





... Sprays a hammered-metal-looking finish . - 
on wood, leather, metal, etc. 

* PROTECTS... flexible coating resistant to 
water, acids, alkali, corrosion. 

* GREAT DO-IT-YOURSELF item for home, car, 
crafts, workshop, furniture, appliances, etc. 





FULL 40% PROFIT 


Six beautiful colors...Silver, Blue, Copper, 
Charcoal Gray, Golden Chartreuse, Green... and 
Clear Plastic. Assorted colors packed 
in special counter display carton. 


Suggested list ........... $21.48 Doz. : 
PR ii Eee ea $12.89 Doz. “ative spray to! wort 
40% PROFIT FOR YOU ... .$ 8.59 Doz. “ther. metal - paper’ 


Also packed in solid colors in plain shipper. 











copper 


Ask your local distributor or write for 
further information about METALTONE. 


FLAMEMASTER CHEMICALS, INC. 


Division of Ideal Chemical Products, Inc., Culver City, Calif. 














FITLER 
ROPE 


MANILA AND SISAL 





SOLD BY 
HARDWARE DEALERS 
EVERYWHERE 








Shipped for Your Convenience In 
OCTAG BOXES 


CONSIDER THESE FEATURES 
EASY TO DISPLAY 
EASY TO HANDLE EASY TO DISPENSE 
EASY TO STORE KEEPS ROPE CLEAN 
Blue and Yellow label identifies 
FITLER MANILA ROPE 


Red and White label identifies 
FITLER SISAL ROPE 


THE EDWIN H. FITLER CO. 


EST. 1804 
PHILADELPHIA 24, PA. 
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Manufacturers Promotions 
(Continued ) 








some sales aids introduced in 
1954. Dealers can order the ma- 
terials for use in a paint promo- 
tion at reduced prices. 

Materials offered for dealer use 
include Week-End Decorator dis- 
plays, signs, posters, banners, win- 
dow streamers, handbooks, news- 
paper ad mats, painter caps, ban- 
danas and aprons. 

In addition, Archer - Daniels - 
Midland has ordered 25 more cop- 
ies of its new film, “Easy to Buy 
From.” Dealers can use the film 
as a merchandising aid at meet- 
ings with painting contractors. 


Fishing rods are prizes 
in Handi-calk contest 


Handi-calk Div., Gibson Ho- 
mans Co., Cleveland, is sponsoring 
a contest to better acquaint deal- 
ers and their sales personnel with 
the advantages of Handi-calk. 

The company is sending out a 
selling folder listing the advan- 
tages of Handi-calk to prospective 
customers. A secret word is in- 
cluded in the sales points given. 

Salesmen and dealers are asked 
to read the folder, then write their 
guess as to the secret word on a 
postcard, and mail it to the com- 
pany. 

Winners will receive fishing 
rods, personalized with their 
names. 





Sears’ sales increase, 
Ward's drop in April 

Sears, Roebuck & Co. reports 
sales in April set a record. Mont- 
gomery Ward & Co. reports its 
sales in April dropped 1.6 percent 
behind last year. 

Sears reports its April sales 
totaled $307.4 million compared 
with $280.4 million in April 1956. 
That’s an increase of 9.6 percent. 
Sears was the only large chain to 
report a sales gain in March. 
Sales that month were up 1.6 
percent. 

Ward’s reported a sales drop 
for the second month in a row. 
Sales in April totaled $87.4 mil- 
lion compared with $88.7 million 
last year. The firm’s sales in 
March were off 8.1 percent from 
the year-before figures. 
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Dies and 


ciency and accuracy. 


23058 Nerth 11th St. « 





Templates) 


Popular package 8-oz. can ss with 
Bakelite cap opp see ye 

foe applying right at ch; nek pins sur- 
face ready for layout ina few minutes. — 
The dark blue background makes wy — 
scribed lines show up in sharp relie — 
prevents metal glare. Increases - — 


— Write for full information 


THE DYKEM COMPANY = 


Established 1920 


THE "3 CALLS 


DYKEM 


per S49 % 
sscsettll 


He. 
o 


Hii 








St. Levis 6, Meo. 















































"¥ 
— Ladders 
_ THAT 

|_| SELL ON SIGHT 





aa : Now, is the time 
rr to buy ladders 

= Extensions, Singles, Steplad- 
r ders. A style and size for 
a every use —whether home, 
= farm or industry. ‘Fine 
Quality" and careful work- 
im manship. 











For: 


Contractors 


Industrials 


Painters 


e Homes 


the W. W. BABCOCK CO., | 


BATH, NEW YORK 


FE BABCOCK 





NC. 











your 
stockroom 
for 
stainless 
fastenings 


Write, wire, or phone for your 







copy of the new STAR catalog. 


STAR STAINLESS SCREW CO. 


649 Union Bivd., Paterson 2, N. J. * 
<HP =Direct N. Y. Phone. Wisconsin 7-9041: Philadelphia: WAlInut 5-3660 





You have 7,000, that’s right SEVEN 
THOUSAND, sizes and types of 
Stainless steel fastenings at your 
fingertips, RIGHT ON THE SHELF, 
when you deal with Star. No storage 
—— - » « no out-of-stock prob- 
- you can get JUST THE 
FASTENINGS your customers want 
: DELIVERED PROMPTLY 
IN ANY QUANTITY. That's 
STAR'S SPECIALTY! 


FOR DEPENDABLE SERVICE... 
QUICK SERVICE ... LOOK TO 
STAR, the one-source Ph aoe for 
stainless steel fastenings! 


StAnee=S STEEL 

Drilled Fillisters * Bolts 
° a » Bm * Dowel Pins ¢ Cotter 
Pins * Machine Screws © Nuts © Pipe 
Fittings *« Sheet Metal Screws 
* Sockets, Cap and Set « Stud Bolts 
* Taper Pins * Washers © Wood Screws 


Wily, 


Stainless Stan 
says “‘Star’s 
screws have 

clean, bright-and- 
shiny heads’’ 





Phone: Little Falls 4-2300 





SAWHORSE 
BRACKETS 


Silt 
zd 






@ NO NAILS 


show them in ostenl use @NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 
Dealer helps 
FREE. 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 

















Silty aaa 


At sAWHORSE 
MAKE UP A a 
JIFFY SAWHORSE 
TO DEMONSTRATE 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


GRAND HAVEN STAMPED PRODUCTS CO 
‘@Tdelsle Meal hae Mich 








New Merchandising Ideas 
Looking for more profits, 
better salesmanship? Hun. 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Self-Service Salesmanship I0¢ ea. 
Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 
order copies from 
Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 
Cash must accompany order 
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Here's every toy and hobby 
kit you need for setting up a 
successful toy department. Educetiono! pre- 
school items, woodworking and woodburning 
kits, metal tapping, work benches ond boking 
tables, hand tool sets PLUS exscfusive Disney 
land and Mickey Mouse Club creotions. Write 
for your copy today. 
AMERICAN TOY & FURNITURE : ‘COMPANY 
6130 N. Clerk St. Chicege 26, sansa 


























Prices af paints seem 
to be heading upward 


Paint prices seem headed up- 
ward again. 

One paint manufacturer has al- 
ready announced price increases 
for its products. Other paint mak- 
ers hint that they may also raise 


prices. 
Glidden Co., Cleveland, Ohio, 
raised its prices an average of 


334 percent on May 11. Price in- 
creases range from 2.7 percent to 
6.6 percent. 

Increased costs for cans, pig- 
ment materials, solvents, freight 
and range were given as the rea- 
sons for the price increases. 

Three other paint makers hint- 
ed they may also raise their prices 
soon. Another three paint manu- 
facturers said no decision has 
been reached about the possibility 
of raising prices. 

Wholesale paint prices went up 
in September 1956 an average of 
3 percent to 5 percent. 


Department store sales 
rise 3 percent over 1956 


The nation’s department stores 
reported sales 3 percent higher 
than last year in the week ended 
April 27, according to the Federal! 
Reserve Board. 

Since the first of the year, de- 
partment store sales have been 
running 2 percent ahead of the 
same period last year. 

Here is a breakdown of depart- 
ment store sales by Federal Re- 
serve districts: 


Four wks. Jan. 1 
Federal Reserve One Week Ending Ending to 
District pr. 27 Apr. 20 Apr. 27 Apr. 27 
Boston ‘cu 2 +17 + 7 + 2 
New York ws l +11 + 7 + 4 
P hiladelphia l +13* +10 + 2 
Cleveland ...... +13 +10 + § 0 
Richmond bie Gl +18 +23* +18 + 5 
OSS l +19* +10 + 2? 
Chicago + 2 +13 + 7 + 3 
St. Louis ..... 6 +10 + 8 0 
Minneapolis .. + 7 +20* + 7 + 2 
Kansas City + 4 + 9 + 5 0 
Dallas ..... a +17 + 1 — 2 
San Francisco .. + 1 + §8* + 7 + 1 
U. 8S. Total + 3 +13 + 8 + 2 
* Revised 


Wholesalers’ sales gain 
slightly during March 

Wholesalers’ sales in March to- 
taled $10.4 billion, the Commerce 
Dept. reports. 

That is $2 million more than in 
March 1956, and $8 million more 
than was reported in February 
1957. 
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They’ve been adding on — since they started 
suggesting “Scotcn’”’ Brand Masking Tape 
with every paint sale! 


















A HOUSEHOLD WORD IN 
HOUSEHOLD HARDWARE 
SINCE 1872 


MAKERS OF 


BULL@DOG 
DAN DES@es- Z 


JTHER HOUSEHOLD SPECIALTIES 


aan 
AIVU 





NATIONALLY ADVERTISED IN 


The Saturday Evening 


Mid Post 


>> Ff 
| SEND FOR CATALOG AND PRICES G 
E H TATE CO 251 CAUSEWAY STREET 


BOSTON, MASSACHUSETTS 
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“A Good Line to Handle” 


FIN 


HINGES 





Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 


Builder’s Special | 
Cat. #540 | 


Wrought Steel Butts 
Cat. #R240 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 


portant the customers like the products.” 


Display them and you'll sell them—Griffin 
in any 


Hinges ... order by the carton... 
selections your customers want. 


NEW VISIPAKS—Order by the 


carton of individual carded items. 


RIFFIN’ 


“since 1899” 
MANUFACTURING CO. 





ERIE, PA. 
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Profits and Employee Training To Take 
Spotlight At NRHA Congress, Jaly 8-11 


Delegates will study ways 
to increase retail store prof- 
its at the 58th annual Con- 
gress of the National Retail 
Hardware Association at the 
Statler-Hilton Hotel in Dal- 
las, July 8-11. 

The convention will also 
discuss employee training, in- 
stalment sales, wage - hour 
law exemptions, and the fu- 
ture of small business in this 
country. 

The president’s reception 
on Monday evening, July 8, 
at hotel headquarters will 
start the formal social pro- 
gram. “Howdy Partner” will 
be the theme for the recep- 
tion. 

President L. A. Luedtke’s 
report will open the first 
business session on July 9. 

W. R. Noble, NRHA Wash- 
ington representative, will 
talk on “Lose Your Wage- 
Hour Exemption? Easy!” 

George W. Koch of the 
Ohio State Council of Retail- 
ers will tell why “The Eyes 
of the Unions Are Upon 
You.” 

Dean James Taylor of the 
University of Houston will 
speak on “Your Customers 
Want Educated Salesman- 
ship.” 

The industry luncheon, fol- 
lowing the first business ses- 
sion, will hear Frederick H. 
Mueller, Assistant Secretary 
of Commerce, talk on “Small 
Business, the Acorn of Our 
Economy.” 

On July 10, A. L. Trotta, 
management and research di- 
rector of the National Retail 
Dry Goods Association, will 
address the convention on 
“Take Your Next Instalment 
in Profit.” 

Hoyt C. Pease, vice-presi- 
dent, The Stanley Works, 


New Britain, Conn., will tell 
“How to Make Merchandis- 
ing a Tool for Profit.” 
Congressman Thomas B. 
Curtiss (Missouri) will con- 
clude that session with a 
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talk, “Let’s Lighten the Load 
for Small Business.” 

Fulton Lewis, Jr., newspa- 
per columnist, radio and tele- 
vision commentator will 
speak on “The Hot Seat in 
D. C.” at the final business 
session. 

Dwayne Laws, NRHA di- 
rector of industry, will talk 
on “The Big Picture.” 

IRHA Hardware Week 
winners will receive awards 
at the July 11 morning meet- 
ing. The IRHA Hardware 
Week Dealer of the Year, 
Wholesaler of the Year, and 
Wholesaler Salesman of the 
Year will be presented at 
this session. 

A Texas Round-Up, fea- 
turing a full scale rodeo and 
ranch-style dinner will be 
given for conventioneers at a 
dude ranch on July 10. 

Two special events will be 
given for the ladies of the 
convention. On July 9 there 
will be a luncheon and style 
show. The next morning the 
ladies will attend a conti- 
nental breakfast. 

On July 10 a luncheon will 
be given for the wives of 
state and regional associa- 
tion secretaries. 


Budrow & Co. Appoints 
Wallace Sales Manager 


Alex S. Wallace has been 
appointed sales manager of 
Budrow & Co. wholesaler, 
Los Angeles, Calif. 

Mr. Wallace has been with 
Baker-Hamilton, San Fran- 
cisco wholesaler, as Nevada 
sales manager and most re- 
cently was with Ames Maid 
Div., O. Ames Co., Parkers- 
burg, W. Va. as Western field 
sales manager. 

Budrow & Co. will cele- 
brate its 25th anniversary in 
July with a planned expan- 
sion program. 


Two Top Executives 
Named At American 


American Hardware Corp., 
New Britain, Conn., has ap- 
pointed two new vice-presi- 
dents to head sales and 
marketing activities. 

Robert M. Cruise will di- 





ROBERT M. CRUISE 


rect all sales activities of the 
Corbin Lock Cabinet Lock 





RICHARD G. EDWARDS 


Div. He was formerly gen- 
eral sales manager of the 
division. 

Richard G. Edwards, who 
recently joined American as 
director of marketing is now 
responsible for the corpora- 
tion’s marketing, public rela- 
tions, advertising and market 
research. 





Trading Stamp Companies Battle Proposed 
Anti-Stamp Legislation in Several States 


Proposed anti-trading 
stamp legislation has been 
keeping stamp companies 
busy. 

Legislation to regulate the 
stamp business has been in- 
troduced in many states in 
recent months. Stamp com- 
panies have been forced to 
send attorneys and public re- 
lations men into the various 
states at once to battle the 
proposed laws. 

So far the stamp compa- 
nies have been fairly success- 
ful. But they have not won 
complete victories. Concerted 
action by hardware dealers, 
wholesalers and others op- 
posed to stamps could still 
bring about anti-stamp laws 
in these states. Such group 
action brought about a law 
banning stamps in Kansas 
(see HA issue of May 9, 
1957, p. 183). 

Here is a summary of the 
trading stamp situation in 
the various states: 


Florida. A House commit- 
tee killed a bill which stamp 
companies say would have 
put them out of business. 
The bill, already approved 
by the Senate, called for re- 


(Continued on page 140) 


J. A. Martin Marks 
65 Years With McKee 


John A. Martin recently 
celebrated his 65th year with 
R. D. McKee, Inc., Hagers- 
town, Md., hardware whole- 
saler. He joined the McKee 
organization in 1892. Later 
he went on the road as a 
traveling salesman and called © 
on hardware dealers for 52 
years. 

Disinterested in the idea 
ef retiring, Mr. Martin has 
served the company in more 
recent years as a clerk. He 
plans to continue active in 
busines as long as he is able. 
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Buffalo-Eclipse Names 
C. N. Turner President 


C. Neal Turner, president 
and general manager of the 
Eclipse Lawn Mower Co. Div. 
since 1945 has been elected 
president of the Buffalo- 
Eclipse Corp., North Tona- 
wanda, N. Y. He will also 
serve as president of the Buf- 
falo Bolt Co. Div. 

Mr. Turner succeeds Ru- 
dolph B. Flershem who has 
been elected chairman of the 
board. 


Kenneth S. Moore, control- 
ler of the lawn mower divi- 
sion since 1943, succeeds Mr. 
Turner as general manager 
of the Eclipse Lawn Mower 
Co., Prophetstown, II). 


Earle Schultz ls New 
President Of Warren 


Earle W. Schultz has been 
president of J. M. Warren & 
Co., wholesaler of Troy, 
N. Y. He succeeds the late 
Alexander L. Darby Sr. 


Mr. Schultz joined Warren 
in 1955 as assistant to the 
president and became vice- 
president and general man- 
ager in 1956. He previously 
had been treasurer and vice- 
president in charge of opera- 
tions at Blazon Inc. 


Other officers elected at 
Warren were Frank J. 
Weber, vice-president and 
treasurer, and David W. 
Houston III, secretary and 
assistant treasurer. 


Toys are 
booming. Why? 
Toy sales are booming. 


Why? What does this boom 
mean to hardware dealers? 

You’ll find a frank discus- 
sion of this subject in the 
article, “The Amazing Toy 
Boom,” in the next issue of 
HARDWARE AGE. 


Don’t miss this article. 
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Richards & Conover Sets 
Up Personnel Department 


Richards and Conover 
Hardware Co., wholesaler of 
Kansas City, Mo., has created 
a new department and made 
several appointments. 


Robert M. Signor has been 
2ppointed personnel manager 
to head the new personnel 
department. He will also 
handle public relations. 


Mr. Signor was industrial 
relations manager with Fluor 
Products Co., Paola, Kan. 

W. Lee Miller has been ap- 
pointed credit manager of 
city and industrial and steel 
accounts. He formerly was 
credit manager at RCA Vic- 
tor Distributing Corp., Kan- 
sas City, Kan. 

J. M. Killian is now man- 


ager of the paint department 
of the Kansas City Div. 


Peder J. Sletteland has 
been named department man- 
ager of the sporting goods 
and toy departments in the 
Kansas City Div. He replaces 
M. N. Shearer who retired in 
January. 


Janney Sponsors News 


Janney, Semple, Hill & Co., 
wholesaler of Minneapolis, 
Minn., is sponsoring the Ced- 
ric Adams Sunday radio 
news broadcast at 12:30 p.m. 
on station WCCO, Minneapo- 
lis. 


1957 





Hardware Store Celebrates One Hundredth 


Anniversary Under Same Family Management 


Paddock Hardware, Wol- 
entt, N. Y., reached the cen- 
tury mark of continuous op- 
eration on May 17, 1957. 

The business has remained 
in the Paddock family for 
the entire 100 years. 

William A. Paddock is the 
present owner and operator 


of the pioneer firm. He rep- 
resents the fourth generation 
of Paddocks. 

In recognition of its record 
of 100 years of business, the 
store has begun a Centennial 
Celebration that will con- 
tinue through the last week 
of May and the first week of 
June. 








Paddock Hardware of Wolcott, N. Y., is celebrating its one 
hundredth anniversary. The store has been under the man- 
agement of the same family for the entire century. William 
A. Paddock, the present owner, represents the fourth gen- 


eration. 





DEALER BRIEFS: 





Wisconsin Man Buys Sheboygan Falls Store; 
California Hardwareman Wins Grand Prize 


Sheboygan Falls, Wis. — 
John W. Brill has purchased 
the hardware division of 
G. H. Ebbers & Sons Co. 
store at 122 Pine St. The 
new store will be known as 
Brill’s Hardware. Mr. Brill, 
who has 34 years’ hardware 
experience, was general man- 
ager of the former F. Geele 
Hardware Co. in Sheboygan. 


San Jose, Calif.— WW. H. 
Blakeney of the Park Plaza 


Hardware store, 14390 Union 
Ave., won first prize in the 
E. L. Bruce Co. radio give- 
away. Mr. Blakeney received 
a $595 RCA _ radio-phono- 
graph-tape recorder from the 
floor wax manufacturer. 


Batavia, N. Y.—Many ma- 
jor and minor prizes were 
given away at the opening 
celebration of Mancuso Hard- 
ware and Appliance Center, 

(Continued on page 145) 
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For more than twenty years X-l-M FLASH BOND has 
been doing the job of preventing blistering, checking, 
peeling and popping of paint in numerous industries. 
Many concerns have established it as a “must” in their 
every painting operation. 

Investigate— learn why you can recommend X-I-M 
FLASH BOND for better adherence and for that “like-new” 
look longer, whether used indoors or out, on metal, wood, 
plaster, plywood, plastic, stone, or on most any other surface. 

The story of X-l-M FLASH BOND, the Superior Seal 
and Bond for improving the adhering and wearing prop- 
erties of paint to metal and practically every other type of 
surface, is being told to over 200,000 of your customers 
and prospects through national advertising in AMERICAN 
PAINTER & DECORATOR; AUTOBODY AND THE 
RECONDITIONED CAR; MOTOR AGE; SIGNS OF THE 
TIMES; SWEETS ARCHITECTURAL FILE; YACHTING. 







PROVEN IN You'll want to know all 

THE FIELD about X-!-M FLASH 

FOR MORE BOND, what it can do, 

THAN how if fits in with your 

. 20 YEARS! line. Send coupon today. 


H. FORSBERG CO. HA-5 
5107 Lakeside Ave., Cleveland 14, Ohio 


é Yes, | would like to have a copy of your X-33 circular prepared 
exclusively for dealers, without obligation. 








Street 





State 


Made in Canada for Cancdian Use—Represented in Canada by: 
DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Toronto. 
Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 

SUPPLY HOUSE LIMITED, Honolulu. 
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—— News of the Trade—_____- 


Stamp Companies Fight 
Anti-Stamp Proposals 
(Continued from page 138) 


deeming stamps in cash as 
well as merchandise. All un- 
redeemed stamps would have 
reverted to the state which 


| could cash them in. Trading 


stamp companies would also 
have been required to post 
$10,000 bonds. 

Indiana. Two bills to reg- 
ulate stamps were stifled in 
House committees. One bill 
approved by the Senate re- 


| quired redeeming stamps in 
| eash as well as merchandise. 


The other bill, introduced in 
the House, called for redemp- 
tion in cash or merchandise 
of any number of stamps, 


_ even from unfilled books. It 
also called for stamps unre- 


deemed after two years to be 
turned over to the state for 
redemption. 

Missouri. Three bills are in 
committee. One calls for the 
outright prohibition of trad- 
ing stamps. One seeks license 
fees for merchants issuing 
stamps. The third would per- 
mit redeeming stamps in cash 
or merchandise. Chances ap- 
pear slim any bill will come 
out of committee this session. 


Oregon. A bill to require 
the redemption of stamps in 
either cash or merchandise 
was tabled by a Senate com- 
mittee. Bill never reached 
the House and appears 
stamp com- 
pany, National Trading 
Stamps, had backed the bill. 
This firm redeems stamps 
for cash. 


Tennessee. Tennessee’s re- 
cently enacted anti-trading 
stamp law is up for court 
test. Two stamp companies 
and two grocery firms have 
filed suit to test the consti- 
tutionality of the new law 
(see HA issue of March 14, 
1957, p. 268). The suit chal- 
lenges the law’s constitution- 
ality on these points: 

® It seeks to drive trading 
stamp companies out of busi- 
ness “by means of prohibi- 
tive and discriminatory taxa- 
tion.” 

® The act denies equal 
protection of the laws to the 
plaintiffs. 

® The 2 percent gross re- 


ceipts tax is “arbitrary and 


capricious.” 

© The act is unconstitu- 
tional in that it seeks to levy 
a privilege on a method of 
business rather than on the 
business itself. 





Other proposed trading 
stamp legislation has been 
definitely killed in these 
states: 

Idaho, Iowa, Maryland, 
Minnesota, Nevada, New 
Mexico, New York, South 
Dakota and Wyoming. 


Safe Padlock Moves 
Plants to Lancaster 


The manufacturing opera- 
tions of two recently acquired 
lines of hardware have been 
transferred to the Safe Pad- 
lock and Hardware Co. plant 
in Lancaster, Pa. 

Safe recently purchased 
the residential hardware line 
of the Adams-Rite Mfg. Co., 
Glendale, Cal. and the com- 
plete line of Champion Hard- 
ware Co., Geneva, Ohio. 

The companies will oper- 
ate as the Adams-Rite Divi- 
sion and the Champion Di- 
vision of Safe Padlock & 
Hardware Co. 


Kenco Pump Appoints 
Huiett Sales Manager 


James G. Huiett has been 
appointed sales manager for 
Kenco Pump Div., Lorain, 
Ohio. He was formerly ser- 
vice manager for the pump 
manufacturer and has been 
with the company since 1950. 

This completes the integra- 
tion of the Kenco sales and 
service departments with Mr. 
Huiett in charge of both 
phases of the business. 


Abramowitz is Carlon 
Products President 


William L. Abramowitz 
has been elected president of 
the Carlon Products Corp., 
plastic pipe manufacturer of 
Cleveland, Ohio, succeeding 
Brigham Britton who re- 
mains chairman of the board. 

Mr. Abramowitz was for- 
merly a vice-president of the 
Borden Co.’s Chemical Div. 


Bigelow & Dowse Elect 


Bigelow & Dowse Co., 
wholesaler of Needham 


Heights, Mass., has clected 
John B. Beardsley, controller, 
and Douglas Sloane, sales 
manager as directors of the 
company. 
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on NEW DISPLAY — == 


Assortment #1300 takes up little space— ~ 
carries complete stock of 16 doz. items, 
$97.28 retail! Each item “Skinpak’d” on color- 
ful card to increase eye appeal, protect finish 
from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 
FOR COMPLETE CATALOG & INFORMATION 
ABOUT ASSORTMENT #1300 write: 


TS Co. 
STR sw 


KvAY Butler Street, Bro 






































Sold through wholesalers only 








WHAT'S NEW? 


Turn to pages 101-102 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the de- 
tails on new products that 


interest you. 


ITS QUICK—IT’S FREE 
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... the easy way 
to “button up’’ sales 


Today more and more home owners are renovating 
and modernizing. Another good reason to set up your 
store as signaling headquarters with a complete assort- 
ment of push buttons, transformers, contacts, bells, 
door chimes and home fire alarms. New Edwards dis- 
plays are constant reminders that result in more sales 
from store traffic. 


Order your displays now, and capitalize on this market 
with Edwards complete stock of signaling equipment. 
See your Edwards Distributor or write Dept. HA-5, 
Edwards Company, Norwalk, Connecticut. (In Can- 
ada; Edwards of Canada, Ltd., Owen Sound, Ontario. ) 








Economy Bell 


General Purpose 
Bell or Buzzer 
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specialists in signaling since 1872 
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TO SELL THESE 
R/M WICKS 


KINDLERITE 


R/M’s standard quality wo- 
ven asbestos kindler. <A 
sturdy. long-lived wicking 


























































and filling yarn. Packaged 
5% ft., 6 ft. and 100 ft. to 
the box. 
1”, 1%” and 1%”. 

















QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open 
mesh construction pro- 
vides best possible results 
with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright 
in the burner channel. 











facilitates the removal of 
carbon deposits. Packaged 
6 ft. to the box. %” and 
1%” wide. 














WOVEN GLASS 


The acme of perfection in 
| stove kindlers. The only glass 
wicking woven with a wire 
| core in every strand to pro- 
: 


tect the burning edge. Pack- 
WOVEN GLASS 


aged 5% ft., 6 ft. and 100 
R/M lighting rings provide long life and trouble-free performance in wickless 
kerosene stoves and heaters. The public knows this: so keep ‘em in stock and 
keep your customers happy. All of them are priced to yield a generous profit. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. « Bridgeport, Conn. « No. Charleston, 
S.C. © Passaic, N.J. © Neench, Wis. « Crawfordsville, Ind. 
Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Asbestos Textiles « Laundry 
Pads and Covers « Engineered Plastics « Mechanical Packings 
Abrasive and Diamond Wheels « Brake Linings « Brake Blocks 
Clutch Facings « Industrial Rubber « Rubber Covered Equipment 
Sintered Metal Products « Industrial Adhesives « Bowling Balls 





ft. to the box. 
1”, 1%” and 1%”. 
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with wire core in both warp | 


In widths of 7%”, | 


Glass yarn at burning edge | 


In widths of | 


IT’S AS EASY AS 





Boyle-Midway Elects 
Harbur Vice-President 


E. C. Harbur has been 
elected vice-president in 
charge of marketing for 





E. C. HARBUR 


Boyle-Midway, Inc., House 
hold Products Div. of Ameri- 
ean Home Products Corp. 

Mr. Harbur will be respon- 
sible for all sales and sales 
promotion activities. 

He joined American Home 
Products in 1953 as assistant 
to the president. 


Kaufman Is New Toro 
Dealer Sales Manager 


James W. Kaufman has 
been appointed dealer line 
sales manager for the Toro 





JAMES W. KAUFMAN 


Mfg. Corp., Minneapolis, 
Minn. 
Mr. Kaufman joined the 


power mower firm in 1950. 
He had been manager of 
Toro Turf Equip. Co., Toro 
distributor in Atlanta, Ga. 


C. Hamilton Elected 
President Of NHMA 


Clarence O. Hamilton, ex- 
ecutive vice-president of the 
Hamilton Mfg. Corp., Colum- 
bus, Ind., has been elected 
president of the National 
Housewares Manufacturers 


News of the Trade——— 


Association. 
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He was trea- 


surer of the group. 
Other officers elected were: 
W. H. Sahloff, vice-president 


of General Electric Co., 
Housewares and Radio Re- 
ceiver Div., Bridgeport, 


Conn., vice-president; G. C. 
Kubitz, vice-president in 
charge of sales, Aluminum 
Goods Mfg. Co. Manitowoc, 
Wis., treasurer. 

Dolph Zapfel was re-ap- 
pointed secretary of the as- 
sociation. 


Smith Named To New 
RB & W Sales Post 


Robert McNeal Smith has 
been appointed assistant vice- 
president in the sales organ- 
ization of Russell, Burdsall 
& Ward Bolt and Nut Co., 
Port Chester, N. Y. 

Mr. Smith had been with 
Pittsburgh Screw & Bolt 
Corp. for 16 years, most re- 
cently as vice-president in 
charge of eastern sales. 


Barchfield Elected 
To Krylon's Board 


Carl Barchfield, president 
of C. F. Barchfield Co., manu- 
facturers’ representative in 
Madison, N. J., has been 
elected a director of Krylon, 
Inc., Norristown, Pa. 

Mr. Barchfield represents 
Krylon in New York city and 
state. 


Show Dates, Sites Set 


Buyers will have three 
different shopping locations 
at the Independent House- 
wares Exhibit to be held in 
Atlantic City, July 7-11. The 
three sites are the Hotel 
Chelsea, Hotel Ritz Carlton 
and the Ritz Carlton Conven- 
tion Hall. 


Frank Wootten Retires 


Frank D. Wootten, a vet- 
eran of 50 years in the hard- 
ware business, has retired 
after 34 years’ service with 
Montgomery Ward & Co. His 
first job was as a clerk in a 
Burlington, Iowa, retail 
hardware store. His last 10 
years have been spent as a 
buyer of lawn mowers and 
garden equipment for Ward. 
















































No..139 “EAGLE CLAW” 
2/3 actual size 


‘““BAITHOLDER” Snelled Hooks— 


WRIGHT & MCGILL 


EAGLE CLAW | 


Ask to get on the free Wright & McGill mailing list for complete 
“What's New in Fishing Tackle” information. 


GENUINE AMERICAN MADE 


ze erereee 


Rotary Rack 
with the 
purchase of 6 
gross of 
“Eagle Claw” 
Snelled Hooks 


Manufactured Only by 


WRIGHT & MCGILL CO. 


1463 YORK ST., DENVER 6, COLO., U.S.A. 














COIMMBIAN advertises 
to help you sell! 


This ad in POPULAR MECHANICS 


is seen by 1,620,662 vise prospects. 


| 
iCCAVMBIAN 
also 

} makes 
] 
I 
i 
i 





all types 
of 
s 





Good 
{\ Craftsmanship 


Ee aterte with a 









You can’t really 
do any job well with- 
out a dependable 
mm. = vise. Columbian D433 
i? Workshop Vise is 
guaranteed by the world’s largest 
vise builder. Channel steel beam, cold-rolled steel 
screw, replaceable heat-treated steel jaw faces, 
permanent pipe jaws... many more features. 
Jaw Width . . . 31 in. Pipe Capacity .. . Ye- 1%, in. 
Jaw Opening . . . 4 in. Weight . . . 16 ibs. 
Vises are also available with 
4-inch jaws (D44) and 5-inch 
jaws (D45). See your Dealer. 
WRITE FOR FREE CATALOG 
*add $1 west of Rockies. 


COIMMBIAN & MFG. CO. 


CLEVELAND 4, OHIO 


delivered 








CARPENTERS’ 
LEVELS 

Aluminum 

Sugar Pine 


MASONS’ 
LEVELS 
Magnesium 
Mahogany 
Sugar Pine 


TORPEDO 
LEVELS 
Aluminum 
Wood 


LINE AND 
SURFACE 
LEVELS 


POCKET 
LEVELS 
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TYLER SPYRAL 
COPING SAW BLADES 
in this attractive counter display 
sell fast, and spark up sales on 
your saw frames. They fit standard 
coping saw frames and will cut 
practically any material. Permits 
intricate internal work not possi- 
ble with any other blade. Saws in 
any direction without turning ma- 
terial ...no chipping or tearing 

. leaves clean, smooth edge. 
Display contains 1 doz. packages 
of 12 blades each. Retails for 
75c¢ pkg. 


As advertised in 
Popular 
Mechanics 
and 
Popular 
Science 


Order now...available at most 
HARDWARE JOBBERS...or write 


TYLER MANUFACTURING CO., INC. 
1005 W. ARBOR VITAE AVE., INGLEWOOD, CALIF. 











Ambroid Co. Promotes 
Two Top Executives 


The Ambroid Co., manu- 
tacturer of liquid cement of 
Weymouth, Mass., has made 





LEE L BLYLER 


two new executive appoint- 
ments. 

Lee L. Blyler has been 
elected vice-president and a 
member of the board. He will 
be responsible for overall 





ARTHUR LANEAU 


management and product de- 
velopment. 

Arthur Laneau has been 
named national sales and ad- 
vertising manager. He has 
been with the company for 
1C years. 


Clarke Promotes Two 
Top Level Executives 


Clarke Sanding Machine 
Co., floor maintenance equip- 





H. L. CROSKEY 


ment manufacturer of Mus- 
kegon, Mich., has made two 
executive appointments. 

Fred G. Cooper, former 
secretary, has been elected 
vice-president. He has been 
with the company since 1940 
beginning as an auditor. 

H. L. Croskey, former gen- 
eral sales manager, has been 
elected secretary of the com- 
pany. He joined Clarke in 
1947 as a sales representative 
and has been a divisional 
sales manager in southern 
California and New York 
City. 


Griswold Sells Assets 
To McGraw-Edison Co. 


Griswold Mfg. Co., Erie, 
Pa., has sold its assets and 
business to the McGraw-Edi- 
son Co., Chicago. Sales in the 
Griswold line will be directed 
by McGraw-Edison’s Toast- 
master Division, according to 
that firm. 

The 92-year-old Erie firm 
manufactures such products 
as household cookware and 
electric ranges. 

Purchase of Griswold is 
the second acquisition of the 
McGraw Electric Co. in 1957. 
Earlier this year, McGraw 
acquired Thomas A. Edison, 
Inc., and changed the com- 
pany name to McGraw-Edi- 
son Co. 


Jake Olsen Retires 
From Priztlaff Co. 


Jake Olsen has retired as 
acsistant sales manager of 
John Pritzlaff Hardware Co., 
wholesalers in Milwaukee. He 
had been with Pritzlaff’s for 
more than 20 years. 

His retirement marks his 
completion of 50 years as a 
hardwareman. 

He started his hardware 
career at the age of 15 with 
k. Garnich & Sons Hard- 
ware Co., wholesale and re- 
tail firm in Ashland, Wis. 

He plans to make his home 
in Florida. 


Vining Broom Expands 


Vining Broom Co., Spring- 
field, Ohio, has purchased 
Wausau Broom Co., Wausau, 
Wis. Richard A. Harris is 
sales manager of the new 
unit to be known as Vining 
Broom Co. of Wisconsin. 


News of the Trade 








Super Tool Advances 
Steffes To New Post 
Milton J. Steffes has been 


named vice-president of sales 
and engineering for Super 





MILTON J. STEFFES 


OBITUARIES 


Tool Div., Van Norman In- 
custries. He has been asso- 
ciated with the cutting tool 
rnanufacturer for the past 
15 years most recently as 
general manager of sales and 
engineering. 

L. P. Szal, production man- 
ager, has become vice-presi- 
dent of production for Super 
Tool. He has been with the 
company 20 years. 


Moyer Named Manager 


John F. Moyer has been 
named manager of dealer 
promotions in the major ap- 
pliance advertising depart- 
ment of Westinghouse Elec- 
tric Corp., Mansfield, Ohio. 
He has been with Westing- 
house 11 years. 











Arthur L. Fleck 








ARTHUR L. FLECK 


Arthur L. Fleck, 60, vice- 
president of sales for the 
American Screw Co. Willi- 
mantic, Conn., died suddenly 
April 19. Mr. Fleck joined 
the company 18 years ago as 
manager of the Chicago of- 
fice. 


Douglas W. Burchfield 


Douglas W. Burchfiela, 49, 
owner of Burchfield Builders 
Hardware Co., Beaumont, 
Tex., died April 17, in St. 
Therese Hospital after a 
short illness. Mr. Burchfield 
purchased the store from his 
late brother, Sam, about 10 
years ago. 


Logan L. Mather 


Logan L. Mather, 87, presi- 
dent of the Mather Hardware 
& Supply Co., Louisville, Ky., 
died April 23 at Kentucky 
Baptist Hospital. 


Harold D. Smith 


Harold D. Smith, 55, hard- 
ware dealer of Decatur, 
Georgia, died March 30. Mr. 
Smith established his hard- 
ware business on East Col- 
lege Ave., Decatur, in 1935. 


Henry J. Voegtly 


Henry J. Voegtly, 88, trea- 
surer of the Fort Pitt Hard- 
ware Co., retailer of Pitts- 
burgh, Pa., died May 2 in 
Suburban General Hospital. 
Mr. Voegtly was one of the 
founders of the company in- 
corporated in 1908. Previous- 
ly he had been with Steiner 
« Voegtly Hardware Co., 
Pittsburgh. 


Robert L. Semler 


Robert L. Semler, 73, 
eredit manager of the Enter- 
prise Mfg. Co., Akron, Ohio, 
cied April 16, eight days 
after injury in an automobile 
accident. Mr. Semler joined 
Enterprise in 1923 after 
serving with Goodyear Tire 
and Rubber Co. 


Herbert W. Gemmell 


Herbert W. Gemmell, 66, 
pioneer Inglewood, Calif., 
hardwareman, died April 22. 
Mr. Gemmell was proprietor 
of Inglewood Hardware in 
recent years and previously 
had spent more than four 
decades with Inglewood Mer- 
eantile where he became gen- 
eral manager. 
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Heller Appoints Two 
To Managerial Posts 


Two executives have been 
named to top managerial 





ROBERT L. HELLER 


vosts at W. C. Heller & Co., 
store fixture manufacturer of 
Montpelier, Ohio. 

Robert L. Heller has been 
appointed general manager. 
He has been associated with 





E. M. WALTENBERGER 


the firm in purchasing and as 
assistant manager for the 
past eight years. 

E. M. Waltenberger has 
been named sales manager. 
He was previously with U. S. 
Rubber Co. 


DEALER BRIEFS: 
(Continued from page 139) 





206 E. Main St. Another at- 
traction during the 3-day 
opening was demonstrations 
by several manufacturers. 


Riverbank, Calif.—Mr. and 
Mrs. Howard Terry recently 
their hardware business into 
a modern concrete block and 
brick building at Third and 
Topeka Sts. 


Keansburg, N. J.—Mr. and 
Mrs. Irv Wisenor have moved 
opened their new store ana 
showroom on Route 36 at 
Central Ave. The stock in- 
cludes all types of marine 
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hardware and paint plus 
water sports items. The own- 
ers’ sons, Howard, J. and 
James J., will join in the 
operation of the store. 


Montgomery, La.—F letch- 
er’s Hardware & Furni- 
ture Co. opened for business 
recently. The new enterprise 
is on Highway 71. 


Lafayette, Minn. — Berg- 
quist Hardware and Lumber 
Co. has been purchased by 
Roy Arlandson. He was man- 
ager at Farmers Produce. 
Former owner, Ted F. Berg- 
quist, started in the hard- 
ware business in 1896. 


Kingston, N. Y.—Herzog 
Supply Co., Inc., 332 Wall 
St., held an open house re- 
cently, marking completion of 
extensive renovations. New 
departments were opened. A 
demonstration of Stanley 
electric tools was held. An 
interior decorating consult- 
ant was present to advise 
customers. 





Maroney Becomes New 
Bri-Mar Sales Manager 


James H. Maroney has 
been appointed general sales 
manager of the Briggs-Ma- 
roney Co., paint manufac- 
turer of Everett, Mass. 

Mr. Maroney has _ been 
with the company since 1949 
when he became a salesman. 
Later he became sales man- 
ager of specialty lines. 





JAMES H. MARONEY 


Great Western Elects 


Robert Q. Parsons has 
been elected president of 
Great Western Arms Co., 
Los Angeles, Calif., manu- 
facturer of hand guns. 


1957 
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Mathias Klein & Sons Marks 100 Years of 
Manufacturing Under Same Family Control 


Mathias Klein & Sons, 
Chicago, Ill., is celebrating its 
100th anniversary as a man- 
ufacturer of tools and safety 
equipment for the electrical 
industry. 

The grandson of the found- 
er and his two sons presently 
control the company. 


Mathias A. Klein is presi- 
dent, Mathias A. Klein, Jr. is 
vice president and secretary 
and Richard T. Klein is assis- 


tant secretary. 

Klein employees presented 
a plaque to the president to 
commemorate the occasion. 





Committee of employes of Mathias Klein & Sons presents a 
plaque to president Mathias A. Klein (second from right) 
commemorating the company’s !00th anniversary. 





American Biltrite and 
Boston Woven Merge 


The merger of Boston 
Woven Hose and Rubber Co. 
into American Biltrite Rub- 
ber Co., Inc. was made final 
recently with the filing of 
papers in Massachusetts and 
Delaware. Stockholders of 
both companies voted final 
approval of the merger April 
24. 

Activities of Boston Woven 
Hose are continuing as the 
Boston Woven Hose and Rub- 
ber Co. Div., American Bilt- 
rite Rubber Co. 

The former officers of Bos- 
ton continue as officers of 
the new division. 


Parker Names Burguet 
Sales Vice-President 


Jacques J. Burguet has 
been appointed vice-president 
in charge of sales of Parker 
Mfg. Co., Worcester, Mass. 
ile has been advertising and 
sales manager since 1952. 

Mr. Burguet has been with 
tne manufacturer since 1945 
when he started in the re- 





JACQUES J. BURGUET 


search and development de- 
partment. 


Gared Buys Nonpoareil 


Gared Corp., St. Louis, 
Mo., has purchased the in- 
ventory and manufacturing 
facilities of the Nonpareil 
Mfg. Co., Inc., also of St. 
Louis. George McNutt, sales 
manager, will handle sales of 
athletic equipment manufac- 
tured by the Nonpareil Div., 
Gared Corp. The company is 
issuing a new combined zata- 
log of athletic equipment 
manufactured in both lines. 
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Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
FE Ee ea 6 
Eoch additional word........... a 9 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, 
sufficient postage for remailing. 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified ee Dept. 
& Séth Sts., Philadelphia 39 


No agency commission allowed. 


HARDWARE AGE is 
Thursday. 
prior to publication date. 


Remittance must accompany order in form 
of check or 
stamps. 


unless accompanied by 


ublished every other 
Classified forms close weeks 


money order, not currency or 























Representatives Wanted 








THE FORSBERG MFG. CO. 


makers of the original Whiz-SSaw WHALE 
AND VIKING tools and Hack Saw blades, 
has an opening for a qualified manu- 
facturers representative in the Missouri, 
Kansas, lowa, Nebraska area. This is an 
excellent profit opportunity for a wide- 
awake organization. Let us know what 
lines you carry, accounts covered, men 
traveling. Reply to, Sales Manager, 
Forsberg Mfg. Co., Bridgeport |, Conn. 














WANTED REPRESENTATIVES 


Leading Bathroom Cabinet Manufacturer now 
distributing thru wholesale plumbing supply 
jobbers, builders hardware, tile, lumber, elec- 
trical, glass and other outlets. Good pro- 
tected territories open. On commission basis. 
Address Box 545, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














PAINT BRUSH SALESMEN WANTED 
BY SUCCESSFUL PROFESSIONAL paint 
brush manufacturer to call on professional paint- 
ers, painting contractors and large industrials. 
Will consider sideline men. Several protected 
territories now open. We also have openings 
for salesmen calling on retail paint, hardware, 
lumber, etc., stores. Highest commissions paid. All 
replies confidential. Address: Box 541, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 








REPRESENTATIVE OHIO, MICHIGAN, INDIANA 


Well established association among wholesale hardware 
and tool jobbers. Limited number of lines carried. 
Good consistent coverage. My specialty is tools and 
garden supplies. Will furnish references and volume 
figures produced for others. Will consider anything 
new for pioneering and promoting or line with some 
establishment. 


Representatives Wanted 


To handle highly profitable line of gas 
powered lawn edger-trimmers. We are 
seeking aggressive men with good con- 
tacts. Our low priced combination edger- 
trimmer brings quick dealer acceptance 
and substantial profits. Several models. 
A natural for hardware and garden supply 
houses. Some good territories still avail- 
able. Write immediately. 


Power Equipment Manufacturing Co. 
2129 S. State Rd., 7 
West Hollywood, Florida 











Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















Address Box 535, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories far sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















WE ARE DOOR LOCKSET MANUFAC- 
TURERS AND REVAMPING some territories 
to create openings for capable, commissioned sales 
representatives selling the lumber, building ma- 
terial and hardware trade. State full details. 
Address: Box 522, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, department, 
variety and chain stores. Good commissions. 
Write: Midwest Plastics Mfg. Co., 208 Bates Ave- 
nue, St. Paul 6, Mina. 
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MANUFACTURERS’ REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors nad jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
held men working, number of wholesale accounts 
being sold. Most territories open. Reply: Con- 
solidated Pipe Company of America, 1066 Home 
Avenue, Akron 10, Ohio. 


MANUFACTURERS AGENTS WANTED 


Manufacturer wants nation-wide representa- 
tion. Commission basis only. Exceptional line 








of famous SEGAL jimmyproof bronze dead- 
locks, night latches, cylinders, etc., competi- 
tively priced and nationally promoted. In re- 


ply, specify products you now handle and type 

of trade called on. 

THE NEW ENGLAND LOCK & HARDWARE COMPANY 
21 ANN STREET, SOUTH NORWALK, CONN. 











BUDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected territory. 
beral Commissions. Many partially established 
territories open. Guaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oil 
bases, in White and colors, in all finishes for inside 
and outside use. Set up for private labels. Volume 
discounts available. Freight prepaid. 
PROCTOR PAINT AND VARNISH COMPANY 
Box G-630, Yonkers, New York 

















EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








MANUFACTURERS’ REPRESENTATIVES 
WANTED to represent leading nationally adver- 
tised lawn seed sold through wholesalers in fol- 
lowing territories: Kansas City-St. Louis, Phila- 
delphia-Baltimore, Western Pennsylvania-West 
Virginia, Iowa-Nebraska. We are AAA-1, now 
selling over 200 leading wholesalers. Write Box 


Representatives Wanted 








REPRESENTATIVE WANTED 


Top flight representative or representative organiza- 
tion wanted to handle top quality, competitive line 
of portable generators and generator sets. Our line 
has done a dominating job in the section of the 
country where it is presently located and because of 
our expansion program, we are now ready to add 
additional territories. 

Please write in detail and in confidence giving us 
your precise territory, how many men in your organ- 
ization, your experience, type of lines presently 
carried and frequency with which you cover your 
accounts. 

This line has been a money-maker for our present 
three representatives, and we are now ready to add 
several more. Please write to 


Address Box 540, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMAN WANTED 


Watch Line $6.95 and up. Popular priced ladies’ and 
men's watches. Also combination watch and jewelry 
sets. High volume and commissions. Severa) lucra- 
tive territories available. Please give complete back- 
ground when answering. This is a line for jobbers 
and wholesalers. Please write to 


Address Box 544, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














624, Milwaukee 1, Wis. 








SALES REPRESENTATIVE WANTED 
FOR ESTABLISHED PAINT BRUSH MAN- 
UFACTURER;; liberal commission; protected ter- 
ritories; good opportunity for salesmen having 
contact with retail hardware, paint, lumber, etc., 
stores. Open territories: Michigan, New York, 
California, Florida, Wisconsin-Minnesota and ; 
Penna. Write us full details. Address: Box 537, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 











Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line of Pure Chinese Bristle brushes available 
for immediate delivery for better Paint & Hardware 
stores, lumber yards and industrials. Most good terri- 
tories open. Cammission. 
Address Box 534, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















MANUFACTURERS AGENT WANTED 
CALLING on Hardware, Mill Supply, Automo- 
tive and Electric Jobbers in Ohio, W. Va. and 
Western Pa. territory. Good line of small hand 
tools noted for price and quality. State full par- 
ticulars in first letter. Address Box 542, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


— | 














HAND TOOLS, MANUFACTURER OF 
Nationally known brand (made in U. S. A.) 
seeks representatives calling on the following 


retail trades: Hardware, Plumbing, Lumber, Elec- 
trical, Building Materials, Mill Supply, ete. 
Many territories open. Address: Box 535, care of 
Harpware AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 








“SALESMEN WANTED.” Most territories 
open successful established line of popular priced, 
imported hand and garden tools for the jobber. 
Address: Box 504, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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Help Wanted 


TOP EARNING 
SALESMAN 


To Handle Nationally Known 
Line Exclusively 


This man will cover Texas, Oklahoma, Arkan- 
sas, Louisiana and Tennessee. You'll be sell- 
ing to housewares and hardware jobbers 
who know us as well as their own names. 
We're one of the nation’s leading manufac- 
turers in our field, have an all-inclusive line 
and back you up with a vigorous promotion 
program. We want an aggressive man 28 to 
35 who's looking for a real career. You'll 
get salary and commission the first year 
and soon go on straight commission. Write 
fully in strictest confidence. 








Address Box 530, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 




















SALESMEN LARGE CORDAGE CONCERN 


HAS excellent openings Eastern Shore Mary- 
land also combined North Carolina and Virginia 
territory, both worked previously and accounts 
established. Generous commission arrangement. 
Write experience, etc. Address: Box 525, care 


of Harpware AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


SALESMEN 


Salesmen having district manager potential 
wanted to call on Hardware Dealers to sell 
top quality products. Many territories open, 
Our men follow a proven pattern of opera- 
tion producing adequate remuneration at 
the start, and after a short period of ‘‘spade- 
work,’’’ they enjoy high earning power with 
exceptional growth opportunity limited only 
by the individual's ability and desire to 
advance. Experience and current contact 
with the trade essential. Write in strictest 
confidence, giving full background in first 
letter. Include indication of immediate fi- 
nancial requirements. Our staff knows of 
this advertisement. 








Address Box 532, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








' 
| 
i 


| 














SALESMAN 


Large wholesale dealers in heavy and finish- 
ing hardware in District of Columbia seek ex- 
perienced salesman for retail trade basis 
salary and commission. Excellent opportunity. 


Address Box 513, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














MANAGER WANTED FOR WELL ESTAB- 
LISHED HARDWARE AND HOUSEWARE 
store located in Southern California. Must be 
experienced as manager or previous owner of 
hardware store. Wide knowledge of Hardware 
and paint necessary. Please write stating experi- 
ence and furnishing references. Address: Box 
528, care of Harpware Acz, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





Accounts Wanted 


WESTERN MINNESOTA AND THE DA- 
KOTAS are my area of operation. Twenty-five 
years in education, institution management and 
service work has built an endless roster of im- 
portant business friends in every community. 
Necessity of pork chops instead of prestige neces- 
sitated the luckiest break of my life. I meet the 
finest people in the world in Rep work and make 
a good living besides. What more could a man 
ask? Gan take on another established item or line 
for aggressive selling; no get-rich-quick or gim- 
mick items. Ardent hunter, fisherman, photog- 
rapher. Steady, dependable family man and well 
recommended. Address: Box 523, care of Harp- 
wa Acz, Chestnut & 56th Sts., Philadelphia 

, Pa. 
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REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 














THREE MEN SALES ORGANIZATION, 
CENTRALLY LOCATED in Metropolitan New 
York and New Jersey territory wants additional 
volume line. We sell all jobbers, chains, depart- 
ment stores, club and party plans, catalogue houses, 
tea and coffee, door-to-door trade, and many other 
large volume outlets. Our policy of few lines and 
trequent coverage guarantees results. Address: 
Box 505, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 











CHICAGO AREA DISTRIBUTION 


I have one successful and profitable line (import). 
Sell wholesale and industrial concerns in the Chicago 
Area, and have facilities for warehousing and dis- 
tributing. Can handle one more first class line for 
mamfacturer who is now kept out of the great Chi- 
cago market because of the freight burden. 
This should interest Atlantic Seaboard and Pacific 
Coast manufacturers. 

ress Box 524, care of HARDWARE AGE 

Chestnut & 56th Streets, Philadelphia 39, Pa. 

















WELL-RATED, ESTABLISHED, SUCCESS 
FUL PHILADELPHIA Distributor with avail- 
able warehouse space, established sales force, 
desires diversification in distributorship and ware- 
housing. Please give complete details. Address: 
Box 539, care of Harpware Ace, Chestnut & 
Sts., Philadelphia 39, Pa. 








| 


| brick building. 


WE ARE PREPARED TO BUY OUTRIGHT | 


or absorb the business of one or more manufac- 
turers’ agents having contacts in the general field 
of hardware or kindred thereto who may be located 
on the East coast. Address: Box 536, care of 
|; “a Act, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


MANUFACTURER’S REPRESENTATIVE 
CALLING ON WHOLESALE hardware trade in 
Metropolitan New York, Long Island and New 
Jersey seeks additional lines on exclusive basis 
only. Builders’ hardware, garden tools, 
tools; new items preferred. Address: Box 526, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Penna. 


AGENT CALLING ON HARDWARE, MILL 
SUPPLY and Electrical jobbers desires a line of 
disposable or repeat item. Territory—-West Penn- 
sylvania, Ohio, West Virginia or part of. Ad- 
dress: Box 411, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


MISSOURI, KANSAS, IOWA, NEBRASKA 
Manufacturers’ Representative desires one major 
line covering all classes of jobbers, chains and 
department stores. Will show samples and work 
your line every day. Address: Box 531, care of 
Harpware Acez, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 














REPRESENTATIVE WITH WELL ESTAB- 
LISHED following with hardware, appliance, 
super market and novelty buyers desires one 
additional line. Maryland, District of Columbia 
and Northern Virginia area. Will stock estab- 
lished items. Address: Box 543, care of Harp- 
| Ace, Chestnut & 56th Sts., Philadelphia 
33, Fa. 





Business Opportunities 


MOST SENSATIONAL OFFER EVER 
MADE! Your name and address embossed FREE 
in beautiful, raised letters on 100 different key 
blank numbers. Permanent and distinctive. Elimi- 
nates hand stamping. Any quantity—any assort- 
ment. Ask for bulletin No. 756. HAZELTON 
CHAIN CO., 81 Kemble St., Roxbury 19, Mass. 








SALE: Hardware business in Macon, Ga.: 
Population 82,000. Located in fast growing sub- 
urban shopping center, 28 x 90 air conditioned, 
brick building. Volume $75,000.00 to $90,000.00 
can be increased. Reasonable rent. Will sacrifice. 
Fixtures and stock approximately $20,000.00. Can 
be reduced to $10,000.00. Address: Box 509, care 
of Harpware Ace, Ckesstnut & 56th Sts., Phila- 
delphia 39, Pa. 


| 








HARDWARE, APPLIANCES, TELEVISION 
STORES in County seat Eastern Central Ohio in 
big coal stripping area. Low rent and overhead. 
Fixtures free with inventory at approximately 
$15,000.00. This is an excellent opportunity for 
an aggressive man. Owner in r health. Ad- 
dress: W. M. Wolf, Route 1, re City, Ohio. 


hand | 


BE YOUR OWN BOSS 


HERE IS AN OPPORTUNITY TO 60 
INTO BUSINESS FOR YOURSELF! 


EXCLUSIVE FRANCHISED TERRITORIES 


open in Westchester, Putnam, Dutchess Counties, 
N. Y.—Albany, Troy, Schenectady, N. Y., Area 
—Southern Connecticut—Syracuse, N. Y., Area— 
Western Virginia and Eastern West Virginia— 
Eastern Tennessee — Pittsburgh, Pa., Area — 
Toledo and Columbus, Ohio, Areas. 

Approximate Investment — Walk-in Truck and 
$3,000.00. No experience necessary. We train 


you. 
For details write 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST., NORWOOD, MASS. 











DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














ABSOLUTELY MUST SELL. Owner sick. 
Hardware store long established. Small town in 
beautiful valley near Spokane, Washington. Di- 
versified farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America. 
Excellent schools and churches. Clean stock; 
Potential great. Address: Box 
M-35, care of Harpware Aces, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








A WONDERFUL 
HARDWARE STORE LOCATION 
Best Section In New Civic Center 


5000 Ft. Store. 3500 Ft. Basement. May 
assist in financing. Near all subways. 


Address Box 521, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














FOR SALE: General hardware and paint 


| store on east coast of Florida. Building located 








on Indian River. Boats and bait could easily be 
added if desired. Inventory approximately $20,000, 
building, lot and fixtures $15,000. Cash for in- 
ventory, will finance building. Address: Box 527, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 9, Pa. 


HARDWARE STORE, SOUTHERN PART 
OF NEW YORK STATE, old established busi- 
ness located on Main Street. Town of 8,000, mod- 
ern store front and fixtures, clean stock, hard- 
ware, housewares, and paint, plumbing and heat- 
ing business, leased building, reasonable rent, sell 
at inventory plus fixtures and equipment complete. 
Owner has other interest. Address: Box 110, care 
of Harpware Aces, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


HARDWARE BUSINESS successful for past 
14 years in Southern city of 42,000. Employ- 
ment high in plants and defense work. Ex- 
cellent agricultural area. Good building 150 ft. 
long with over 10,000 sq. ft. Present owner 
moving to own building would like to vacate 
present location. Will sell fixtures, shelving, shelf 
hardware and any amount of present stock. Rea- 
sonably long-time lease can be made from iessor. 
Address: Box 538, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 











Positions Wanted 


MARRIED MAN, 32, COLLEGE GRADUATE, 
5 years’ hardware and appliance experience, 3 
years operating manager general merchandise 
store desires position as manager or assistant 
manager of hardware and/or appliance store on 
West Coast, Washington, Oregon, Idaho preferred. 
References furnished upon request. Address: 
Box 529, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


SALESMANAGER FOR A SOUTHWEST- 
ERN WHOLESALE HARDWARE HOUSE 
wants change, desires direct factory sales connec- 
tion in Missouri, Kansas, Oklahoma or Arkansas 
territories. Twenty years’ experience as Sales- 
man and Sales Manager in all classes hardware, 
sporting goods, paint and housewares. Excellent 
record for producing sales and holding accounts. 
Protestant age forty-five. Address: Box 507, 








care of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 
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TEENUTS. 


STEEL THREADS IN WOOD 


® ORDER NOW! 


Also, investigate other Dot profit-producing 
fastener hardware available on cards for 
hardware stores. Write: 

FASTENER COMPANY 


3229 S$. ASHLAND AVE., CHICAGO 8B, ILL 
Subsidiory UNITED-CARR FASTENER Corporation 








COLUMBIA 




















You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Phila. 39, Pa. 












































agi Sell GREENLEE 22 Solid-Center 
Auger Bits in sets and make extra larg s 
sales. Durable green plastic rolls 
contain sets of 6, 8, 9, or 13 bits. 


CREENLEE 


1813 HERBERT AVE., ROCKFORD, ILL. 





Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 





| Aluminum Company of Amer- 
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Corp. 


(Winchester Western Div.) 35 


Wee ck 


. 


P & C Hand Forged Tool Co. 50| 
Party-Q Corp. : 
Patterson Sargent Company | 


Peerless Pump Division 


Food Machinery and 


Chemical Corp. 

Pennsylvdnia Saw Corp.. ie 
Peoria Metal Specialty Co.. . 
Permacel Tape Corp., J. & J. 19) Corp.) _.. 40 


Pioneer Gen-E-Motor Corp.. 118 Woodhill Chemicel Ce. oh ei 7 125 | the belt, it carries the keys on a 24” long stainless steel 
Pittsburgh Plate Glass Co. Wright & McGill Co. 143 | chain. Swedish clock spring reels keys in; 
Pennvernon and Store Front 121 a aay | keeps them safely at the wearer's side. 
Brush Di 29 | GUARANTEED! A wonderful self-selling 
cage” acai otal | | counter item. ORDER TODAY! Retail... KEY-BAK is nationally od 
Plumb Shop ‘eee see 123 $2.95 er if your jobber con't su | ou vertised in such magazines 
etal A peal PPIY YON as POPULAR MECHANICS, 
oe Rubber ‘Company, 134 Y write direct to: SCIENCE & MECHANICS, 
nc. ... ves aT nH MECHANICS IMLUSTRATED, 
East of the Mississippi CTL Company Wausau, Wisconsin o, 
Polo Plastics Co oe 131 | Yale & Towne Mfg. Co.. 113 ~ : , oe - _ re _ 
Portable Electric Tools, Inc... 11 | Yoder Mfg. Co. pice in ae CO., PASADE ! 
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. 135) Wickwire Spencer Steel Div. | 





L OA l Py g ( Len 


rope 

















































































































































































| R 
3 ets 
95 | Raybestos Manhatten, Inc. 
Asbestos Textile Div. ..... 142 
17| Red Head Brand Co........ 126 
| Ridge Tool Co., The ....... III 
g} | Roth Rubber Company ..... 120 | 
22 | Royal Electric Corp. ....... 45 
2 * * al 
“a junior coi 
oe, Sitiin ote a 25 lbs. packed in self- 
eanmnthity 8 —— | dispensing carton. 
Samson Crodage Works .... 43 | = 
Sharon Bolt & Screw Co..... 124 | super TUFF Measure-marked et ery 
gs | Sheffield Stoel om ms |  §0 and 100 fc. coils of 10 feet. 
) Armco Steel Corp. ...... | ; ; 
. 150 | manila or nylon rope 
93 Sherman Mfg. Co., H. B..... 33 | i in. cieee: ein 
159 | Southern Screw ~ ne _ Wg ‘ 
gg | Stanley Building Specialties | self-service display tray 
150| . ©® -- Le .108| and shipping unit. 
48-49 Stanley Works ............ 109 | Polyethylene wrapped. 
Star Metal Products Co. .... 141 | 
34 | Star Stainless Screw Company 136 | Practical rope packages for- Boating 
Home + Farm « Industry + Recreation 
129 MANUFACTURERS > G3 me SINCE 1829 
T | 
THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 
_ Tate Company, E. H. .... 137 | 
Taylor Lock Co. 110 
103 Temco, Inc. 97 
aera sang tee aemuaeliome SURE FIRE SELLER FROM HY-KO 
> Toledo Pipe pens \ a 
Machine Co. meskes OO 
30 | True Temper Corp. .... 39 DAY-GLO SIGNS \ ‘ 
107 | Tucker Duck & Rubber Co... 133 WITH FREE DISPLAY. 
128 Turnbuckles, Inc. ; 94 Popular signs such as EXIT, = 
| Tyler Mfg. Co. eee 143 , KEEP OFF THE “\ 
| , etc. Block -— Bn - 
fire’ red. 0" «x 
| holes for easy a, Write = 
| FOR INFORMATION. 
| U Order Assortments 
Or Open Stock 
U. S. Expansion Bolt Co... 122 
U. S. Plywood Corp. ...... 13 ALSO MAKERS ——¥ SIGNS, NUMBERS 





| @ieteee Wie salen HY-KO PRODUCTS CO. 
American Steel & Wire Div. 28 


CLEVELAND, OHIO 





Vv 











| Vaughan & Bushnell Mfg. Co. |. 











KEY-BAK key reel 
WANTED BY EVERY 


129 | 










24 Ww 


Wall Mfg. Company ...... 128 | 
Washburn Company, The .. 21 
41 | Wenzel Tent & Duck Co., H. 34 





\ 
KEY-BAK key reel sells because handymen want it! KEY- 
BAK is pocket-watch size, sturdily constructed. Attached to 


18 (Colorado Fuel & Iron 




















149 















MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 


(PRONOUNCED 


TILE TREADS 


Modern tile-matching stair 
treads in colors are a**must”’ 








Retail price (PAPER) 59c and Up 
Retail price (PLASTIC) 89c and Up 














| Kenberry GADGETS 
| ARE PROFITABLE 
Se// fast, use 
little space. 





Sell them on peg boards 


wherever tile has the floor. And wh ore custemare ose 
And tile has the floor The more gadgets you 


: , ° display, the more of 
in your customers new each you sell. A big 
recreation rooms, variety means big busi- 

ness. requires very 





hallways—all 
over the 


life for your stair little space. A gadget 


counter draws cus- 
tomers. And the Ken- 


house! So d | | mg 
y line is your ma- 
ZO modern. trea sa es . a ocirs nary for profitable 
gadgets. 


Get Tile 
Treads! 


Contact your wholesaler 
or write directly to: 





+ erendaae Lal il 


Se Sit Tee = $18 


RUBBER COMPANY — More than 50 Kenberry GADGETS JOHN CLARK BROWN, inc. 


Fremont: Ohio Ask your Jobber One Montgomery St. 
or write for list. Belleville 9, N. J. Kenberry GADGETS 








Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 1/4. During each month HARDWARE 
AGE brings you more listings of new merchandise thar any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 


Powered To Sell More Accessories! 


er World-famous B&D U-3 Drill has the power to drive any %” drill attachment 
No. U-3 (i) fast and efficiently. Most other drills lose speed when driving popular accessories 
H505 like hedge trimmers, circular saws, orbital sanding attachments, masonry bits, etc. 


Sell the U-3 and be sure of satisfaction—and more accessory sales—every time! 
Black & Deckers World’s Largest Maker of Portable Electric Tools 































Genuine 
Original 


fi Dom ES q 
Wonderful for all WOOD and METAL Furniture = NCE 4 
Glide Softly, Silently, Smooothly a _ 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. ~— of either 5%", . Po “ wget one have 
needle point nail. Case hardened steel, burnished nickel plated mirror DOMES of SILENCE 
ish rea: ree 


rte tasthesbie’ 
nisn. 


Both Container and Cards in 3 COLORS 





One Set of 4 
on a 3-Color Card 
6 SIZES: %", %", I", 
in", 1%". Ww". 





ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





Ask your Jobber or write— 
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THE PERFECT BALANCE 


e Dependable Bolts 
® Sturdy Packages 














Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Call. 
3423 South Garfield Ave., Los Angeles 22, Cal. 











SS 









CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS ¢ NUTS « TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 


A B. 
a. -_ 


National <= / 









f Hodeli Chains Chester Hoists 


“s 


















































THE HUENEFELD CO., CINCINNATI 25, OHIO 


ESTABLISHED, 1872 
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